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Slaymaker'§ ran 


Brass Beauty Padlocks in Slaymaker’s Famed 


Miniature Showcase! 


When you buy the Brass Beauties 
Assortment, you pay nothing extra 
for the miniature showcase of rich, 
blue velour. Put a fresh one on 
your counter to sweeten up your 
padiock sales! 


All over America, the Slaymaker Brass Beauties have been 
best-sellers since the day they were introduced. 


Your customers like them because they are solid cast brass— 
because they are popular-priced—because they look as 
strong as they are. The exclusive “Super-Tumbler” mecha- 
nism on the two larger padlocks gives greater security than 
ever before possible in their price range. The smaller pad- 
locks give ample everyday security. yt ie HERE’S 


Wit f dlocks at / +p 
ith only four numbers, you stock fewer padlocks at less | THE BRASS BEAUTIES 


investment . . . sell more of each number at greater profit 
... keep inventory down. If your miniature showcase is a (SM7) ASSORTMENT 


bit worn, order a new Brass Beauties assortment from your 
jobber today! 


SLAYMAKER LOCK COMPANY 






Since 1888 
LANCASTER, PA., U.S.A. 


World’s Most Complete Line of Padlocks 


SILEX 


A FAMOUS NAME THAT SELLS! 











COFFEE MISER: Por 


Jels red 








COFFEEWARMER — Keeps coffee 
Chrome and crystal — ideal low 














MIXIE — Mixer and storage container for frozen orange 
juice, milk shakes, etc. Pyrex glass, flavor-seal top. 


Two generations of America’s home- 
makers know the Silex reputation for 
handsome, convenient, dependable 
housewares. No wonder Silex today is a 
prestige name that sells — and builds up 
profits for you! 


Fic IMEX Fgocey 
(JA OG: 
Hartford 2, Connecticut 








VISIT US AT BOOTH 450 -54 
NATIONAL HOUSEWARES 
& HOME APPLIANCE SHOW 














NEW CARAFE—8-12 cup w 
tyled in black and go 


ELECTRIC STOVE — New Delray automatic heat. Sold 
with or without coffeemaker — fits all models. 


























NEW PARTS BOARD—Self-selling 


headquarters for profitable Sile 


NEW ELECTRIC DUO—Popular Aiken coffeemaker 
plus semi-automatic electric stove. Gift packaged. 


HOSTESS COFFEE SERVICE — Perfect gift set — 8 cup 
Coffeemaker, Sugar, Creamer, Serving Tray. 


FRESHERATOR — The ONLY home refrigerator con- 
tainer that KEEPS food fresh. Best-seller. 


CARAFE AND COFFEE WARMER—A smart, practical 
table-top twoson tock up for heavy gift sales 


Coffee Tastes Better 
When Made in Glass! 


The clearest, richest-tasting coffee is) 
brewed in glass, leading authorities! 
agree. Sell SILEX and you sell FLAVOR © 

PLUS. No other coffeemaker can matdl | 
the SILEX record or make you so many™ 
satisfied customers. F 





BOOTH 450 -54 
HOUSEWARES 
PPLIANCE SHOW 


| witset 


LOCKSETS 


Use Kwikset Locksets with complete confidence. 


The more than 16,000,000 Kwikset Locksets that have 





gone into guaranteed service since 1946 are a testimonial to the 
precision manufacturing technique that makes possible 


Kwikset’s unconditional guarantee. That is why 


THE ONLY GUARANTEE NEEDED IS 
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HW Ont The Pott Line 


With UNIVERSALS new 









and Wafflemaker 


Pee, COOK-A-MATIC MODEL 3801 
ee, 
ee, 


Universal's Deluxe Combination 
Grill and Wafflemaker with auto- 
matic Signalite and temperature 
control. It’s the top of the line in 
quality, sales and profits. 





NEW COMBINATION 
GRILL AND WAFFLEMAKER 
AUTOMATIC MODEL 3705 


/ 


Rouna out your Universal Electric Housewares line with this new 
Combination Grill. Get those extra, in-between sales by having a 
model for every size family ... every size budget. 


Built to Universal standards of excellence, this new chrome beauty 
“oe, sells itself on price, on the convenience of its size and new grid design. 

Sell it for the perfect gift... put it up front for quick profits 

and for step-up sales to the famous Universal Cook-a-matic. 


SEE US in Atlantic City! 
July 13 to 17 — Booths 333-341 





ELECTRIC HOUSEWARES 






a 





AUTOMATIC STROKE-SAV*R 


FOOD MIXER 
TOASTER ELECTRIC BLANKETS IRON 


MIXER COFFEEMATIC AND CHOPPER MIXABLEND COOK-A-MATIC DEEP FRYER TABLE STOVE 
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COBURN,Z 





wins new 
popularity 
with 


economy 


Pr EET 


Moderate in cost, the Coburn Swing-Over Ga- 
tage Door Set has become increasingly popular 
with economy-minded home owners. 


Adaptable to all types of garages—on new or 
conversion jobs—the Coburn Swing-Over Set 
adds to its price appeal the advantages of quick 







SWING-OVER GARAGE DOOR HARDWARE 







and easy installation, smooth and quiet opera- 
tion, plus long-lived trouble-free service life. All 
are good reasons why it pays to stock and sell 
this fast-moving item. 

Write for catalog and prices to Sales and 
Engineering, 56 Sterling Street, Clinton, Mass. 


THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Oakland, California 


WICKWIRE SPENCER STEEL DIVISION-Atlanta * Boston * Buffalo * Chicago * Detroit * New York * Philadelphia 


COBURN PRODUCTS. 
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Sound Planning 
For the Future 


Planning for the future is not a simple task 
these days and hardware dealers are not alone 
in being somewhat confused as to what to 
expect. 


The “experts” themselves are in complete dis- 
agreement and continually contradict one an- 
other. Most of the usual trade barometers have 
been distorted by new and little understood 
factors. 


Some dealers have told me that they have 
been concerned over the recent decline in stock 
market prices. Yet from everything I have been 
able to observe, the stock market has been 
shown to be a most inaccurate barometer. 


The stock market never moves in a straight 
line very long, but, as Mr. Morgan has pointed 
out, it always fluctuates. There is no sound rea- 
son for ever relying on stock market behavior 
in setting your own policies. 


The possible consequences of a truce in Korea 
has other dealers concerned. Yet it would seem 
that most businessmen have long ago dis- 
counted the influence of the ending of the war 
in Korea, largely because the truce will be a 
technicality and the cold war will continue in 
other areas. 


The much discussed Eisenhower budget cuts 
are sometimes pointed to as a deflationary fac- 
tor. Folks seem to forget that the period cov- 
ered by the proposed budget is considerably in 
the future. They also overlook the fact that the 
bulk of the proposed budget cuts concern money 
appropriated but never spent. 


In other words, the appropriation reductions 
would bring totals down to what has actually 
been spent in the past, a procedure that seems 
to us as being rather sensible. 


Some of the war contract cutbacks and clos- 
ing of army camps that make the headlines 
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Just Among Ourselves 


Informal Editorial Comments 





By W. A. Phair 


from time to time strike us as being largely part 
of the psychological warfare the high brass of 
the armed services are wagering against the ad- 
ministration’s efforts to set up sensible budgets. 


As you wade through the list of factors that 
may have an effect on business, I think you'll 
end up with the feeling that there are still 
many inflationary forces at work. 


Not the least of these is the current round of 
wage increases that are bound to be reflected in 
higher costs of goods sold in hardware and 
other retail outlets. 


Employment is still at record heights. Babies 
are still being born in increasing numbers and 
the average American’s demand for better 
things is undiminished. 


Sound Policies Are 
Still Good Policies 


What about inventories, dealers ask us? 
Should I slow up on buying? 


The answer to this question is the same as it 
has always been: Are you a merchant or do you 
want to speculate in inventory? 


If you’re a merchant, then you want to buy 
everything you can sell and in quantities ade- 
quate to meet every sales need. No more, or no 
less, 


To be able to buy in this fashion demands 
effective contro] of your stock at all times. A 
good control system automatically prevents you 
from building up an excessive inventory and 
will be self correcting if sales slow up. 


The highly touted food supermarkets also 
face the problem of rising costs. For five con- 
secutive years now, operating costs of the 
supers have risen faster than sales. 


How are the supers fighting this? By increas- 
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ing their advertising budgets. This is also good 
advice for hardware dealers. 


Sales training to get the most out of every 
opportunity is important in good or bad times. 


All in all, it seems to me that the uncertain- 
ties that face us today can best be met by tight- 
ening up on ordinary good business practices. 


How to Cfse Cutrs 
With Abbreviations 


One of the more enduring, but useless lega- 
cies of the New Deal that still plagues us is the 
alphabetical and abbreviation fad they spon- 
sored during their stay in Washington. 


In the course of each week, our editors re- 
ceive copies of retail newspaper ads from many 
dealers, as well as copies of consumer broad- 
sides, envelope stuffers, etc. When we study this 
material we are constantly startled by the num- 
ber of dealers who use unnatural and hard to 
understand abbreviations in their ads. 


The headlines and text of any ad or other 
promotional material must be designed to get 
over a thought to the reader quickly and com- 
pletely. 


A headline must catch the eye of the reader 
on the run; it must convey to him, in a hurry, a 
thought that will interest him or her sufficiently 
to cause him to read the rest of the text in the 
ad. 


If you employ words or abbreviations that are 
not commonly understood by the public or are 
not easy to identify, you are reducing the effec- 
tiveness of your ads. 


The abbreviations “hdwe” or “mdse” or “elec” 
or “hswes” may be understood by a dealer, a 
wholesaler or a manufacturer, but they are not 
generally familiar to the average customer and 
for that reason should not be used in retail 
advertisements. 


We strongly urge that in your retail ads you 
stay away from abbreviations or trade ex- 


pressions. 


Your ads will gain in effectiveness if you 
keep the headlines and text in short, easy to 


8 


«Just Among Ourselves: 








informal editorial comments 


understand words, and limited to ideas that can 
be quickly grasped by your customers. 


This also applies to store signs, department 
identification, etc. If it’s worth putting up a 
sign, it’s well worth spelling out all the words, 
and not using “hdwe” when you mean hardware. 


A Real Buying Tool— 
Watch for It 


In just about a month, HARDWARE AGE readers 
will be receiving one of the most valuable buying 
guides available to the trade today. 


This is the annual Catalog and Directory num- 
ber of HARDWARE AGE—the “Who Makes It?” 
issue. This issue will be received by all HARDWARE 
AGE readers as a part of their regular subscrip- 
tion. 


Dealers and wholesalers have written us many 
times telling how valuable they find the regular 
use of this issue. Recently, while attending a 
dealer meeting, a store owner came up to me and, 
with great urgency, asked if he could obtain a 
duplicate copy of the Catalog issue. 


His store had burned down, he told me, and he 
was rebuilding and hoped to open soon. He had 
always leaned heavily on the Catalog issue, he 
said, and would not feel that the new store was 
complete if he didn’t have a copy on his desk. 


We made certain that he had a copy on his desk 
when the store re-opened. 


The HARDWARE AGE “Who Makes It?” issue is 
the original hardware merchandise catalog, and 
is the most complete published today. 


This issue has been imitated by others, but has 
never been successfully duplicated. The facilities 
and resources of the HARDWARE AGE staff that go 
into the collecting and compiling of the informa- 
tion contained in the Catalog, under editor Al 
Mangin’s supervision, are unmatched by any 
other publication. 


This issue is edited for your convenience. Its 
arrangement is based on what you have told us 
you want. 


Look for this issue on July 23rd. 
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Schoo! is out! Families are on the move. Going 
into new homes, they’re more security-conscious 
than ever. And that’s the time to display ILCO 
night latches. Cash in on ILCO’s quality work- 
manship and attractive designs. 


210B Popular priced standard duty Night Latch 
(Top) Modern design, cast iron case, gold- bronze 
wrinkle finish, 5-disc tumbler cylinder. 


2641V Beautifully contoured Streamlatch 

(Middle) Hold-o-matic feature keeps bolt retracted when 
key is turned, permits one-handed operation. 
Rich ivory finish, chrome trim, solid brass 5- 
pin tumbler cylinder. 


218C Heavy duty Night Latch 

(Bottom) Extra protection where it’s needed. Heavy cast- 
iron case, gold-bronze wrinkle finish, 5-pin 
tumbler cylinder. 

*No. 86MT consists of merchandising mount and labor of mounting at no 


charge — plus the three very attractively priced latches described above. Call 
your jobber or write us TODAY 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Nation's Economy Isn't Expected 
To Suffer After Cease-Fire 


Sales should continue at a vigorous rate without the 
push of actual fighting in Korea, say Federal officials 
who have been watching wholesale and retail trends. 

These men have asked for the views of merchants 
in many parts of the country. They have found most 
dealers are showing no abnormal caution in stocking 
their wares and that inventories in the majority of 
lines are in good balance. 

Some consumer durables—refrigerators, washers, 
dryers and television sets—are more heavily stocked 
than they were last year but these items may begin 
to move faster after mid-summer. 

A big factor in this optimistic feeling is the atti- 
tude of military buyers. They are looking forward to 
another year of heavy procurement, no matter how 
peaceful the Far East becomes. 

Spendable money isn’t the sole property of military 
purchasers. Likely as not, the home owner who didn’t 
want a 25-foot garden hose during the late, wet spring 
now has his eye on a $150 power mower. 


OUTLOOK—Consumer disposable income is 
climbing above the $245-billion mark and 
3 only about 8 pet is being saved. The cus- 
tomer, while cagey, will continue to be inter- 
ested in quality merchandise. 


Administration Framing Plans 
To Prevent Post-Korea Slump 


Top-level Administration officials are drafting the 
outline of a nation-wide public works program. Al- 
though no appreciable drop in either retailing or 
manufacturing is expected in the foreseeable future, 
the White House believes it should have a pump- 
priming program ready—just in case. 

Details of the program probably won’t become avail- 
able until this autumn but it is known that the anti- 
deflation program includes at least two points of pri- 
mary interest to retailing—lower taxes and easier 
credit. 

A truce in Korea and the resulting cut-backs in Gov- 
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ernment spending for a “hot” war are bound to touch 
off a limited downward trend in the national spending 
rate. White House advisers are concerned over ways 
to prevent any such trend from getting out of hand. 

A sharp business downtrend is not anticipated. An 
end to the “hot”? war would mean cuts in ammunition, 
etc., but won’t affect the long-term “cold” war 
strategy. 


OUTLOOK—lIke’s aides say no pumip- 

priming should be necessary. “Readjustment” 

> rather than “recession” may show up later 

this year but the long-range prospect is for 
sustained good business. 


New Federal Agency Will Serve 
Both Trade and Industry 


The framework of the U. S. Commerce Depart- 
ment’s new set-up for providing better service to 
business and industry, at both retail and factory levels, 
has emerged and will open for business on July 1. 

The new agency, to be known as the Business Ser- 
vices Administration, takes over a whittled-down Na- 
tional Production Authority and absorbs three old- 
line government bureaus. The new BSA will stand 
on four legs—Offices of Distribution, Business Eco- 
nomics, Technical Services and Mobilization Program 
Coordination. 

The framework of the new agency provides 23 busi- 
ness and industry divisions—from food to steel—in- 
cluding consumer goods in general, power equipment, 
agricultural machinery and construction. Hardware 
and other industries will have their own special sub- 
divisions. 

Divisions and sub-divisions are to be headed by top- 
flight executives in their field, on a 6-month rotating 
basis, without pay. Industry advisory committees are 
to continue. 


OUTLOOK—The Office of Distribution is to 
be the major prop in the new BSA. The 
2 policy will be to keep retailers informed, ad- 
vised and guided to better distribution as the 
basis for maintaining high production. 


(Continued on page 92) 
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Unsurpassed security is the foundation on 


which Master’s world-wide popularity and 


reputation have been built. For more than 
30 years the inventive ingenuity of Master 
engineers has been directed toward 
incorporating the maximum strength and 


security into every Master Padlock. In 


no other lock will you find the unbeatable 


combination of laminated case construction 
and brass cylinder, pin tumbler protection. 


You can’t offer finer security at any price! 


Bn = bern Aboilhaait m 


EXTRA protection is precision built 
into phosphor-bronze springs, 
nickel-silver pins. 


Brass Cylinder 


( : Sturdily constructed of extruded 
SJ] brass. Will not expand or contract 
with temperature changes. 


° OLA 
~ Laminaled Case 


Stronger than a solid block of steel. 
Hard-wrought plates riveted under 
pressures up to 300,000 Ibs. 


re Y Case- Hardened Shackle 


{ 
¢ 1} - 4 Made of tough alloy steel, tempered 
: and hardened to withstand the 
roughest use. 
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Make sales faster with 
WER OMEUIYE Ss 


Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 








LATEST 


Auto-Carrier 

Completely assembled type of 
auto-carrier, called Flo-Line Reddi- 
Rak, has no nuts or bolts, no parts 
to put together; it comes ready to 





install. Unit is die formed in one 
piece from quality steel. It will 
carry up to 1,000 lb. Rubber suc- 
tion cups grip sides of car tightly 
and securely, and will not mar the 
car’s finish. Web lashing straps 
are easily removable by key lock 
device when not in use. All parts 
are rust resistant. Unit will fit all 
cars. Market Forge Co. 


For more data circle No. 1 on postcard, p. 99 


Insect Killer 


This electrical unit destroys in- 
sects quickly without the use of 
powder or spray. Called Bug-A- 
Way, it keeps average size room 


r 








INFORMATION ON NEW PRODUCTS AND SERVICES 


free of insects for approximately 
two weeks. It kills flies, mosquitoes, 
spiders, roaches, ants and many 
other cold-blooded insects. It 
leaves no odor and is not harmful 
to draperies, upholstered fabrics, 
rugs, etc. Unit consists of small 
ceramic, electric vaporizer, which 
uses Vaporettes, new vapor pellet 
containing Lindane — colorless, 
odorless, chemical insect - killer. 
Ernco Products, Ine. 


For more data circle No. 2 on postcard, p. 99 


Grape or Picking Shear 
Made of forged steel, this new 

Grape or Picking Shear No. 29 is 

designed for all types of fruit or 





vegetable picking, for thinning 
thickly grown plants or for delicate 
cutting jobs. Pointed, sharp blades 
make possible picking or thinning 
without damaging plants. Shear is 
634 in. long, with 2 in. blades and 
bright red enameled handle. It has 
volute spring for operating ease 
and a metal safety catch. Comes 
1 doz. to a box. Retail, $1.00 each. 
Seymour Smith & Son, Inc. 


For more data circle No. 3 on postcard, p. 99 









Portable Barbacue Grill 


Vertical fire box of this portable 
barbacue grill cooks meat from side 
instead of from below. It permits 
coals to give off radiant heat; in- 





frared rays cook up to one-third 
faster. Juices drip into sauce pan, 
and can be used to baste whatever 
is cooking, eliminating splashing 
grease. Called Bar-B-Grill, it 
comes in compact package includ- 
ing all-steel grill, aluminum drip 
pan, forks and cooking grids, all in 
suitcase-type carrying case. Retail 
price is $7.95. May & Scofield. 


For more data circle No. 4 on postcard, p. 99 


Bicycle Line 

New colors and styles are fea- 
tured in 1953 bicycle line for boys 
and girls of all ages. Two wheelers 
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Want more information on these 
products? Then use free post 
card on Page 99. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


in sizes from 10 to 26 in.; 18 
models in 16, 20, 24 and 26 in. sizes, 
deluxe and standard types; and 
seven models of Park Cycles from 
10 to 16 in. in deluxe and standard 
are included in the line, as are 26 
in. super deluxe Fleet line and 20 
in. equipped Cadet Flite line. Fleet 
line model J-28 (illustrated) and 
J-29 include new headlights with 
side reflectors, deep chrome fend- 
ers, triple-action, double-spring 
fork, jeweled pedals, chrome tub- 
ular rear guard rails, snug fitting 
tank with chrome trim, and larger, 
stronger luggage carrier with re- 
flectors. Murray Ohio Mfg. Co. 


For more data circle No. 5 on postcard, p. 99 


Outdoor Fireplace 


Deluxe outdoor fireplace unit, 
the Grilladier, is cast-iron and steel 
form and features wide, side-by- 





which are 
the front. 


side cooking surfaces 
easily accessible from 
Rottom grate can be raised for 
charcoal or lowered for other fuel. 
Standard model with front-and- 
back cooking surfaces is also avail- 
able. Both models have sliding 
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draft vent for cooking control. 
Each unit is supplied with founda- 
tion plans and design suggestions. 


Bennett-Ireland, Inc. 
For more data circle No. 6 on postcard, p. 99 


Vacuum Bottle 


Angler vacuum bottle has jacket 
picturing muskies, bass and other 
fighting fish in natural colors. Pint 
Angler retails for $1.85 and comes 
12 to a carton. Quart Angler re- 
tails for $3.05 and comes 6 per car- 
ton. Workman’s Lunch Kit with 
pint Angler retails for $3.05. Both 
bottles have all features of Vac- 





uum Ware line, including Sweet 
Seal Rubber-Stopper and unbreak- 
able plastic cup cap. Quart size 
contains three nested drinking cups. 
Aladdin Industries Inc. 


For more data circle No. 7 on postcard, p. 99 


Leaf Mulcher Attachment 


For all models of Reo rotary- 
type power lawn mowers, this new 
leaf mulcher attachment can be in- 


(Continued on page 98) 











TO HELP YOU 


SELL 





Le A SERS Be 
AND OTHER DEALER 
SALES fae 


Screw Driver Assortments 


No. 333 Boss Man Assortment 
consists of 129 black satin wood 
dealer 


handle drivers; price is 





Power-Grip Plastic Nendle » Tempered Stee! Blodes 





$20.80. No. 444 Jim Dandy Assort- 
ment (illustrated) consists of 56 
tenite amber plastic handle drivers; 
costs dealer $19.80. Both give 
dealer a 50 pct profit. Heavy duty 
cardboard display, included free 
with each assortment, holds 32 
drivers in 10 sizes; prices and size 
ranges are clearly marked. Three 
color display requires only 17 in. 
of counter or shelf space. Jrwin 
Auger Bit Co. 


For more data circle No. 8 on postcard, p. 99 


Chain Merchandiser 


Tubular steel chain merchandiser 
has red-baked enamel! frame, 
chrome yellow reels and black-let- 


(Continued on page 124) 
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$230 
H $22 
% HARDWARE 
= $220 STORE 
SALES 
$21: 
$210 (Unadjusted) 
205 
(add 000,000) 
$200 
Source: U. S. Dept. of Commerce 








Warm Weather Spurs 
Sales in Spring Lines; 
April Sales Volume Up 


The Hardwareman was given a 
helping hand belatedly by the 
Weatherman in recent weeks, with 
the result that this trade’s sales in 
some areas have shown a healthy 
seasonal gain. 

While sales have been seasonally 
good, many wholesalers and dealers 
are still following a very conser- 
vative buying policy. Efforts to 
reduce inventory are still retarding 
purchases, especially at the whole- 
sale level. 

New uncertainty of the outlook 
has been caused by the recent wage 
increase granted by the steel mills. 

The wage boosts will mean an in- 
crease in the price of steel of about 
$4 per ton, according to Iron Age, 
another Chilton publication. This 
rise will probably make necessary 
price increases in many hardware 
lines. 

The increase in hardware sales 
has been largely in spring goods 
for the improvement of homes and 
gardens. 


Many more _ appliance - selling 


hardware stores have become con- 
scious of the sales potential in the 
room air conditioner business. 


14 











HARDWARE BUS 











_I 


cover 




















OK?) HAROW aut] 











‘—. 











> Hardware Sales Up in April 


> All Retail Sales Rose 7% 


> Spurt in Private Housing 








April Hardware Sales 
Up 10 Pct Over March 


Hardware store sales in April, 
unadjusted, were $220 million, 
10% over the previous month’s 
sales of $200 million (a revised, 
unadjusted figure), according 
to the latest estimates of the 
Department of Commerce. 

However, April, 1953, sales, 
unadjusted, showed a 3.9 pct 
drop from the same month in 
1952. 

Total unadjusted sales in the 
first four months of 1953 were 
$753 million as compared to 
$755 million in the like period 
of last year. 

The following table gives 
Department of Commerce un- 
adjusted estimates: 


(millions of dollars) 
953. 1952 1951 


January ..... 166 166 192 
February ... 167 170 182 
March .... 200 190 211 
April ict. ae 229 231 

753 755 816 
ER pert Beef 244 231 
ES a oie 233 236 
MO ice. eau 214 214 
uenst ..... axa 216 224 
September .. ... 224 226 
October ..... ae 233 245 
November ... ... 219 236 
December ... ... 290 291 








$2,628 $2,738 











April Factory Lay-Offs 
Hit New Post-War Low 


The April rate of factory lay- 
offs hit a new post-war low in 
April as only 9 per 1,000 em- 
ployees were laid-off, reports the 
Bureau of Labor Statistics. The 
rate was almost one-third below 
a year earlier, the agency reports. 

Since last September, layoffs 
have ranged from 7 to 10 of 1,000 
employees, rates at or near post 
war lows for each month. The only 
industries reporting a higher lay- 
off rate in April than a year ear- 
lier were machinery, tobacco and 
furniture. 

April hiring rates also pointed 
to the continuation of a generally 
favorable employment situation, 
the Bureau says. At 42 per 1,000, 


the hiring rate compared with 37 
per 1,000 in April a year ago. 


Only the lumber industry report- 


ed marked reduction in hiring in 
the year ended in April. 


Consumer Price Index 
Shows Little Change 
Consumers’ prices dipped 0.1 pct 


to show virtually no change from 


March to April, 1953, according to 


the 10-city index recently com- 
pleted by the National Industrial 


(Continued on page 156) 
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“Customers stripped the 
P&C display of tools in 


less than two weeks” 


PsC GUARANTEES 
YOU PROFITS ON 
TOOL MERCHANDISER 















The P&C Self-Selling Merchandiser is the most profitable tool 
salesman any hardware dealer can hire. It sells tools 

on sight! The P&C proved profit plan guarantees your 

profit on this amazing Merchandiser, 

The colorful Merchandiser displays 150 fastest-moving hand tools 
at eye level, with clear price markings. Shadow outlines 

make stock keeping easy. Find out all the facts on the P&C 
proved profit plan on the P&C Self-Selling Merchandiser. 

Contact your nearest P&C distributor today. 





Write for free illustrated folders giving all facts on P&C Self-Selling Merchandisers. 
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PUT ONE OF 
THESE EXPERT 
TOOL SALESMEN 
TO WORK FOR 
YOU...NOW! 
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PéC ROGKET 150 






Displays 150 fastest-moving 
hand tools in only 32” counter 
space. Profits of $500 and more 
per year on first investment 
of $229.59 are common, 









PéC THRIFTY SO 









" Compact Merchandiser holds 
| 50 most popular hand tools. 
ti Many dealers report annual 

me) profits of $230 on first in- 

FU vestment of $83.75. 
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P&C HAND FORGED TOOL COMPANY 


BOX S926-A 
PORTLAND 22, OREGON 
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men who use 


REPUBLIC UPSON 


SEMI-FINISHED and COLD-PUNCHED NUTS 


appreciate these smooth-working 
advantages..... 


Top-quality Republic Upson Nuts and Bolts, Ae 
with smooth-working advantages and long- Jag ; h 
lasting qualities you are certain to find im- f i : wrens 
portant in using fasteners, are available in are fits squarely, 
more than 20,000 different types, sizes and ee ee Bee snugly So 
shapes. Make this complete Republic Upson ; ge a h 

line your dependable source of supply for son ae ess cnance 
every fastening need. 


i) 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO e« GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 


accurate 
threads run on 
quickly, 
smoothly 
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Here's the pump you've been waiting for — the 


NEW COOK Submergib/e. The pump that is easy 
to sell in any market, farm, home or 
industry. No other pump has so many advantages. 
Once installed — it's out of sight. No noise — 
no maintenance. It's self-lubricated for life. 


Available in a wiae range of capacities and sizes. 


This is an exclusive design. There is no 


other pump like it. 


Excellent, exclusive territories are still 
available for dealers and distributors. Write 


for complete details. 


WATER SYSTEMS 


REG. U.S. PAT. OFF. 





DNOVOALEDANNAA Gag, 
A) 


Join the 


SwinG-A'Way 


SWING-A-WAY 
OFFERS 


SS Dh A TRADE-IN 
—¥ 
4 =< 


ON ANY OLD CAN OPENER... any kind, any age, any condition, 


on the purchase of a SWING-A-WAY Magnetic Can Opener— Model 607R-W-Y. 


JOIN IN_CASH IN 
The regular retail price of this model is $3.98—but your cus- 
tomers pay only $2.98 and their old Can Opener. Your 
customers save $1.00 and you get extra sales and full profit 
on the $2.98 price. 


This special offer begins July 15 and ends August 15. Model 
607R-W-Y then goes up to its regular price of $3.98. 


Get ready for the impending stampede! Order the No. 321 
TRADE-IN DEAL now. Includes 6 Can Openers in assorted 
colors: 3 white, 2 red and 1 yellow. FREE Display Streamer 
in each package. Better get plenty! 


Call your jobber, or write SWING-A-WAY MFG. CO., St. Louis 16, Missouri 
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No. 600 
EXTRA-HEAVY FOAM RUBBER and 
WAFFLE-WEAVE PAD with NON-BURN 
COVER of U. S. Royal ASBESTON 

ONLY $5.95 


list per set 





EXTRA-HEAVY FOAM RUBBER and 
WAFFLE-WEAVE PAD with heavy 
SANFORIZED Cover in choice of 
pastel colors ONLY $3.98 


list per set 





ECONOMY FOAM RUBBER and WAFFLE- 
WEAVE PAD with SANFORIZED 
Cover ONLY $2.98 


list per set 


OTHER COVERS AND PADS FROM 59c 





youd mint ow 
HEMLAST 


IRONING TABLE 
PAD and COVER SETS 


with FOAM-RUBBER werrte"Weave PADDING 


Any housewife will tell you, “If it makes my work easier, I’ll buy it!” 


HEMLAST FOAM-RUBBER and Waffle-Weave Ironing Table 
Pads DO make ironing easier — quicker, too. That’s why “Hemlast” 
Pads with non-burn covers made of @.%. Ropal ASBESTON sell faster, 
build highly profitable repeat business for you. 





THESE ARE THE HEAALAST FEATURES YOUR CUSTOMERS WANT: 


@ Can’t slip even on glazed metal ironing tables 


@ Soft FOAM-RUBBER base reduces “ironing shine”, 
permits ironing over buttons, zippers, embroidery with- 
out damage, carries off heat and steam 


@ Sanforized covers with elastic-bound edges are fash- 
ioned with hooded end to fit perfectly all standard- 
sized ironing tables 


@ Finest quality at thrifty prices 


SPARK YOUR SALES with HEMMLAST FOAM-RUBBER 
and Waffle-Weave Ironing Pads and Covers 


Call your jobber NOW or write us for full information 







' BOOTHS 
‘.. HEMLAST Display at the ATLANTIC CITY HOUSEWARES SHOW 1500 1904 


GUSTIN-KRAMER CO., mers. 


80 Cummington St., Boston 15, Mass. 


Manufacturers of the World’s Finest Ironing Table Pads and Covers 
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Presto’s Powerful Promotions 
Pay Off for You... 


Presto promotions are pre-sold to MILLIONS! Cash 
in on this terrific market... tie in with Presto national 
advertising in America’s BIGGEST CIRCULATION, 
MOST READ magazines. Dramatic, compelling 

point of sale promotions. FREE newspaper mats that 
attract business TO YOUR STORE. For fast sales, 

top profits... feature PRESTO. 


Get complete details for increased sales... 
call, wire or write your distributor. 






SSKeeeeseseseeseeeesesseoeeseesesesesesesess 






i a 






NATIONAL 
PRESTO INDUSTRIES, INC. 
Eau Claire, Wisconsin 


OVER 19 MILLION SATISFIED PRESTO 
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Bright Metal Linen Chromium Plated 


VA ppp A AyH) 
4A t 


L4 / . Stoye pads In 
ar¥llAOm eo],,.. sign. 
spark 2 lopg and aes sa 


Blossom Time Stainless Steel 


Pa Ym’ re 
EAS 
P > — extra - protected, wipe clean surface in 
g Nags G> newest, sales-tested patterns. Eye-catching 
Ne ae 4 kitchen-bright colors make every’ NU-TOP 
ww) é pad a sales clincher 

a Pew ZN. 


Decorative NU-TOP stove pads feature 


THE HANDY HOSE HANGER 






@® convenient 





@ inexpensive 





@ sturdy and 
attractive 






No. 422uU 





kitchen . 


soaring Saleg / 
profits plus / 


Carnival 
O 
kitchenware 


@® METALOID brings you a festival of 
fast-selling sales-impelling items... 
products which are an irresistible part of 
every modern kitchen. Latest design, life- 
time durability. Metaloid year-round 
favorites are a colorful compliment to every 
. . demanded by every housewife. 
METALOID SELLS ITSELF. 











See Our Booth 1140-1142 
NATIONAL HOUSEWARES EXHIBIT 
Atlantic City, July 13-17 








EZ, S 


5815 Kinsman Road ® Cleveland, Ohio 
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HARDY 


only ironing table 


has a 


double top 


Aa: 


Only MET-L-TOP offers DOUBLE TOP construction — 
two sheets of steel eyeleted and pressed together 
and reinforced with hollow channeling. MET-L-TOP’s 
DOUBLE TOP always stays smooth, flat 

and level—never sags, buckles, bends or dips. 


GEUDER, PAESCHKE & FREY 


1700 W. St. Paul Avenue ° MILWAUKEE 1, WISCONSIN 
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11 Million Times! 


Newsweek 


We’re leaving out the astronomical claims 


about “impressions” and “multiple reader- Hef {( 7 | f )I] I( a 
i 


ship.’”’ Eleven million is the actual circulation 

of seven national magazines which are carry- yh 
ing full-color advertisements featuring Alcoa 

Alclad Aluminum Screening. This campaign 

is for the benefit of the quality weavers who 

produce this superior product. Look for the 

tag that identifies Alcoa Alclad Aluminum 
Screening... your customers will! Aluminum 

Company of America, 824-F Alcoa Building, 

Pittsburgh 19, Pennsylvania. 


Alabama Wire Co., Inc. Keystone Wire Cloth Company 

American Wire Fabrics Corp. New York Wire Cloth Co. 

Chase Brass & Copper Co. Pacific Wire Products Co., Inc. 

Clinton Wire Cloth Co. Pennwoven, Inc. 

Cyclone Fence Division : Phifer Aluminum Screen Co. 
(American Steel & Wire Co.) Sites Dead eis ie ten 

Dixie Screen & Wire Products, Inc. comeagoncepceieins ~~ 

Spargo Wire Company, Inc. 


Gilbert & Bennett Mfg. Co. 

Hanover Wire Cloth Co. Standard Wire Cloth & Screen Co, 
Heilig Bros. Co., Inc. Reynolds Wire Company 
The C. O. Jelliff Mfg. Company Wickwire Brothers, Inc. 


ALCOA 


Alcoa e. 
Aluminum 


ALUMINUM COMPANY OF AMERICA 
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NOW! 


THE WORLD'S FINEST 
NEW PUMP... 


| ld 
TH S Yh, 
PUMP 


BY RED JACKET 


The pump you don’t see — can’t hear — never 
lubricate. Available in a wide range of sizes 
and capacities. Tested and proven for long 
dependable performance and minimum 
maintenance. 

Backed by 75 years of leadership in the de- 
sign and manufacture of Pumps and Water 
Systems — for farm, home and industry, 


This is an exclusive Red Jacket design. 
There is no other pump like it. 
Attractive, colorful brochure avail- 


able. Free upon request. 


- Ls , 

Neu BL Ie ine 
0. “water” 
. service 
conned products 
Inc. \cweaet 2 

Screen Co, 
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You can be sure of finding fasteners of the styles 
and sizes your customers want when you choose 














the Bethlehem line. 
Bethlehem makes standard fasteners in all 
types. In addition to machine, carriage and lag 
Th oe 9 bolts, we turn out such items as turnbuckles, 
* clevises, rivets, spikes and washers, all of them 

in a full size range. 
Bethlehem Fasteners are accurately made, too. 


With their well-formed heads, strong shanks and 





smooth-fitting threads, they’re sure to meet the 


requirements of your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 








MADE AT LEBANON PLANT 
Key to Quality 
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GOOD/YEAR 


PROVED PROFIT-MAKER 


Goodyear's Store-Tested V-Belt Program 


Goodyear’s Fractional Horsepower V-Belt program is 
a proved profit-maker, because it’s “tailored” to your 
store’s needs. Compare these features with any other 
V-Belt merchandising program and you'll see why it 











Complete Department—in only 1/2 square feet! 
SerVomatic—the neatest counter merchandiser in the V-Belt field 
— holds all the belts you need to handle 70% of ALL orders — 
makes inventory and reorder problems simple — insures quick 
turnover, 





“ABC of Simple V-Belt Design” book solves pulley 
and belt size problems in three simple steps—no compli- 
cated equations, ratios, or higher mathematics needed. 
Alternate Belt Replacement Chart shows at a glance 
which standard size belt can be used to replace specials 
—eliminates need to carry slow-moving belts—increases 
turnover. 

COMPLETE Replacement Catalog lists right replace- 
ment belt for every application—encourages self- 
service. 

Market Matched Belt Assortments — you buy only 
those belts you need to meet your customers’ needs— 
and only those belts that actual store sales records show 
are fast movers. 





will pay you to go Goodyear: 





Faster, easier, more accurate measurement 


This exclusive belt meter eliminates clumsy “‘yardsticks’—is so 
quick and easy to operate. You can’t miss choosing the right 
replacement belt. 





00D, YEAR 


SerVomatic—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
Compare all these outstanding features—plus a wide 
range of sales helps available also. Then write today 


for full information to Goodyear, Mechanical Goods 
Division, Akron 16, Ohio. 


J cc 


As lp ry 
Fy», “eae 











THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 
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THESE WIZARDS WITH Wo00D 


Get a well deserved Trophy 
For boosting the Business 
Of Browning & Brophy 
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Order from your Wholesaler 
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Dealers say it’s almost magical the way all three 
of these United States Plywood Products are gaining 
in popularity. The first is Weldwood Glue... America’s largest selling 


wood glue. The second is Firzite...a MUST for finishing fir plywood. 
The third is Satinlac, which helps you cash in on the big demand 
for natural wood finishes. Each brings people into your store... 
and each pays you handsome profits. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 240 55 West 44th Street - New York 36, N. Y. 








Largest Selling Wood Glue — 


WELDWOOD' 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to- wood 

eee ‘bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 Ibs.. 25 lbs. 








Blond or pickled effects call for 


ware FER Z ITE ’ 


Recommend WHITE 

Firzite for magical 
+ woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
: tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite! ) 








Big demand for natural wood finishes, sells 


SATINLAC 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 


: SATINLAC 
what to use, you'll 


; make friends by re- 


commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 
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Why is this 
the mark of a 





CROSS-SECTION of Pittsburgh- 
developed feather-tip Neoceta bristle 
“—showing molded-in grooves for 










superior paint carrying capacity. 




















Mister, that RED STRIPE on your brush is your assurance 
of quality! It means that the feel of the handle, the flex of 
the bristles make any painting job easier for you. It means 
that whether you choose Red Stripe’s all - Neoceta brush or 
Red Stripe’s combination of hogs’ bristle and Neoceta, you’re 
getting a brush that paints smoother, faster, better. Why? 
Because Neoceta, Pittsburgh’s feather-tip wonder-bristle is 
designed especially for painting. And, in hogs’ bristle- 
Neoceta combinations, both bristles wear at the same rate 
—for better performance and longer life. Next time you 
need a brush, ask your supplier to show you Red Stripe! 


There’s a Pittsburgh brush for every home and industrial use 


Enamel Wall and Maintenance 
and Floor Brushes 
Varnish Brushes 

Brushes 


And here’s your newest sales booster—the all new 
HOME PAINTING KIT featuring the 

th New metal 

ferrule 

doubled 


It’s easy to sell Pittsburgh’s new Home 
Painting Kit, containing all the tools UNG 
the homeowner needs for room paint- 
ing! It includes the 7-inch wide Fleet- 
bristles securely 





Sash 
Brushes 










Wing WALL COATER; a 1-inch WALL 
Neoceta brush for trim; a KLIP-ON 

pan for attaching to ladder; and a book- COATER 
let describing the care and use of the 

FleetWing and Neoceta. 


Suggested retail price: $3-99 for complete kit! 


For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH PLATE GLASS 


PITTSBUR Gk COMPANY, Brush Division, Dept. A-6, 3221 Frederick Ave., Baltimore 29, Maryland. 


Kod Stipe a uans 


BRUSHES ° PAINTS ° GLASS e CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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SEALER 
PRIMER 


Clear Synthetic Resin 


BACKGROUND 
for added sales and profits 


Every square foot of plywood is a 
background for added sales of Rez— 
the clear synthetic resin sealer and 
primer! And, naturally, for added 
profits! This is particularly attractive 
to progressive dealers because Rez is 
so easy to sell—it has many real 
selling features. 


REZ PRESERVES the original beauty 
of the grain pattern of the natural 
wood. It equalizes the porosity of the 
wood—makes the softer surface areas 
almost as dense as the harder areas. 
When stain is applied after Rez has 
“‘set”’ for a few hours, penetration is 
quite uniform, with the result that 
the shading and contrast of graining 
are retained. The surface does not 
get blotchy or streaky as untreated 
wood often does upon staining... 
A Rez base also makes it easy to put 
down a smooth coat of paint—to get 
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fine ‘‘furniture’’ finishes when varnish 
is applied. 


REZ CHECKS grain raise — often a 
problem when soft wood comes in con- 
tact with paint, stain or varnish. The 
sealing action of Rez definitely ‘‘lays’’ 
grain raise—greatly reduces the need 
for resurfacing before final finishing. 


REZ REDUCES possibility of swell- 
ing, warping, sticking and twisting, 
through its sealing action. It mini- 
mizes the entry of moisture into the 
wood—thus banishes the major cause 
of these troublesome conditions. Also 
sell White Rez for one-coat bleached 
effects ...Color-toned Rez in Red- 
wood, Mahagony, Driftwood, Sage 
and Cedar for ‘‘ western”’ color effects, 
both outdoors and indoors... Rez 
products are easy to apply — with 
brush, spray or saturated cloth. 










Write for full information on attractive, 
hard-working sales helps... MONSANTO 
CHEMICAL COMPANY, Merchandising 
Division, 1700 Sowth Second Street, St. 
Louis 4, Missouri. In Canada, Monsanto 
Canada Limited, Montreal, Toronto, Van- 
couver. loux Rez: Reg. U.S. Pat. Off. 


My aN i = 










SEALER 
AND 
PRIMER 

ary Mensanto 
Chemical Company 


Merchandising 
Division 


-> 


SERVING INDUSTRY... WHICH SERVES MANKIND 
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Now, bag even bigger profits 
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No. 2815 Door Stop Bin Tag 


Install it 4 
yourself! puccen 










ee ee? gg tae 
602 Padlogt Board 


















CS Sonoma Sarwar —tasay met 






249 Padlock & Hasp Board 
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with these 


Merchandisers 


easy to place... 
easier yet 
to profit with! 


So well received by the trade were the initial 
Bulls-Eye displays that Yale has decided to go 
all out—give you an even bigger selection of 
these mighty merchandisers! Like the originals, 
the new Bulls-Eye merchandisers are easy to 
place, easy to profit with! Have high visibility, 
bright appealing colors, handsome transparent 
packages and do maximum selling in a mini- 
mum of space! Ask your distributor about the 
extra profit in these new quick profit merchan- 
disers, today. 
The Yale & Towne Mfg. Co., Stamford, Conn. 


Yale Lock and Hardware Division 
*Registered in U.S. Patent Office 


YALE & TOWNES 
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the Yale ‘53 series merchandisers 








New Merchandising 
Idea Pays Off 


Stamford, Conn.—Because of the 
lack of room in today’s busy 
stores, Yale & Towne has created 
a new display card especially de- 
signed for maximum selling with 
a minimum of space. One of the 
many benefits of this type of 
merchandisers is that it allows 
the retailer to take greater advan- 
tage of the so-called quick-profit 
area near the cash register. So 
well received by the trade were 
the Bulls-Eye Merchandisers that 
it was decided to extend the idea 
to include more of this famous 
line of hardware. 


‘ This is your 
Quick-Profit Area 


gues, 


C% 
a 


| 
| 


\. 
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Every pump you sell opens the door for additional 
sales of water-using equipment—extra sales opportu- 
nities that often do not exist until you sell the pump! 
That’s why it’s doubly important to actively promote 
pumps—the success of your pump business vitally 
affects the profit picture of so many other products 
you sell! 
Here’s the PROOF... 

A recent survey among Goulds dealers showed that 
related sales, following the pump sale, averaged 624% 
of the retail price of the pump! That’s a whopping divi- 
dend you just can’t afford to miss... a dividend you 


can easily get when you follow the... 


GOULDS 5-point Promotion Plan 
Goulds has the pumps—a complete line of dependable 
water systems for every farm and home need. And— 
GOULDS has a complete promotion plan—a step-by- 
step plan with all the tools you need to really get into 
the pump business. For details, see your distributor— 
or write us for your copy of the “Goulds Promotion- 


Planner”... 


GOULDS PUMPS INC. « Seneca Falls, N.Y. 


DEPT. HA-4 








“"GOULDS PUMPS ARE 
THE BEST SALESMEN 
HAVEN” 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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Griffin by name, you can be 
them before and knows that 
are is a quality line . . . finest 

hip, ully finished and packaged. 
moving — bringing you greater volume 


GRIFFIN cease arti 
4 ERIE + PENNSYLVANIA 


REPRESENTATIVES 
H. C. GLOVER 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois Son Francisco 3, Calif. Seattie, Washington Boitimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgio Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Olectha Avenue 
New York 7, N.Y Boston, Mossochusetts Dalles 5, Texcs Konsos City, Missouri St. Louis 9, Missouri 
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your cupboard doors 
with a breakproof catch! 








PATS. PENDING 





The “WASHINGTON 1125” 
Friction Catch 

Breakproof and silent with 

adjustable holding power. 

Easy to install and low in cost. 

Meets any doot condition* and holds. 
Made of Polyethylene. 


*Warping, etc. 


Samples available 


WASHINGTON LINE 
_ 2 Ask your jobber or write to: 


WT WASHINGTON STEEL PRODUCTS, INC. 
WASHINGTON Dept. HA-6, Tacoma 2, Washington 
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These Big Circulation Magazines... 


BETTER HOMES & GARDENS. 
Circulation 3,600,290. Biggest of the 
Home Service Magazines. 


AMERICAN HOME. Circulation 
2,951,239. Second in the Home 
Service field. 


HOME MODERNIZING. Circulation 
225,000. A selective semi-annual to 


hot prospects. 


HOME MAINTENANCE 

& IMPROVEMENT. Circulation 
329,145. Here’s the book that will 
tell your customers “how-to-do-it.” 


FAMILY HANDYMAN. Circulation 
228,284. Six times a year, this “do- 
it-yourself” book helps sell the 
products you carry. 


Open 35,000,000 Doors to 







_ ADJUSTO-SEAL is the world’s best 
weatherstrip ... whether it’s with metal 
for door bottom use; or with plastic, 
for around doors and windows. Wool 
Pile fabric is self-adjusting to uneven 
} surfaces. It forms a snug, draft-tight 
seal. Won’t freeze shut in cold, damp 
weather. Won’t swell and stick when 
wet. Will not form a set. 


VAGINAS UR ANUS CF 
GET FULL DETAILS ON THIS suRETO- SELL PRODUCT FROM YOUR JOBBER, OR WRITE: 
SCHLEGEL MANUFACTURING CO., DEPT. HA, ROCHESTER, NEW YORK, OAKVILLE, ONTARIO, CANADA 
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ABIESIO- SEAL SALES FOR YOU! 


CLENCH YOUR FIST...YOU’LL CLINCH THE SALE! 












This simple test demonstrates graph- 
ically how the thousands of vertical 
fibers in ADJUSTO-SEAL’s wool pile 
hug the most uneven surfaces to 
form a tight, draft-free seal. 








Customers will be quick to recog- 
nize the superiority that this unique 
method of manufacture gives 
ADJUSTO-SEAL. No other weather- 
strip can pass the’’clenched-fist’ test. 
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GEE LUMBER SWITCHES TO -0-F 
AFTER TAKING BLINDFOLD TEST’ 


ne re aneae 





Gordon Peterson of GEE LUMBER 
Company, says: “Brand ‘C’ wasn’t brittle 
and grainy like a lot of glass is. Sure 
easier to cut than the others” 


TRY THE “BLINDFOLD TEST’ 
YOURSELF! 


| 

| | 

| | 

Cut L-O-F first, last, or in between other | 
brands. Run any kind of a cut you want. 

| You'll see why you have fewer bad cuts, less I 

Mr. Peterson cut four unidentified, well-known brands [ waste and more profit with L-O-F. | 

of single-strength window glass. The brand marked I Call vour nearest L°-O-F Distributor. | 

“C”’ was by far the easiest to cut. “C” was L-O-F. These local businessmen are listed under 

I | 

[ | 

| | 

I | 

l | 

| 





On the basis of this test the Gee Lumber Company “Glass” in the yellow pages of phone books 
has switched to L-O-F window glass. L-O-F is easier in many principal cities. 
to cut into big pieces, little pieces; angled and curved 
pieces. You can even cut off thin strips close to the 
edge with a light stroke. 

L-O-F window glass cuts easier because it is annealed 
more slowly, more patiently. That makes it less brittle. 
So it’s a safer buy for your customers, too. 


LIBBEY- OWENS: FORD the ecasy-to-cut WINDOW GLASS 


And send for your free booklet—‘For 
Greater Profits in Window Glass”. Write 
Libbey-Owens-Ford Glass Company, 6763 
Nicholas Building, Toledo 3, Ohio. 
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Lead The Way 


with 


gas and oil-burning heaters 


that carry you ahead 
of , tLe 


To a dealer, there’s no proof like profit 
to measure merchandising success. By this 
yardstick, judge Preway — the fastest- 

rowing line of space heaters on the mar- 
it — now the third largest producer in power-house heaters 
the country. in small home sizes 

And this year, Preway gives you gas heat 
to team with oil, so that you can meet the 
interests of every customer with the right e 
circulator, with the right features, at the 
right price. So line up with Preway. Lead Lifetime burner guarantee plus 
business your way with this money-making 20-year warranty on heater unit 
line that has everything to keep you out 
ahead of competition. Phone, wire or write 
today for full information. 


Prentiss Wasers Propucts Co. 
2653 Second Street N., Wisconsin Rapids, Wis. 


Smallest cabinets in the industry 
but highest in B.T.U. input 


Many. automatic convenience 
features 


Wrap-it-up, l'll-take-it price tag 


and 
Central 
Heating 

Oil- 
Burning 
Furnaces 


A short line of six great 





performers — priced to sell 
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WITH THE 7 ante G FEATURES MOST WANTED 


BY HOME OWNERS! Home owners themselves dictated the 
features of 3-Dee Awnings. They told us what they considered most 
important ...and now, after two years of development work, Alexander 
H. Kerr & Co., Inc., presents the awning 
with the greatest possible sales appeal 
for your customers...3-DEE. 


another 


Product 














1. Admits softly diffused light, filters out direct sun 
rays without darkening the home interior. 


2. Sealed-in beauty in 10 decorator colors, fade 5. Strong and durable, no worry about damage 


proof, won't deteriorate, retains that ‘“‘new look.” from storms, snow or hail. 

3. Made from glass fiber reinforced plastic with @e Each awning is 48 inches wide, boxed complete, 
aluminum fittings, it cannot rust, corrode or need ready for easy installation or alteration to nar- 
repainting. rower widths with ordinary household tools. 


4. Economical, won't rip or tear, never wears out, Ze Approved for F.H.A. financing. 
no seasonal “putting up and taking down.” 





FOR PROOF THAT IT SELLS ON SIGHT 
> gg DISPLAY A 3-DEE AWNING IN 
YOUR OWN PLACE OF BUSINESS 


Write, wire today for name of your nearest 
3-Dee distributor, price list and complete 
information. 

(Note: Some distributor territories still open. 
Inquiries invited.) 











ALEXANDER H. KERR & CO., INC., Plastic Products Division - Dept. 3 
3440 Wilshire Blvd., Los Angeles 5, Calif. 


© 1953 Alexander H. Kerr & Co., Inc. Manufacturers of quality glass products for over 40 years 
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NORWALK 





e@ Nightlatches that enhance 
the beauty of doors are really 1] 
NEWS! When customers see 
the clean-lined Norwalk night- 
latches, sales resistance usually 
vanishes. 

When you add to these beau- 
tiful iridescent cocoa-bronze 
finished locks the sensational 
sales stimulation of Norwalk’s 
unique WINGED MERCHANDISER, you will agree 
that this combination presents the hottest opportu- 
nity for nightlatch sales ever offered the hardware 
trade. 

Be sure to get the 4 Norwalk Nightlatches and 
take advantage of all 4 sales stimulators: 






















/ * STYLING. Smart, modern, streamlined design. Iri- 
descent cocoa-bronze finish. Adds beauty to any door. 
Sells on sight. 






2 » security. Extra sturdy yet light in weight— made 
from strong, durable and permanent aluminum. 5-Pin 
tumbler cylinders. 






3. simpuicity. Easiest nightlatch to install. No possi- 
bility of error. Simplified instructions. Foolproof. Only 
4 moving parts. 






4, superiority. Finest construction, fully backed by 
Norwalk, an outstanding hardware name for over 50 
years. 







ASK YOUR JOBBER for this new 
| merchandiser or write direct for 
more information. 







New Norwalk WINGED NIGHTLATCH MERCHANDISER. 
Compact, unique — sells locks on sight! 








NORWALK LOCK COMPANY 


395 BROADWAY, NEW YOR K 13, N. Y. 
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/ 
When striking an 
| object low, you. 
still have point- 
_ to-point contact 
Q . due to the 
~ & inch radius on 
_ the face of the 
_ sledge. 










A perfect biow. 7 
Unfortunately you i 
can't do this 
every time, but 
due to the 6-inch- 
radius, td don't 
ve 











Shipped with or without han- 
dies, four to a carton, for 
easy handling and efficient 
storage. Fully protected from 
scuffing and scratching. 











~~ 
- ee 





® Tell your customers the reason Warren-Teed sledges 
they will be interested to know there 


have shiny faces... 
is a sound engineering idea involved. 

Warren-Teed sledges feature a shiny face because 
they are machine turned, then polished and protected with 
a clear, tough lacquer. This operation gives the face of 
the sledge a 6-inch radius . . . and results in a more 
accurate striking tool. 

In addition to their accuracy, Warren-Teed tools, forged 
from special open-hearth steel, are made to stand up under 
the most rugged usage. You can’t abuse them... they’re 
too tough! All this and beauty too ... they are painted 
Dutch Blue to catch the eye of the quality buyer. 

Order Warren-Teed sledges today, explain their shiny 
faces to your customers and make a sale. Write, if you 
require more information. 


WARREWITEED 


WARREN TOOL CORPORATION 


General Offices . . . Warren, Ohio 
Export Division .... 30 Church St., New York 7, N. Y. 
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DOUBLE CIRCLE TOOLS 
LIKE THESE MEET CUSTOMER DEMANDS! 


When you sell sets 
you sell 


more drills 




























A POPULAR LINE... 
A FAST-MOVING LINE 








DOUBLE CIRCLE TOOLS are merchandised. Display boxes, 
plastic containers, and dispensing cabinets act as a re- 
minder and help sell more drills per sale. The wide selection 








meets requirements for home workshop, local tradesmen or ORDER FROM 
contractors. Unsurpassed QUALITY assures your trade of the 
very best when they buy, and builds repeat business for YOUR 






you. For a quality tool department that can give you 
turnover, be sure to specify DOUBLE CIRCLE. 





HARDWARE JOBBER 






CHICAGO-LATROBE 


DOUBLE CIRCLE 
TOOLS 







DRILLS e REAMERS ¢ COUNTERSINKS @ COUNTERBORES © CARBIDE TOOLS ¢ SPECIAL TOOLS 
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SCREW-TITE—T. M. Reg. 





Now... SCREW: TITE’ 
.-. IN COMPACT 

















MASTER CARTON 


Contains Five 24-Package Counter Display Cartons 
(Total 120 Packages—Net Weight 60 Pounds) 


Cost to you . . $28.80 
You sell for .. 43.20 


YOUR PROFIT. $14.40 


Available in one or more Display Carton Units or full 
Master Carton. ORDER FROM YOUR DISTRIBUTOR 
OR JOBBER. 











<a" 


TO RETAIL AT 


36< 


PER PACKAGE 


with full-profit 


smal 941 ponary Spory mark-up for you! 


SUYN ILIL-MI4IS 


Copyright 1953, Independent Nail & Packing Co. “ONE-WAY” SPIRAL THREAD 
SCREW-TITE® Flooring Nails are a product of 


Independent Nail and Packing Co., originators . 


of threaded nails and largest manufacturers of DRIVE LIKE A NAIL...HOLD LIKE A SCREW 


threaded nails in the United States. 
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FLOORING NAILS IN HANDY PACKAGES 
COUNTER DISPLAY CARTONS TO MAKE 


Fatt Aalet... quick profits... hor you! 


There’s a squeaky floor or stair in practically every 
home—and every one is an on-the-job, around-the-clock 
salesman working for you for this really “hot” item. 

Because nobody likes squeaky floors—and SCREW-TITE 
Flooring Nails do stop them. 

The scientifically engineered threads of SCREW-TITE 
Flooring Nails draw flooring snugly down to sub-floor— 
hold it down tight, permanently tight. Squeaks vanish— 
forever! 


PEOPLE HAVE BEEN ASKING 
FOR SCREW-TITES 


For years, leading flooring contractors coast to coast 
have been using SCREW-TITE Nails to lay new floors. 
People who have seen the incomparable job they do have 
wanted to buy them in convenient packages for home use. 
There’s a tremendous waiting demand. 

And here’s the answer — wrapped up with a profit 


for you. 


Now—for the first time—SCREW-TITE Flooring Nails 
are available in handy boxes for fast over-the-counter 
selling. 

We've designed a box that attracts the eye and “stops” 
the customer. We've put them up in 24-package punch- 


packed “self-selling” counter display cartons that occupy 





WHAT’S SO WONDERFUL 
ABOUT SCREW-TITE FLOORING NAILS? 


SCREW-TITE Flooring Nails are different TT 
from any nails you ever saw before. They 

are the result of nearly 20 years of develop- 
ment and manufacture. The SCREW-TITE 
thread is scientifically designed and engi- 
neered to give them holding power far 
greater than ordinary nails. Laboratory tests 
have shown that SCREW-TITE Nails have up 
to 6.7 times the withdrawal resistance of 
smooth flooring brads; 4 times that of cut 
flooring nails. And the slim, pointed design 
of SCREW-TITE Flooring nails minimizes dis- 
turbance of wood fibres and consequent 


= 








splitting. 

SCREW-TITE Flooring Nails are made of 
special high-carbon steel, heat-treated and tempered 
to drive into the hardest woods without bending 
or breaking. 











only 914 by 10% inches of space. We've priced them 
at a full-profit mark-up for you. 


Get in on this waiting market! Get your initial 
order in today. Put SCREW-TITE Nails out on your 
counters where customers can see them. They'll sell 
themselves—and you'll do plenty of business—fast! 


Order from your jobber or distributor today! If he cannot supply you, 
write us, giving his name and address. We'll see you are supplied. 


Made exclusively by 


INDEPENDENT NAIL and PACKING CO. 


The Stroughold Line 


BRIDGEWATER, 
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Give Wings fo lve am 








RING UP MORE TOOL SALES! 


Order from your jobber today. You get the 
CD1 Revolving Fixture and your choice of any 
four 12”x 24” tool panels for only $5.00 more 
than actual cost of the tools. Crescent Catalog 
No. 27 illustrates and describes the tool assort- 
ments for all Crescent Displays. 


@ Put this revolving Crescent Tool Display 


near your cash register and both of them will , 


be busy! 

The CD1 Display, in brilliant yellow and 
maroon finish, is a real eye-catcher. Although 
its base measures only 12” square, it accom- 
modates any four of the nine new Crescent Tool 
panels ... which means maximum display in 
minimum space ... more tool sales per square 
inch of counter surface. 


CRESCENT TOOLS 


LL Ma le 
Sym of, Ercdllence 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


f€RESCENT TOOL 


46 


COMPANY, 


JAMESTOWN, NEW YORK 


HARDWARE AGE, JUNE 25, 1953 





THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile iam 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on he 
end unless otherwise specifie 

with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tolerances — body ground 
where specified. Expertly made 
by the pioneers in producing con- 
necting rod bolts by the cold 
upset process. 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 

Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
i Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue point 
specifications — hexagon 

hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oil 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert—steel covered. Finish: plain, 
zinc Plated, cadmium plated. Size: 
9/16", 3/4”, 15/16” across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


j 
li 
7 
f 
a 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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feature for feature... NATIONAL LOUK 


=, om hubber-Roller 
eo, CATCH 


is the finest 
for vou to sell! 
N61-3836 


Quality-made through and through 
...and best of all...it’s silent too 


@ Customers who settle for nothing less than the best, select 

this “deluxe” Rubber Roller Catch by National Lock. Designed 

primarily for use on wood and metal kitchen 

cabinets, this quality-made catch and strike ensemble 

provides many years of smooth . . . positive .. . silent action. a] 

Catch has elongated mounting holes . . . Strike has marker prongs . . . two features that 

spell easy application. Housing, Spring and Pawls are made of steel. Catch, 

Strike and Screws have durable rust resistant finish. Complete ensemble is individually packaged 
for ease of handling and identification. Priced right for profit! Order these 

Catches from your jobber NOW. Immediate delivery. 


Ask your jobber about these other in-demand items 





SERIES “410’’ No. 24 WOOD SCREW 
NATIONAL LOCKset ASSORTMENT 


DISTINCTIVE HARDWARE... all from I source 


UNVATIONAL LOCK COMPANY 


\Y 
, Rockford, Illinois e Merchant Sales Division 


~** 
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= Stock Control 


it’s poor business to say 


“Sorry, we're out of it” 


By John T. Noonan, Noonan’s Hardware, Santa Monica, Calif. 


As an independent hardware and housewares 
merchant, I have to combat the thinking—erroneous, 
but deeply ingrained in customers’ minds — that 
department stores have a larger selection of mer- 
chandise. 

I also have to combat their thinking that large 
hardware and housewares stores in Los Angeles, 
have the biggest selections and the greatest bargains. 

As a matter of fact, our selections of merchandise 

J. T. Noonan in many hardware and hotisewares lines are greater 
than stocks carried by competing department stores 
near us, and Los Angeles. 

Consequently the best method of letting our customers and prospects 
ems know about this is to have the item in stock when they come into buy it. 

There’s only one way to insure having the major fast-selling staple items 
in stock. There’s only one way to eliminate the plague of having to say— 
“Sorry, we’re out of it.” It’s with stock control. 

How else other than by having the merchandise on hand when the cus- 
tomer wants it can we combat the bigger competitors? Their stores are 
larger. Their parking lots hold more cars. They can afford larger ads. All 
of this spells bigger selections to the customer. 

That brings us right back to the premise: Having an item in stock, when 
the customer wants it, is a big must for me. 

Our stock control method is simple. It has no frills, no fancy books. It 
only requires standard, ruled ledger paper and plain manila filing folders. 

As “boss,” and buyer, floor-man, personnel manager, ad man, official 
greeter, and general factotum, I don’t have the time for elaborate systems. 
Anything that works is fine. 

Briefly, our stock control system is divided into three general categories. 
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“Sorry, We’re Out of It” 





Continued 


The first category is for merchandise bought from 
general line wholesale hardware firms. Initially, I had 
to make a decision as to which items I would buy from 
which house. 

Once this was decided, I made a folder of specific 
items for each of the four or five houses from which 
I buy. In each of these are ledger sheets which list the 
separate items, sizes, minimum stock required, usually 
a shipping unit or carton, the cost in code, the retail 
price, the quantity ordered and order date. 

The inventory on hand, at the time the control sheets 
are started, can also be shown. However, only the quan- 
tity purchased is listed every time, and not the inven- 
tory on hand for each item when the stock checks are 
taken. 

Since I check some items once a week, others, semi- 
monthly, depending on the line or item, it would be an 
unnecessary expense to list the amount of inventory 
every time. I am not concerned, within reason of 
course, with how much or how many of an item we 
have as long as we have enough. 






Here is Noonan’s 
stock control form— 










SUPPLIER'S NAME 


50 


SUPPLIERS NAME 


ITEM DESCRIPTION 


XX BRAND WAX 1QT 
XX BRAND WAX 
XY RUG CLEANER 


The salesman is responsible for a particular sheet 
and for keeping those items in balance with our sales. 
The orders placed will automatically tell me how good 
an item goes in my store, and a closing inventory, at 
any given period, wil] tell me everything I want to 
know regarding that item. 


Salesman Handles Own Reordering 

This gives us a vehicle for stock control of items 
ordered every week from salesmen who call on us 
regularly. 

The second category is for merchandise which we 
buy by specific lines from salesmen who call on us 
four to six times a year. This category also includes 
such merchandise as we may buy direct from the manu- 
facturer—aluminum ware, sweepers, scissors, kitchen 
tools, cutlery, etc. 

The third category, related to the second, includes 
such lines as gadgets. These are frequently sold by 
one salesman, and we make a separate folder for them. 

When re-ordering items in the first category, we 
simply hand the wholesale salesmen the folder for his 
house. Working from that, he is willing to assume 
the responsibility of seeing to it that we have a suf- 
ficient supply of the merchandise his firm sells us. 















IPT. 
1QT. 





ILB. 
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And he knows that he can count on an order for staple 
merchandise. 

This gives both of us benefits. There’s no haggling 
over which items shall be bought from which wholesale 
house. Even if I’m out to lunch, the salesman can 
get his order ready while waiting for me to return 
when we can discuss new items, or perhaps futures. 

Once the system is set up, it is just a matter of fill- 
ing in the quantity ordered.The stock control sheet is 
also handy for price marking merchandise. 


Control Form Gives All Prices 


When merchandise is checked in, I price the items 
on the invoice from the stock control sheet. Unless 
there has been a price change, the stock control sheet 
provides the cost and the retail price of each item. 

Another benefit is that when there’s damaged mer- 
chandise, I don’t have to do a lot of checking to learn 
from which one of a dozen firms it might have been 
purchased. Neither does the salesman wonder if we’re 
simply returning someone else’s damaged goods to him 
for I simply write a penciled memo on the damaged 
merchandise, and insert it in the front of the firm’s 
folder. 

The folders for the second category of merchandise 
are handled somewhat differently. Every two weeks, I 
give a stock control folder on some specific line, alumi- 
num ware, for instance, to one of the sales staff. Then 
in his spare time, that salesperson checks stock from 
the folder. 

While one employee may check stainless steel or 
copper ware, another may check lines of china, or 
standard gift items. In all, there are about 35 dif- 
ferent folders. 

We are, incidentally, able to have about 65 pct of 
our standard dinnerware, crystal, bar accessories, 
place mats, table flatware, and carving sets on stock 
control. 





Mr. Noonan reviews a stock control folder 
with a saleswoman. 


The final category of stock control includes such 
items as household gadgets of various types which 
women use to make their work easier, or for decora- 


tive purposes. Since we follow the practice of order- 
ing the specific types of merchandise from each sales- 
man, we’ve learned that if we let the salesman who 
sells gadgets, supply us with all the new items he 
brings out, we sell more. 

All of our salesmen have been calling on us long 
enough for us to have sufficient confidence in them to 
let them send us new items. This saves a great deal 
of time in ordering new gadgets. 

It is also understood that when a new item comes 


(Continued on page 74) 


Attractive windows sell garden goods 


Garden and lawn tools and sup- 
plies are shown in window dis- 
plays at San Pedro Hardware in 
San Pedro, Calif., most of the year. 
“We rely,” says Mr. Moore, the 
manager, “more on window displays 
than on any other form of advertis- 
ing. We find that mid-summer dis- 
play is very important, for it is at 
that time that lawns and gardens 
need the most attention to keep 
them in good condition.” 

The garden supplies window, il- 
lustrated on this page, had a tall 
pink colored fence—as an _ eye 
catcher—and was used to support 
lawn and garden rakes as well as 
small garden tools. A sign, “Good 
gardening starts with good tools,” 
emphasized the quality of the items 


Artificial grass covered the win- models of hand mowers. Back- 
dow floor and the center was de- 
voted to showing three different 


ground panels featured pest control 
items, garden hose and accessories. 





shown. Mid-summer window used to continue selling lawn and garden goods. 
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Some of the carnival's earlier visitors going through the Main Entrance. 


Paint Promotion 


Sold 1,200 Gallons in Two Days 


Carnival style advertising and display packed crowds 
into North Carolina firm’s store. Hardware firm 
made many new customers as result of promotion and 
added 2,500 names to its mailing list 


ii) j f People in and around Salisbury, 
Ap p N. C., think of Greer Hardware 

, Co. when they are interested in 

paint and related lines. They do 

so because of the firm’s advertising 

and offering of three good lines of 

paint, its neat and interesting dis- 

plays and the ability of its em- 

ployees to assist people in select- 


One of four window displays an- 
nouncing the promotional event. 
This one featured offer of a free 
brush with the purchase of one or 
more gallons of paint. 
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ing the right paint and other ma- 
terials for a specific job. 

Greer’s retail paint sales aver- 
age between 20,000 and 30,000 gal- 
Jons a year—in a city of slightly 
over 20,000 population. Sales of 
related lines run into substantial 
volume at the same time. 

A two-day sales event publicized 
as the Dutch Boy Carnival of Color 
held in April, 1952, sold 1,200 gal- 
lons of that one line in two days. 
The store utilized carnival type 
window and exterior decorations, 
used radio and newspaper advertis- 
ing and marked the front door as 
the Main Entrance in a manner 
suggesting a carnival tent. 


Advertised for Two Weeks 


For two weeks prior to the Carni- 
val of Color newspaper and radio 
teaser type advertising were used. 

In addition to entertainment, 
souvenirs and free soft drinks, in- 
terest was added by an estimating 
contest. Each of the four show 
windows of the store had copies of 
the Dutch Boy trade mark placed 
in every possible place, during the 
carnival days. 

People, who registered their 
names and addresses, were invited 
to estimate the number of copies— 
in any form—of the Dutch Boy 
trade mark appearing in the store’s 
display windows. No purchase was 
required for participation in the 
estimating game. The first person 
to correctly estimate the number 
of times the trade mark was used 
in the display windows received an 
electric refrigerator at no cost. 

A total of 2,487 people registered 
during the carnival. 

Circulars announcing the carni- 
val were sent to 4,000 rural box- 
holders. Postcards offering a free 
4-in. paint brush to each purchaser 
of one or more gallons of Dutch 
Boy paint on April 28 were mailed 
to each home in the city. 

To carry out the carnival idea 
Paul Bernhardt, assistant manager 
in charge of paint sales, wrote a 
radio commercial that was used a 
total of 50 times over station 
WSTP on April 26 through April 
28, and a total of 20 times on April 
27 and 28 over station WSAT. In- 
troduced by a few bars of circus 
music as played by the Ringling 
Bros. Circus Band and concluded 
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At a painters’ meeting during the carnival. At the mike are: Robert 

Mills, local Dutch Boy salesman; George Hammond, superintendent 

of trade sales for the paint company, and Paul Bernhardt, assistant 
manager of Greers. 


with other bars of the same selec- 
tion it employed the recorded voices 
of three announcers. 

The commercials, which pulled 
big crowds included the following 
comments: 

First announcer: (in the manner 
of a side show barker) —“Come one, 
come all to the greatest paint show 
on earth—the gigantic colossal 
Dutch Boy Carnival of Color now 
being held at the Greer Hardware 
Co.” 

Second announcer: “It’s sensa- 
tional. Free paint brushes, free 
comic books, free balloons. And to 
some lucky person a brand new In- 
ternational Harvester Refrigera- 
tor will be awarded absolutely free.” 

First announcer: “Color ex- 
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CLAUDE CASEY 


BRIAR HOPPERS 


to help us celebrate our Dutch Boy 


113 N. MAIN — Your Dutch Boy Dealer — PHONE 44 


Radio and Recording Artist 
and the 


Ee 


will be here 


IN PERSON | 


SATURDAY, APRIL 29th | 


CARNIVAL OF COLOR 


won GREER = 





dit 





Carnival ‘ats two-column by 
5!/2-in. newspaper ad. 


Part of crowd witnessing two-hour broadcast from store. 





perts, interior decorators, paint 
technicians—they’re all on hand at 


the Carnival of Color to solve your 


painting problems.” 

Second announcer: “Saturday 
morning those wonderful Briar- 
hoppers with movie star Claude 
Casey will present a two-hour show 
direct from Greer Hardware. Come 
with the entire family. It is ab- 
solutely free.” 

Third announcer: “These are just 
a few of the sensational features 
of the Carnival of Color. Drop 
what you’re doing and rush. Rush 
to the Greer Hardware to join in 
the greatest paint show on earth.” 


Carnival Style Decorations 


The store’s exterior was decorated 
in carnival style with banners and 
colored pennants, display window 
decorations carrying out the same 
theme. Large canvas truck covers 
were hung from the ceiling and 
walls of the store to give the ap- 
pearance of a circus tent. 

Large display panels were made 
of 4x8-ft. sheets of wallboard for 
visitors to try interior paints. An 
8x20-ft. was constructed of wooden 
siding to be used as a demonstra- 
tion test panel for outside paints. 

On the first day of the carnival 
each purchaser of one or more gal- 
lons of paint received a free paint 
brush. 


Dutch Roy 


es 
CARNIVAL of COLOR 
Friday-Saturday, April 28-29 


@ Free International Harvester Electric 
Refrigerator 


@ 500 Free 4inch Paint Brushes 


@ Free Entertainment (Saturday 10:00 A.M.) 
Star Claud Casey and Show from 
WBT. Charlotte 


@ Free Decorating Advice by Experts 

@ Beautiful Color Schemes for Your Home 

@ Free Advice on Your Individual Painting 
Problems 


@ Balloons and Comic Books for the Kids 
© Free 40-Page Book “How To Paint” 
Make Plans Now :::: 
Dutch Boy Day-Greer Hardware Company 
Friday and Saturday. April 28th and 29th 


Hardware GREER Company 











One of the 6x9-in. circulars printed 
on a variety of stocks and dis- 
tributed to thousands of homes. 
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At the barker's stand was Bill Knust, advertising manager of National 
Lead Co., distributing comic books to youngsters. Billy Allen and 
Donald Rink, local lads dressed as Dutch Boys. 


Factory representatives gave in- 
formation on painting and interior 
decoration methods. Small boys 
dressed to emulate the Dutch Boy 
trade mark distributed balloons and 
comic books to youngsters and 
served soft drinks to adults who 
came in to discuss painting prob- 
lems with the experts. 

Radio broadcasts were made 
from the store over both local sta- 
tions with customers, employees 
and factory representatives taking 
part. After the store closed, the 
first day of the carnival, the com- 
pany entertained 152 contractors 
and employees at a banquet at a 
local hotel. 

The second day of the carnival 
the Briarhoppers, a hillbilly band, 
featured on stage, radio and TV 
programs appeared in the store 
with Claude Casey, who has been in 
western musical movies, enter- 
tained in the store for an hour. 
This program was broadcast on one 
of the two local radio stations. 

A luncheon at a Country Glub 
was held for officials of the city, 
civic leaders, industrial leaders and 
visiting officials of the National 
Lead Co. The city’s mayor wel- 
comed the visitors. 

Of the results of the carnival, 
Mr. Bernhardt says, “Nearly half 
of the registrants purchased paint. 
Sales of scrapers, sandpaper, paint 


pots and ladders increased greatly. 
Brush sales were limited because of 
the free brush offer. 

“Sales in other departments in- 
creased greatly during the paint 
promotion, especially in sporting 
goods, shelf goods and builders’ 
hardware. Business showed a gen- 
eral increase during the carnival. 
We noticed a great number of new 
customers in the weeks following 
our carnival,” reports Mr. Bern- 
harat. 


Visitors Became Customers 


“We noticed a number of new 
faces during the promotion. Many 
of them have since become regular 
customers of our store. Although 
most of our visitors during the 
carnival bought only one or two 
gallons of paint many of them re- 
turned in the following weeks for 
more paint. The largest paint sales 
in our history were made in the two 
weeks following the carnival.” 

Although the Greer company had 
expanded its paint stocks just be- 
fore the opening of the carnival. 
sales were so heavy that it had to 
draw on the stocks of other Dutch 
Boy dealers in the. surrounding 
area to meet demands of customers. 

In addition to newspaper, radio 
and mail advertising and the store 


(Continued on page 70) 
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Taking a weekly inventory of all 
major gift and housewares lines 
is the most important factor in 
speeding up stock turnover at the 
Parker-Astin Hardware Co. in 
Bryan, Tex. 

It has resulted in a turnover rate 
of almost five times a year for most 
lines, and on some, that rate is 
twice as much. 

This turnover rate could not be 





in gifts and housewares 


Weekly inventorying of lines keeps this 
store’s gift and housewares department 
merchandised for fast turnover 


achieved without this regular check 
of stock, says E. J. Boriski, man- 
ager of the gift and housewares 
department. It reveals shortages 
of certain lines in time to replace 
them before the stock actually runs 
out, and it also shows how the vari- 
ous individual items and lines are 
selling. 

That information, in turn, not 
only helps in deciding what lines 


to eliminate, if any, but also which 
to buy in larger quantities. Thus 
the department keeps up-to-date in 
consumer buying trends. 

And further, since the inventory 
record is a complete one, including 
the entire buying history of each 
major item, it shows not only the 
quantities previously purchased, 
and the number in stock at a given 
period, but also the date of each 


Most important display feature is a colorful table setting that creates the desire to own. 
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The gift and housewares department is located just behind the large window, 
where it creates its own window display to pull traffic. 


order, and the actual date the ship- 
ment was received at the store. 

With that information, Mr. Bo- 
riski, then, is able to determine 
how far ahead of actual need it is 
necessary to order replacement 
items to receive them in time to 
get maximum sales out of them. 

Another idea which stimulates 
sales, and indirectly aids stock turn- 
over, is the practice of putting a 
complete list of the items, with 
prices, on each island display. This 
is suggested selling, and also en- 
ables the customer to browse 
around without the aid of a sales- 
man. 

Pottery and china are the big 
volume lines at this store, and their 
turnover is above average. Another 
popular seller with a high turnover 
rate is dull-finish aluminum. This 
sells particularly well to persons 
who wish to have it mailed. That 
has been the means of building a 
profitable mail-order volume. 

Island displays are featured in 
the gift and housewares depart- 
ment, which occupies an up-front 
corner location, just behind one of 
the large display windows. 

And since this location opens the 
department to a full view of pass- 
ing street traffic, a table setting, 
attractively arranged, is an impor- 
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tant traffic draw into the store. 
This table is complete with six- 
place settings, including table 
linens and a decorative center- 
piece. 

Another display idea that has 
spurred sales of small inexpensive 
items, is the featuring of appro- 


priate items for bridge prizes on 
one island. Since these items are 
popularly priced, and in a variety 
wide enough to provide gifts for 
both men and women, it has proved 
to be a merchandising effort that 
has resulted in a high turnover for 
novelty giftwares. 





Simplifies Order Assembly 
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For fast shipping Acme Hardware in Los Angeles uses a section of 
its stockroom, for assembling orders for its regular customers—in- 
cluding fire stations, schools and large buildings. Large individual 
bins are marked to indicate the names or addresses of some of its 
volume buying customers for builders’ hardware, tools, etc., in large 
quantities. As merchandise is withdrawn from stock it is placed in 
| the order bin for a specific destination. 
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Reducing Thefts 





how to prevent PILFERAGE 


of portable power tools 





David, son of W. L. Kinder, vice president, demonstrates how portable 
power tools may be lifted, but not removed from the display. 


Volume in the hand and power 
tool department of B. F. Kinder’s 
Sons, Inc., exceeds $30,000 a year 
and is continuing to grow. Until 
the problem of pilferage was over- 
come in the portable power tool sec- 
tion, some of the firm’s profits were 
being wiped out by thefts during 
business hours. 

When known pilferage losses hit 
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An Illinois dealer connects them to a hidden alarm 
which rings when theft is attempted, but does 
not interfere with demonstrations or examination 


as high as $250 in one week, the 
owners of the store at 1545 Ellin- 
wood St. in Des Plaines, IIl., in- 
stalled a home-made pilferage de- 
tector and preventive in the porta- 
ble power tool section. At the same 
time two glass-topped display units 
were purchased for cutlery and 
some hand tool items to cut down 
on pilferage loss. 


The Kinder store is in an indus- 
trial area and does considerable 
trade with factory workers. Porta- 
ble power tools have been displayed 
in a front-of-the-store location for 
many years to assure their being 
seen by all store visitors. 

First step in preventing pilfer- 
age in the tool section was to wire 
portable power units to the display 
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James Kinder, posing as a pilferer, about to cut the cable to remove 
a portable unit would, if he does sever it, hear a loud alarm bell. 


George Kinder, president, shows a customer a tool from one of the 
new cases with tilted sliding glass topped displays. 


Salesman shows a prospect some of the work a band saw will do. 
Other power tools may be seen in the background. 


table with sufficient slack to permit 
lifting and examining by prospects. 
Pilferers began cutting the wires 
with pliers with resultant disap- 
pearance during business hours of 
several high priced units. 

A new plan was instituted—one 
which has worked well and has 
thwarted several known attempts 
to remove high priced portable 
power units. A heavy black insu- 
lated wire was strung continuously 
through a loop ring on every porta- 
ble power tool and connected to two 
6-volt batteries and an alarm in a 
closed circuit. 

If the circuit is broken, which 
would happen when a pilferer uses 
a knife or shears to cut the black 
cord to pull off the attached tool, a 
hidden alarm bell on the ledge 
above the tool table rings loudly. 
Every member of the firm’s staff 
knows that the sound of the alarm 
indicates pilferage is being at- 
tempted in the portable power tool 
section. When that bell rings the 
would-be pilferer will usually turn 
and run out of the door. 


Thieves Don't Notice Cord 

The heavy black insulated cord 
is inconspicuous to most custom- 
ers; it looks to be part of the dis- 
play and will only cause the bell to 
ring when the cord is cut. 

During the first month the alarm 
bell was connected it rang twice. 
In both instances the would-be 
pilferers bolted out the front door 
with Kinder employees pursuing. 
Neither pilferer was able to get 
away with a tool and neither was 
overtaken. 

The other pilferage preventive 
was installation of two glass topped 
display cases from Shapleigh Hard- 
ware Co., St. Louis wholesalers— 
one for cutlery and the second for 
other types of easily pilfered mer- 
chandise. These two new units and 
two other glass display cases are all 
locked. Ttems now shown in glass 
cases were formerly kept in less 
conspicuous places, some on wal! 
shelving. 

W. L. Kinder, vice president, says 
that pilferage is higher in the 
cooler months on tools and other 
bulky items than in the warm 
months. In fall and winter months 
visitors wearing long and heavy 


(Continued on page 84) 
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Flexible Space Saving Fixtures 


One of the major problems of small hardware 
stores is developing maximum facilities in a limited 
area to take care of displaying expanding lines of 
merchandise. 

There is also the problem not only of displaying 
merchandise to get the most out of seasonal selling, 
but also of being able to re-arrange fixtures to 
heighten the sales impact of that merchandise by 
giving the stores a fresh appearance. 

However, first it is necessary to check the present 
store lay-out to determine if there is any wasted 
space in which some extra display units may be in- 
stalled. That can easily be done in the following 
manner: 

Take a sheet of drawing paper and rule it off in 
'4-in. squares. Then draw on it a scale floor plan of 
your present selling area using the scale of 14 in. 
to represent 1 ft of the actual floor area. Fill in the 
location of all display fixtures, including wall cases, 
drawing them to the same scale. 

The final step is to cut out small pieces of card- 
board (ordinary show card will do) in the same 
scale, 44-in. to 1 ft, sized to conform to the present 
design of counters, display islands, and other fix- 
tures throughout the store. 


Helps Put All Display Space to Work 


It will then be possible to move these pieces of 
cardboard around on the master sheet to determine 
what changes in lay-out can be arranged, and where 
to install additional display units. This will make it 
possible to put every available bit of display area to 
work in selling more merchandise. 

The sketches with this article indicate how to con- 
struct the additional compact and flexible display 
units you will want. Figs. 1 and 2 show the same 
unit, but in different arrangement. 

This fixture was planned so that the two units can 
be stationed back-to-back, or side-by-side. They can 
be connected with small metal strap irons so that 
casters may be installed under the base to make it 
easy to move these special promotional display units 
around in the store as needed. 

The units can be built by a local carpenter or 
woodworking shop, using *-in. plywood and lengths 
of 2x4’s for the base which is set back about 2 in. to 
form a toe space all around each unit. 

Fig. 1 shows how the two units (B) appear when 
completed and glass binned, but placed back-to-back 
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while Fig. 2 provides construction details of the 
units and shows them placed side-by-side. 

Overall measurements of the two units (B) in Fig. 
2 can be used as given, or can be varied to fit indi- 
vidual conditions. When the two are placed side-by- 
side, they form a single unit, 10 ft wide by 30 in. deep. 

When used back-to-back, they will be 5x5 ft. Of 
course where display area is extremely limited, the 
units can be used as single display fixtures. 

Step risers can be constructed as shown in Fig. 2, 
and installed at the top to step up the glass bins and 
enhance the display of merchandise. The step risers 
can be built out of %4-in. plywood nailed on pine 
board end sections as indicated by the dotted lines. 
Then bin off the risers and counter tops with stand- 
ard metal corners and bin glass as shown in Fig. 1. 

Each bin can be priced or signed by the use of 
small metal bin price clips so that customers can 


























easily inspect, select, and buy the items so neatly 
and visually displayed. 

Perforated panels make one of the best display 
props now availabie. Fig. 1 shows how both sloping 
sections of the (B) units can be faced with this 
paneling so that hardware items can be feature 
displayed. 

Metal pegs, brackets, shelf supports and other dis- 
play hardware are available from numerous sources, 
and they can be inserted in the perforations to make 
the trimming of the panels an easy chore. The per- 
forations in the panels, being punched on 1-in. cen- 
ters, the merchandise can be wired to the panels. 

The design of the sloping panels can also be 
altered to provide storage space for reserve stock in 
the interior of the unit. All that is necessary is to 
construct the perforated panels on the sloping front 
as hinged panel doors, and install shelving in any 
desired arrangement. This will be concealed when 
the panel is closed, and the panel, of course, will 
retain its value as a feature display. 

Cut-away sections (C) in Fig. 2 show how the 
perforated panel is mounted on a 1x2-in. wood frame 
before being attached to the sloping front of the 
unit (B) by wood screws. This makes the perforated 
board easily removable from the unit when it is 
necessary to wire merchandise to it. 


Fluorescents Heighten Display Impact 


To heighten further the display impact of the per- 
forated panels, a fluorescent tube light fixture can 
be installed under the overhang section of the counter 
top so that the concealed light will be directed down 
on the merchandise on display, as in Fig. 1. 

A slot can also be cut into the front of the over- 
hang to make a lighted sign panel as in Fig. 1. It is 
a simple matter to hold a piece of frosted glass in 
position in the slots by wood molding. Some of the 
light will also shine through the glass panel to back- 
light whatever sales message is painted on the glass. 

Extra display space can be gained on these units 
by the use of an additional perforated panel (C in 
Fig. +1) at the top of the step-risers. This provides 
an extra and valuable feature display spot for the 
items on display in the glass bins. 

The frame for this panel can be built out of 1x2-in. 
lumber. However, the panel should be covered on 
both sides with the perforated board so that it will 
provide the necessary space between the two panels 
in which to insert the metal brackets or other dis- 
play hardware. 

This panel displayer can then be attached to the 
top of the (B) units with metal angle irons, or one of 
the step-risers can be built with a slot so that the 
lower part of the perforated panel will slip into it 
and be supported between the two risers. 

Another type of compact, flexible promotion dis- 
play unit is shown in Figs. 3 and 4. This unit makes 
it possible to open display a maximum amount of 
merchandise in a minimum of floor area. 

(Continued on page 66) 
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Why Operate a Seli-Service Store? 


Minneapolis dealer does it to decrease his overhead. 
He reports that 85 pct of customers seek no assistance. 
His two employees devote most of their time to order- 


ing and arranging stock 


The Nagell family has long been 
associated with hardware stores in 
Minneapolis. Two years ago Einar 
Nagell, treasurer of the former 
Nagell Stores, Inc., entered busi- 
ness for himself with a self-service 
operation. 

Einar Nagell has a self-service 
store as a means of keeping over- 
head at the lowest possible point. 
His aim has been achieved, with 85 
pet of his sales requiring no as- 
sistance to customers. 





Advertising Pulls Traffic 
Einar Nagell totals a customer's purchase at the front-of-the-store 
Some months age he moved to check-out counter. Many electric housewares and some smaller 
1526 E. Lake St. in Minneapolis items are shown behind the counter. 
because he lost his lease. The new 


quarters are 14 blocks distant from 
his previous self-service unit. He 
is pulling traffic to the new store 
as the result of advertising in the 
East Lake Shopper, a district shop- 
ping news with a 27,000 circulation. 
Store traffic is pulled from homes 
within three miles of the store be- 
cause of advertising and its location 
near four big super markets. 

Volume, last year, exceeded $85,- 
000 and sights are being set for 
a larger volume during 1953. With 
two employees—hired in January— 
giving most of their time to stock 
maintenance the 35x63-ft corner 
store is averaging 300 transactions 
each day, Monday through Friday, 
and 600 on Saturdays. 

The current sales average is $1.57 
per customer. 

“What do you do about selling re- 





lated items—such as a paint brush, Mass displays of fast moving toys are shown on tables near the tool 
sandpaper, turpentine and other section. Large numerals above panels enable customers to follow 
(Continued on page 80) employee directions as to display locations. 
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Promoting and selling national brand 
merchandise serves the best interests of 
both consumer and retailer, Jackson 


Hardware believes. 
The store backs up this belief with a 





= thorough, well integrated merchandising each 
= . In € 
= program that continuously stresses brand 
= merch 
= names. 
= , P tured. 
= So thorough and effective is the pro- 
= ; Whi 
= gram of this Durango, Colo., store, that adie 
= the judges of the 1953 Brand Name hs , 
= Foundation competition awarded the peti 
= . . into a 
= store second place honors in the 1953 
= Sie advert 
= competition. 
= H. Jackson Clark (left) of Jackson Hard- The store won this honor as a Hard- 
= ware receives the award from Henry E. ware Retailer-of-the-Year in competition 
= Abt of the Brand Names Foundation. with some 600 other hardware stores. How 
= Inspiration for’ entering the 1953 averag 
= Brand Name Foundation competition, ac- of his 
= cording to H. Jackson Clark, manager of the store, came from reading in HARDWARE words, 
= AGE last year, of the promotion programs used by the hardware stores that won honors tional | 
= in 1952. But 
= Mr. Clark noted that one of the runners-up in the 1952 competition was Schlafer’s project 
= Hardware of Appleton, Wis., which this year won the top award as Hardware Retailer- wardec 
= of-the-Year. (See HA, June 11, p. 53.) Afte 
= Mr. Clark reasoned that if a store in a city as small as Appleton could win a place in the ho 
= the national competition against all the big city hardware stores there might be a Brand 
= chance for a store in little Durango. event — 
= He considered the fact that while Appleton is considerably larger than Durango, Names 
= his store stocked and advertised much the same lines as Schiafer’s. firm’s r 
= Mr. Clark comments that his store was the only one of the five winning stores in ads in 
= the hardware category in 1953 which does not have a full-time advertising man, or As p: 
= employ the service of an advertising agency. represe 
= Like all the other stores honored in this year’s competition, Jackson Hardware uses during 
= every available kind of advertising and promotional method to feature its lines of The 
= nationaily-advertised merchandise. dynami 
= The most significant part of the store’s promotional campaign, last year, was 4 represe: 
= series of 27 institutional ads which were run each Sunday in the Durango Herald- demons 
= News. of local 
= In these ads, uniformly 2 col. by 6 in., the colorful pasts of the business and Du- A We 
= rango were presented in an interesting editorial style. They developed increasing in- promoti 
= terest as the series continued for more than six months and many local residents clipped play of 
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Consistent, thorough and profitable 
is the brand name merchandising 
program of Jackson Hardware. This 
article describes the techniques 
that won for Jackson a Certificate 
of Distinction in the 1953 Brand 
Name Foundation competition 


each of the advertisements for their scrapbooks. 

In each of these ads some famous national brand of 
merchandise carried by the Colorado store was fea- 
tured. 

When Mr. Clark decided to enter this year’s Brand 
Name competition he thought that he would simply 
have to clip his store’s advertisements and paste them 
into a scrapbook as evidence of the extent of the store’s 
advertising. : 


Special Newspaper Section 


However, he soon found that he had to devote an 
average of about two hours a day to the preparation 
of his advertising and promotional work. In other 
words, the contest inspired him to do a better promo- 
tional job than he might otherwise have done. 

But for all the work, worry and time spent on the 
project, Mr. Clark feels the. store has been well re- 
warded. 

After returning from New York, where he received 
the honor for his company, Mr. Clark conducted a 
Brand Name Celebration Week. This merchandising 
event was featured by a special eight-page Brand 
Names section in the local newspaper. Many of the 
firm’s manufacturing and wholesale suppliers placed 
ads in this section, congratulating the Durango store. 

As part of the event, 12 different manufacturers sent 
representatives to the store to conduct demonstrations 
during the local Brand Names Week. 

The event started off with a bang—the bang of 
dynamite set off by Bob Wenzel, DuPont Dynamite 
representative, who came to Durango to give a special 
demonstration of ditching by dynamite, for the benefit 
of local farmers and ranchers. 

A Westinghouse Freedom Fair was another special 
promotion, with a demonstration and a complete dis- 
play of all Westinghouse appliances. 
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A highlight of the week was a contest in which en- 
trants completed, in 25 words or less, a sentence be- 
ginning, ‘“‘When shopping I always prefer to buy the 
nationally advertised and nationally known manufac- 
turers’ brands because....” A General Electric mixer 
and three other items were the awards. 

At the end of the week a Westinghouse refrigerator 
and 15 other prizes were also won by local residents. 

Radio advertising supplements the store’s regular 
use of newspaper space. While the greater city area 
population of Durango is only 9,600, the store’s trading 
area covers about 65,000 people. 

“Commentary and Women in the News” is a daily 
15-minute radio program sponsored by the store. It is 
aired at 11:45 a.m. and general hardware, appliances 
and gifts are mentioned., 


Radio Programs Popular 


“Bill Henry and the News for Johns-Manville” was 
another popular feature that was presented for five 
warm months. 

In addition, Jackson Hardware was a local sponsor 
for a series of radio broadcasts on last year’s politica’ 
conventions. 

Window displays play a big part in the promotional 
scheme of this store. The policy is to change all dis- 
plays at least weekly in each of the four spacious 
windows. 

Direct mail is used extensively. 
distributes approximately 1,000 copies of the Farm 
News Digest, a small monthly magazine of interest to 
farm families. 

Factory literature is used in all the monthly state- 
ment mailings, which go to an average of 980 charge 
customers. 

Last year the store mailed 1750 DeLaval calendars 
to customers and 500 more were handed out in the 


Jackson Hardware 
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How Jackson Hardware featured brand names in their newspaper advertising is illustrated in 
these two typical ads. The ad on the right was a two-page spread, run horizontally. 


store. Nail aprons and painters caps were given to 
tradesmen. Barney Bear cut-outs, provided by the 
Behr-Manning Co., were distributed to children. 

Participation at the LaPlata County Fair is part of 
the store’s promotional program. The firm had a dis- 
play of Mall tools, featured by a demonstration of 
chain saws and power tools, and also had Amana and 
DeLaval displays in other exhibit buildings. 

The store printed the daily fair programs, which 
were distributed at the gates, as a public service. 

Jackson Hardware made showings of the Fostoria 
Glass Co.’s 16 mm color, sound film before the home 
economics class of the Durango high school and before 
the home economics class at the Ft. Lewis A. & M. 
College. 

The store donated the Westinghouse range that was 
used in the cooking demonstration at the Kiva Theatre- 
Herald News Cooking School. 

Because Durango has attractive scenery which is 
frequently used as the locale for many movies, the use 
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of billboards is discouraged. However, Jackson Hard- 
ware uses three billboards, in approved locations, to 
promote its national brand merchandise. 

All employes of this store are acquainted with the 
promotional program by store sales meetings which 
are held once a month, or twice when practical. 

“Tt has been our thought for many years,” says Mr. 
Clark, “that a truck driver who knows the merchan- 
dise, and knows his store, will do much more good for 
the company as a whole than a man who knows little 
about the store and simply drives a truck. Therefore 
we include all personnel in our sales meetings.” 

These training sessions are usually held in the even- 
ings after store hours. The program is planned and an- 
nounced at least a week in advance. Whenever possible 
a manufacturer’s representative makes the principal 
talk. At other times the general manager, the buyer, 
or any one of the sales people will give a little talk on 
certain lines of merchandise, or on selling in general. 

(Continued on page 66) 
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Indoor and outdoor brand name promotion— 
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It’s Not ‘Just As Good’ 


When you walk inte the corner drug store or grocery . . . and, 
yes, even inte our hardware store, the chances are that you kaow 
what you want to buy—and nine times ont of ten you know the 
BRAND NAME of the article. 
























How many times, in these circumstances, have you heard: “Net 
8 standard brand, but it’s every bit as good, and cheaper, too.” 


We all know this routine. It is the “sales talk” of the guy whe has 
his own private brand of pills to peddle or electric toaster te pawn 
off om an unwitting customer. When you get involved im a transac- 
Gon with this type of merchant, it's strictly a “caveat empter”—er, 
“Let the buyer beware,” sort of a deal. 


This may seem to be a strange kind of advertisement, but it's 
just the first of a series which will appear in this newspaper every 
Sunday during the next few months. In these ads, we are going to tell 
you about our business and the many, many NAME BRANDS we 
offer. We are going to give you the background of a lot of fine hard- 
ware, and point out, as we go along, why it pays to buy only the 
brands you know. 


And, in this series, we are going to tell you the colorful story of 
a name that has been famous in Colorado for 60 years . . . 


JACKSON 
HARDWARE. INC. 


HARDWARE - PHONE B1- GIFTS 


The Home of Merchandise with NAMES 
YOU KNOW 









One of a series of institutional ads run every 

Sunday ina local newspaper. The story of brand 

names was woven into anecdotes of the develop- 
ment of the area, store policy, etc. 


Here were some of the special events of the 1952 
store meeting program: 

In January, Fred Hynes, of E. I. DuPont de Nemours 
& Co. Explosives Division, presented a talk on ditch- 
ing by dynamite and showed a movie, “The DuPont 
Story.” 

In February, Adon H. Brownell, general sales man- 


ager of the Lockwood Hardware Mfg. Co., Fitchburg, 
Mass., staged a training meeting on builders’ hardware 
in conjunction with a sales meeting for the stores con- 
tractor customers. 

The Fostoria movie, “Crystal Clear,” was presented 
at the March meeting. 

In April, a factory representative of Magna Engi- 
neering Co., visited the store and presented a talk on 
the sales methods used by larger retailers in the sale 
of Shopsmith equipment. 

Remington Arms Co. provided a film for the May 
meeting, showing sales methods for a retail hardware 
store. 

At the June meeting, Mr. Clark gave a demonstra- 
tion and sales talk en tools. 

A film talk was presented by Mr. Graham, general 
sales manager of the Kohler-McLester Paint Co., the 
Colorizer distributor for Colorado. 

In September, Ed Ruben, McCollum-Law Corp., 
Westinghouse distributor for Colorado and New 
Mexico, presented a full-line Westinghouse demonstra- 
tion. Refreshments were served and Mr. Ruben 
demonstrated the use of the automatic dishwasher by 
washing all the dishes. 

In October, talks on the Amana freezers were made 
by two company representatives. 

A. B. Capsey, sales manager for the Hoover Co., 
entertained the entire staff at dinner and then pre- 
sented a complete program, including movies on the 
use of Hoover vacuum cleaners. 

“We feel that our sales meetings more than ‘pay their 
way’,” Mr. Clark insists, “both in increased sales of 
merchandise and in the increase in enthusiasm by our 
sales people for this merchandise. 

“In the case of Fostoria, even the clerks who never 
sold anything but tools are now talking convincingly 
about glassware. The same is true with the girls in 
the gift shop who can now talk about Shopsmith with 
some authority.” 


The first article in this series describing the promo- 
tion programs of hardware stores that won awards in 
the 1953 Brand Name Foundation competition, ap- 
peared in the June 11 issue, page 53. It covered the 
program of Schlafer’s Hardware of Appleton, Wis. 


Flexible Space Saving Fixtures 


(Continued from page 60) 


Measurements to fit all selling areas cannot be 
given, but the following can be used as a guide: 

The distance from the floor to the table top should 
be around 30 in., and the total height from the floor 
to the top of the shelf units (A) should not be over 
55 in. so that the vision across the store will not 
be obstructed. 

In building these units, be sure to construct a 
*4-in. high rim around the table tops since this will 
be necessary for equipping the units with metal 
corners and bin glass. 

The units shown in Figs. 3 and 4 are each equipped 
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with a drawer and two 14-in. plywood doors in order 
that a maximum of reserve stock can be carried right 
at the point of sale so that all display bins can be 
kept full at all times. 

Note how perforated board panels can also be 
attached to the sides of the pine board shelf sections 
(A) so that the best items in the bins can be used 
for a feature display on top of the fixture. 

Fig 3 shows how the glass binning can be installed. 
The dotted lines are a guide for the installing cf 
glass shelving between the risers (A) on top of the 
units. 
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BRIDGEPORT, 
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Cash in on summer shooting fun 


with 9 Remingto 


REMINGTON 22 RIFLES | 


Tans pier yon ese Shaping Pleseas rowers 
S208 SHAATTT « @TP EHD. 
PRET OO ORTART Sarert FearToREs 


FREE WINDOW BANNERS—invite \ 





customers in with these eye-catching 
banners. Show the popular Remington 
Model 514 bolt action and Model 550 


autoloading rifleslife size innatural color. 


Write in now! 


FREE LAY-AWAY PLAN MATERIAL 
—Helps shooters to buy now... pay in 
easy installments before getting the 
rifle. You get window banner, showcase 
card and payment record books. 


Remimetot 


ttt oa 
SS 





FREE GUN HANGERS — Reo! ot- 
tention getters. Slip "em on the bar- 
rels of Remington 22 rifles and 
watch your sales go up. 


FREE CARTOON 
BOOKLETS — 
Youngsters — and 
parents — go for 
‘em! ‘‘How to 
Shoot" booklets 
help develop 
good shooters and 
steady customers. 


CARD — National ad- 
vertising in your store! 
Seen in leading publi- 
cations; seen again as 
@ point - of - purchase 
reminder on your 
counter. 








crease your sales of 
Remington 22 Am- 
munition with a 
point - of - purchase 
folder dispenser. 
Holds 25 folders. 
Write today! 


FREE NAME-PLATE 
PLAN—tLets your cus- 
tomers individualize their 
Remington 22's with en- 
graved name piate. Sure 
fire for sales! Shooter 
sends coin and card to 
Remington. No cost or 
trouble to you. 
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FREE RETAIL MER- 
CHANDISERS’ CLUB 

BULLETINS keep your 
sales force up to date on 
important selling fea- 
tures of Remington rifles. 
Available for bolt action, 
target, slide action and 
autoloading rifles. 






& sameErLare 


n sales builders 

































Now’s the time to tap the big summer market for 
Remington 22 rifles and ammunition...and here’s 
how! The handsome knotty-pine rifle display 
stand above is a proven sales puller—in store after 
store. With the eight free items shown, it can help 
you sell more Remington 22’s than ever before— 
to vacation shooters, target enthusiasts, younger 
shooters—and keep ’em coming for ammunition! 

For all 8 free items and information on how to 
obtain the display stand with rifles, get in touch 
with your Remington wholesaler or send a card 
today to Sales Promotion Div., Dept. DL 5, Rem- 
ington Arms Company, Inc., Bridgeport 2, Conn. 
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KING 
RETAIL ROYAL 
PROFITABLY DELUXE 


33” high-66” x 19” 
work surface. | 
Has electric spit, | 
twin adjustable 
fireboxes, | 
upright firebox. 


from $495 
to $8995 
















RC-37 
ROYAL 
PATIO 
PRINCE 
33” high. Pi 
48”x19” work 
surface. i 
Exceptional 
styling and ] 
features with / 
right price 
for volume 
selling. 






RC-22 
PICNIC 
PRINCESS 
30” high. 
16”x30” top. | 
Collapsible | 
tubular legs. 


WRITE FOR FOLDER. Complete 
line . . . superior features, and 
priced (with full profit to you)! 
for real VOLUME SALES! 


On display at SPACE 1119A, 
Merchandise Mart, Chicago, Illinois 


CHATTANOOGA IMPLEMENT” & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 





MANUFACTURERS OF GAS HEATING APPLIANCES, 
FIREPLACE FURNISHINGS, BARBECUE ones) 
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This combination of just enough 
atmosphere and a good variety of 
salable merchandise attracted many 
people into the barbacue depart- 
ment at Ott’s in Santa Barbara, 
Calif. Pottery, cooking baskets, 
casseroles and a large size outdoor 
grill were featured at various levels. 

Atmosphere was added by in- 


Outdoor cookery fans found merchandise they wanted in this display. 








clusion of peach blossoms on a wall 
and a simulated brick fireplace. As 
an extra bid for sales a book on 
outdoor cookery was shown with 
one grouping of pottery and durable 
dishes for backyard use. Charles 
F. Edwards, advertising and dis- 
play manager, conceived this inter- 
esting setting. 


Will Rogers Exhibit Attracts Traffic 


To many of the 10,000 residents 
of Lancaster, Calif., pictures of the 
late Will Rogers, stage and screen 





star, serve as a reminder of the 
Griffin & Sons Hardware store. The 
store has used advertising calen- 





Will Rogers Gallery pulls many visitors to the rear of the 125-ft 
long store. 
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Let’em roll on 





UNION No. 7 CHAMPION 


high quality standard skate — plated 
with Unilite — channel type chassis — 
oscillating trucks with live rubber 
cushions — single ball race, self con- 
tained rolls — extends from 7’’ to 10”, 





UNION LILLIPUTIAN No. 1 


for toddlers — wheels mounted directly 
on axle — keyless — heel and toe plates 
scientifically designed for children’s 
shoes — red leather heel and toe straps 
— bright Unilite plated finish — ad- 
justs from 6” to 734”. 





UNION LILLIPUTIAN No. 2 


9 ball bearings per wheel — iridescent 


ted dust caps — otherwise identical 
with Lilliputian Model No. 1, 














UNION HARDWARE CO. 
BRISTOL HORTON, INC. 
RAIN-BEAU PRODUCTS CO. 
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All Models 
Now 
Available! 


UNION No. 5 


the industry's standard skate — plated with 
Unilite — oscillating trucks with live rubber 
cushions —SCB rolls —18 ball bearings per 
wheel — extends from 8144” to 1034”, 


pact, convenient 
counter display 
results in im 


ek a 


Buy Sealand PRODUCTS 


—the Sports Brand Millions Demand! 


Torrington, Connecticut 


Since 1826 


NEW YORK * CHICAGO * ATLANTA * LOS ANGELES 


















UNION No. 4 


a popular conventional skate — 18 ball 
bearings per roll — Unilite plated — 
oscillating trucks with live rubber 
cushions — SCB rolls — extends from 
y and to B*. 


UNION No. 130 DE LUXE 


bright Unilite plate over copper — 
streamlined toe douse — 18 ball bear- 
ings per wheel — iridescent red dust 
caps — SCB rolls — oscillating trucks 
with live rubber cushions — extends 
from 814” to 1034”, 





Union's new, colorful package with eye 
and buy appeal designed to give you a 
striking display at no cost. This red- 
white-blue-yellow box is a terrific point- 
of-sale leur — especially as these 
sturdy — arrive uncrushed and un- 
damaged with that fresh-from-the- 
factory look people appreciate. 


ROLLER 
SKATES 





THE SPRINGFIELD CO, 
JOSEPH T. WOOD CO. 
THE T, H. WOOD CO, 
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F 
yo 


Will not tarnish 
or corrode! 


Costs just pennies! 


Always looks 
like a million! 


A push button 
with a 


lifetime finish 
rn 


£Y NOTE 


piano action Pi 


PUSH BUTTON 
—— 










NOW ! Put your finger on extra 
sales with KeyNote..outstanding push button in 
the economy class! Stock it. Feature it. Sell it. It’s your.. 


KEYNOTE TO REAL VOLUME! 





Classic, simple design ¢ Piano action 


¢ Never tarnishes, corrodes ¢ Easy mounting 
¢ Fine quality, low cost ¢ Slim, streamlined 
¢ Chocolate brown with ivory key ¢ Rich ivory with brown key 


¢ Mirro-brass with ivory key 
¢ Mirro-chrome with black key 
e JUST 26¢ to 52¢ each! 


DISPLAYS & PACKAGING that ring the bell! 


Counter Display colorful and atten- 
tion-getting. Sells Edwards KEY- 
NOTES on sight. Has attached actual 
samples in each of four colors. Display 
stands 8” high, 714” wide. 


Stock Display Carton with fold-back 

cover. Your attractive silent salesman! 

Contains 6 Edwards KEYNOTES 

mounted on individual platforms. Dis- 

play always remains neat, safe . . en- 

| courages impulse purchases. Packed 
one color to a carton. 





ASK YOUR 
WHOLESALER 
.- TODAY! 


WARDS 


EDWARDS COMPANY, INC., NORWALK, CONN. 
In Canada: Edwards of Canada, Ltd. 
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dars with paintings of Will Rogers 
for 15 consecutive years. One of the 
features of the store is a gallery of 
reproductions of paintings of Will 
Rogers. 

Center of the gallery is an orig- 
inal oil painting of the famed actor- 
humorist by E. Serbaroli of Santa 
Monica, Calif. Insured for $1,000 
the painting was presented to Mr. 
Griffin by the calendar company 
which has been supplying the 
store’s calendars. 

Framed reproductions of various 
poses of Will Rogers as used on 
Griffin calendars in the past 15 
years surround the original 
painting. 


Sold 1,200 Gallons 
In Two Days 


(Continued from page 54) 
displays the firm received coopera- 
tion from merchants in other lines 
with tie-in displays. Norman Ingle, 
jeweler, directly opposite the Greer 
store, showed some containers of 
Dutch Boy paint in his windows 
and displayed a large sign with an 
arrow pointing to the hardware 
store. Pennants were displayed in 
one of the jewelry store windows. 

A nearby restaurant displayed a 
large sign in its window to indicate 
that it was painted with the line of 
paint which was featured in the 
carnival. 

Like many other retail hardware 
stores doing a good merchandising 
job on paints and related lines 
much of Greer’s paint business is 
with home owners doing their own 
jobs. 

Greer Hardware does a good 
paint volume with colleges, schools, 
industrial plants, building contrac- 
tors and other quantity buyers. In 
some instances, according to Mr. 
Bernhardt, paint is delivered to 
master painters at a private home 
with the request that the home 
owner withhold the cost of mate- 
rials, making payment for them di- 
rectly to the hardware firm. 

The only previous paint show 
held by Greer’s was one on a small- 
er scale a few years ago. Results 
of that promotion were good. Says 
Mr. Bernhardt, “Before promoting 
our Carnival of Color, we analyzed 
the results of the earlier show to 
plan for our larger promotion.” 
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* Packed one dozen to 
a display carton 


¢ Six display cartons 
per shipping case. 


°* Available in white 
only. 


SOLD ONLY 


THROUGH 
ee DISTRIBUTORS 


DIVISION OF Regular Seal Rite 


j t 
SEAL RITE CAULKING CO., INC. (geese 
LOS ANGELES 6001 S GRAMERCY PL DETROIT 6335 LYNDON BROOKLYN 269 GREEN ST 
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$300 expenditure attracts 2,000 


An investment of $300 helped to 
attract 2,000 visitors to Cornmesser 
Hardware Co. in Bellwood, Pa., dur- 
ing its two-day Spring Carnival 
Sale, marking the firm’s 33rd anni- 
versary. Many of the visitors 
were fairly new residents of the 
area making their initial visit to 
the store. Other long-time resi- 
dents of the section indicated that 
they had never before been in the 
store. 

Held April 10 and 11 the event 
was timed to coincide with pay- 
days of the Pennsylvania Railroad’s 
large shops in Altoona. Many visi- 
tors actually had full pay envelopes 
in their pockets at the time they 
visited the store. 


¥’ 


Spring Carnival Sale, marking Pennsylvania dealer’s 


33rd anniversary, was means of attracting 
many first-time visitors to this suburban store 


Each visitor on the two sale days 
was invited to register his or her 
name and address. People regis- 
tering their names participated in 
drawings for several major appli- 
ances. No purchases were re- 
quired for this participation. 


Ad Offered Specials 


A full page ad in the Altoona 
Mirror had large illustrations of 
the firm’s appliance display room 
and its hardware show room. It 
offered several specials including 
higher than usual trade-in allow- 
ances on some major appliances. 

William B. Cornmesser’s think- 
ing on such a promotion is that 


ee 
LPs 





there must be something free, an 
air of festivity, strong advertising 
and good values. 

Although not all of the sale spe- 
cials were listed in the newspaper 
advertisement there were about 60 
items from regular stocks that 
were offered at special prices. 
Some of the items featured in the 
ad were double laundry tubs, wheel- 
barrows, steel wagons, wooden 
wagons, toy tractors, power mow- 
ers, refrigerators and ranges. 

Samples of floor wax were given 
all women visiting the store. Men 
received yardsticks with the store’s 
imprint and youngsters were given 
balloons filled with gas. 

Included in the $300 costs for the 


Wide aisles provide ample space for browsing on the men's side of the store. 
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is America’s Most-Wanted Steel Tape 


Seeing is Selling with WYTEFACE! 


GIVE THEM DISPLAY IT WILL SURELY PAY! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. J. 


S Fra 


3 s 


WYTEFACE: R HANDY? WYTEFACE T FAVORITEt WYTEFACE 
Wide-sweer wit 
, ECONOMY ASSORTMENT 


markings 
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Major appliance department as seen through visual front window. 


anniversary sale were the news- 
paper ad, organist’s fee and souve- 
nirs. Allowances for advertising 
made by several manufacturers 
brought the cost of the ad down to 
$95. Souvenirs and other gifts cost 
a total of $155 and $50 was paid 
to the organist for his services. 

Of the sale advertising and in- 
clusion of store photos John G. 
Cornmesser said, “I think these pic- 
tures brought many people who 
were curious about the store’s ap- 
pearance. This was important, be- 
cause the greater the store traffic, 
the greater the sales volume.” 

The firm is affiliated with Ameri- 
can Hardware Supply Co. in Pitts- 
burgh. John G. Cornmesser estab- 
lished the firm in 1920 and was 
joined in 1988 by his son, Wil- 
liam B. 


“Sorry, We’re Out of It” 


(Continued from page 51) 


on the market, we get it; not a gross of it, but a suf- 
ficient quantity for a thorough trial. Staple gadgets, 
of course, are listed on the stock control sheets. 

In the second and third control categories, we check 
stock about every two weeks, and re-order items which 
are short. 

Incidentally, when salesmen for the second category 
of merchandise are filling our orders from the stock 
control sheet, they know that they may boost the 
order to give us the maximum discount. 

If, for example, we need 29 pieces of stainless steel 
ware to bring our order up to stock control require- 
ments, and there’s a better discount on 40 items, the 
salesmen know (but sometimes they consult me) that 
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we will want to order 40. The order is then increased 
to that number by filling in with some of the best sell- 
ing numbers in the line. 

Our stock control system is beneficial in a number of 
ways. 

Salesmen like the system. The man who regularly 
sells us knows he gets repeat business. As a result, 
he gives us the best service possible, and sees to it 
that we get the maximum discounts available. 

Salesmen who call on us are, of course, also in- 
terested in the purpose of our stock control system— 
to show customers that we have complete selections of 
merchandise—that we have in stock all the items they 
want when they want them. 
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'S Guaranteed by 
Good Housekeeping 
v0, mS) 
AS apverristd WS 
the news- 
und souve- 
dvertising 
ufacturers 
d down to 
gifts cost 
was paid 
rvices. 
. _ or Blue Streak has just arrived — and, boy, what a and Special Tool Steel Cutting Blade. A sturdy 
ein ate, future — a when the housewife takes him to bracket permits the opener to swing flush against 
P her heart. Blue Streak may look like other the wall when not in use. Positive locking lever 
ople who can openers — but what a difference in action. holds cans in vise-like grip. Another feature 
tore’s ap- Blue Streak actually opens cans in two /ess operations appreciated by the housewife — when can is almost 
rtant, be- than ordinary wall types. Blue Streak is simple opened, lid lifts up, thus preventing it from 
re traffic, and foolproof in construction — made to far falling into food. Powerfully merchandised — 


nationally advertised — Blue Streak is made right 


ne.” outlast its 5 YEAR GUARANTEE. 
and priced right to be your best seller. 








h Ameri- Blue Streak opens any household-type can 
in Pitts- with ease — thanks to its Positive Dual Gear Drive Order your Blue Streak stock NOW! 
er estab- 
and was HOW BLUE STREAK SMART NEW PACKAGING! 
on, Wil- MAKES CAN OPENING EASIER | 
Yes, Blue Streak actually opens cans in two less oper- | 
ations than ordinary wall types. Note (Fig. 1) when | 
locking lever is in normal position (A) cutter (B) is | 
open — ready to receive can. Housewife simply in- | 
serts can — pulls lever forward (Fig. 2). When can is 
opened, she pushes lever back (out of the way) and | 
can is released. Opener is ready for next can. 1 
In many wall types, the cutter (B) is closed when ] 
locking lever is in normal position (A) — thus requir- f 
ing two additional and unnecessary time-consuming | 
operations. Make this comparison test and SEE FOR ! 
ncreased YOURSELF THIS BIG SALES FEATURE OF BLUE STREAK. | 
nest sell- Blue Streak has plenty of eye appeal _ 
and buy appeal in its handsome new 
BE SURE AND SEE BLUE STREAK AND OTHER burgundy and blue package. Other 
imber of T & S$ KITCHEN TIME SAVERS AT BOOTH members of T & S family will soon ap- 
762-764 ATLANTIC CITY HOUSEWARES SHOW. pear in similarly handsome packages. 
egularly Time Tested T & S$ Kitchen Time Savers 
i result, Superwhirl Bluewhirl Westco 66 Star Can Opener Grapefruit Corer J Monarch 
es to it Can Opener Knife Sharpener 
also in- & 
ystem— 
tions of TORRINGTON 
ms they > 

















THE TURNER & SEYMOUR MFG. CO., TORRINGTON, CONN. * QUALITY PRODUCTS FOR OVER A CENTURY 


5, 1953 HARDWARE AGE, JUNE 25, 1953 75 














SHELL” IS WHY 


IT PAYS TO FEATURE 
H-W HARDWARE SPECIALTIES 


All buyers seek high quality with low 
price. It’s an easy-fo-meet specification— 
thanks to American technology. You see 
this happy combination in H-W rust-proof 
Hardware Specialties—a combination of 
strength, of beauty and low cost. This, in 
a “nut shell,” is why H-W specialties are 
your best buy. H-W interior and exterior 
conveniences—and house numbers—have 
unexcelled strength, appealing functional 
design, beautiful finish. 

H-W concentration of machines, man- 
power, resources, cuts production costs to 
the bone; also, it provides ample stocks 
for fast delivery—any time, anywhere. All 
attractively packaged for convenient stor- 
age, ready shelf identification. Fill in, 
mail the coupon, and we'll send you our 
catalog. 

Canadian Sales Agents: 


Geo. S. Hall & Co. 
25 Grenville St., Toronto 1 











rae 


2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 






FREE CATALOG wanteo sy: 


NAME 





STREET 





CITY. STATE 
HA 
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Sample Boards Ease Selling 


en 3 i He Bes as 





Carter Dietrich (left), store owner, works on his want book as a cus- 
tomer shows a salesman the item he wants. 


panels has stock numbering to in- 
dicate location of merchandise 
behind the door. 

Many customers visit the sec- 
tion, point to the item they want, 
indicate the quantity and quickly 
receive their merchandise. 


At Clifford Hardware in Los 
Angeles, customer selection and 
service are expedited by the use of 
large wall panels showing each 
size of nut, bolt, hinge and other 
builders’ hardware items. Each of 
the 1,172 items shown on these 


Eye-Catching Interior Display 





Suggesting a home lawn was this interior display of lawn, garden 
and barbacue goods in the La Jolla Hardware in San Diego, Calif. 
A 12x20-ft artificial grass mat with a yellow and green umbrella 
served to catch the eye of many store visitors. A fully loaded cock- 
tail wagon added a further bid for higher priced merchandise sales. 
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Because Cresline Pipe is measure- 
marked every 12 inches — can be 
quickly measured and cut — 
you'll find its easier handling pro- 
motes easier sales, and more of 
them! 


Because Cresline Pipe marking 
permits instant identification — 
tells you at a glance the kinds 
you have in stock — you can for- 
get fussing with identifying tags 
or tape. Both you and your cus- 
tomers will favor Cresline’s extra 
convenience! 


Because Cresline Plastic Pipe is 
double-marked — both as to 
brand and type — you can rec- 
ommend and sell it with complete 
confidence. This is strongest proof 
of our own confidence in Cresline 
quality . . . makes you strongest 
bidder for new, extra-profitable 
plastic pipe business! 


MAI 


flexible plastic pipe offers this 
3-point business-builder .. . 


COUPON NOW! 


CHARTER 


— ee ee ee ee 
Z 
Q 
3 
® 


this mark gives you a 































And Cresline combines all other 
advantages that make plastic 
pipe a real money-maker — 
the ideal low-cost carrier for 

all cold-water installations. 

For example: It's guaranteed 

not to rust, rot, corrode. 

Won't scale or collect sediment. 
Only Y% the weight of steel 

pipe — so light one man can pull 
a line. PLUS many more qualities 
that make Cresline your surest 
line to top pipe profits. 


DISTRIBUTORSHIPS STILL 
OPEN IN SOME AREAS ... 





CRESCENT PLASTICS, INC., DEPT. A 

955 Diamond Avenue, Evansville, Indiana 

Send detailed literature on Cresline Flexible Plastic 
Pipe and complete trade information to: 


et ccineed RE 
MEMBER: THERMOPLASTIC PIPE DIVISION OF SPI 











Be Sure of Customer Satisfaction 


Soll [UF KIN 


EASY TO READ 
MARKINGS 
THAT ARE DURABLE 
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~ TAPES WITH 









LEADER CHROME CLAD tapes lead the field in 
quality and durability. Chrome plated line gives 
longest service—is most rust and corrosion resist- 
ant. Sturdy case covered with tough maroon vinyl. 


oe ee 


hel A, ;, 





MARKINGS 
| Stay 
~ .Easy-to-Read. 





= = NI-CLAD — Abrasion tests prove it will last many 
= = times longer than painted tapes. This long-lasting 
nickel-plated tape at a low price is a _ profit- 
maker, Case covered with durable green vinyl. 





For all 'round durabiity, Lufkin tapes with all-metal lines can't be 
equalled. They won't surface crack, chip, or peel . . . they're rust 
and corrosion resistant. FIGURES AND GRADUATIONS WON'T WEAR 
OFF because they are bonded to the line and protected by multiple 
electro platings. Jet black markings are easy to read against satin 
chrome or nickel backgrounds. Choice of regular or folding hook ring. 


SELL LUFKIN! Be sure of customer satisfaction . . . and you can be 
sure your customers will be easier to sell because millions of ads 
nation-wide keep them convinced that ‘‘Lufkin'’ means top quality. 


Send for sample of free descriptive folders you can use to 


build your tape sales. We’ll furnish them in quantity with your 
name imprinted without charge. 


SELL [UF KI. TAPES + RULES + PRECISION TOOLS 
— Order Them From Your Hardware Jobber 
THE LUFKIN RULE COMPANY, SAGINAW, MICH., 132-138 Lofayette St. New York City . . . Barrie, Ontario 
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Hobby Catalog—This is the first 
edition of the “Blue Book of Hob- 
bies,” containing 4378 price list- 
ings and 2135 illustrations of model 
airplanes, railroads, ships, boats, 
military models, historical models, 
handicrafts and model builders’ 


Ms 





tools. Designed for use by dealer 
and customer for identifying and 
locating sources of these items, the 
book can be sold to customers on a 
self-liquidating plan; otherwise cost 
of the book is $2. Has 194 pages, 
soft cover. Published by Nelda 
Publications, 855 Avenue of Amer- 
icas, New York 1, N. Y. 


* * * 


“Rod and Gun Library’—Five 
new books have been added to 
Greenberg’s rod and gun library. 
The new books, and the prices, are: 
“Gun Trader’s Guide,” by Paul 
Wahl, $3.95; “The Original Con- 
federate Colt,” by Albaugh and 
Steuart, $5; “The Powder Flask 
Book,” by R. Riling, $25; “Modern 
Remington Firearms Guide,” by B. 
Leyson, $1.95; “Modern Colt 
Guide,” by B. Leyson, $1.95. Green- 
berg, Publisher, 201 E. 57th St., 
New York 22, N. Y. 


> FY ¢€ 


“How to Build Your Own Ga- 
rage,” by Philip H. Scheller. This 
128-page hard cover, well illustrated 
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book will make an excellent addition 
to the do-it-yourself library in your 
store. The book uses simple lan- 
guage and clear illustrations to give 
details for building various types 
and sizes of garages. Chapters are 


the first also devoted to converting carports 
of Hob- ; Spe 

sien tet- into garages and to building breeze- 
‘italia ways. Published by A. A. Wyn, 
“ ar Inc., 23 West 47th Street, New 
= York 36, N. Y. Price, $2.95. 

1 models, 


builders’ e . ° 
“Fix” Parking Tickets 


Out-of-towners who overpark in 
Sumter, S. C., get a special “no 
penalty” parking ticket from the 
police who cooperate with mer- 
chants in building goodwill for the 
city. The ticket points out that this 
courtesy is given to non-residents 
for their first offense and urges the 
offenders to “please try to observe 
parking regulations in the city 
hereafter.” 


Shop at Home Idea 


Trade at Home campaigns are 
conducted in numerous cities and 
towns through local newspaper ad- 
vertising which gives reasons why 
it’s best for residents to buy locally. 
Merchants of LaMesa, Cal., fix 

dealer small decals on their display win- 

ing and dows which say, “Please stop and 

ems, the shop in La Mesa.” It is believed to 
be increasing trade. 


Saw Sign Marks Store 


CAMPBELL . ‘ 

: CHAIN . rd 

A large store sign, outlined with a 
neon tubes, hangs over the Myron 
J. Davis & Co. hardware store in 
Aurora, Ill. Visible for quite a few 
blocks it flashes on and off to re- 
mind all of the firm's location and 

its type of business. 
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Why Operate a Self-Service Store? 


(Continued from page 61) 





Although no usable display space is wasted there is ample room 
for browsing in the household goods section. 


merchandise, for a paint cus- 
tomer?” Mr. Nagell was asked. 

“I suggest related items to the 
customer as payment is being of- 
fered at the check-out counter. Most 
customers appreciate these sugges- 
tions,” said Mr. Nagell. - “As a mat- 
ter of fact after they start back to 
pick up related items in the depart- 
ment they previously visited, they 
frequently note and pick-up mer- 


chandise in other sections. Many 
impulse sales result from their re- 
turn to the department they had 
previously shopped. Some of these 
purchases are for entirely different 
types of merchandise.” 

Although no major appliances are 
merchandised at the Nagell store, 
electric housewares items are of- 
fered at prices as high as $49.50. 
The store caters to people in 





Utility items and some sporting goods are featured on this set-up 


unit running along one of the semi- 


en back windows. An unused 


doorway has been blocked off for greater display space. 





| 
| 





says: 





Take it from a guy who’s been through 
the mill, customers have got to be told 
to be sold! That applies to the B&D 
Utility No. 44 and No. 88 Sanders as 
well as the other good-profit items you 
sell. We’ve pointed out some of the 
ways to tell ’em and sell ’em these two 
tools on the opposite page. Here area 
few more sales tips: 


PAYS FOR ITSELF... These 
are the type of tools that 
can easily pay for them- 
selves in one job through 
s eliminating the need for 
expensive professional 
help. And the owner still 
has the tool for years of service on 
other jobs. Sell this feature to the 
prospect who’s talking about refinish- 
ing furniture, building cabinets, refin- 
ishing stairs, etc. 
NO “AMATEUR” LOOK 
... Sometimes the 
finishing part of 
a job is what makes 
or breaks the job’s 
appearance. Point out to your 
No. 44 or No. 88 Sander prospects that 
these tools help even a beginner to do 
a professional job that he’ll be proud 
to show his friends. 


LESS FUSS, LESS MUSS ... Point out 
that these Sanders raise less sawdust. 
Here’s why: the motor ventilating air 
stream is directed upwards and does 
not swirl dust in all directions like a 
disc sander. 


I’m sure you’ll come up with more 
selling angles from your own experi- 
ence and imagination. These tips are 
passed along as thought-stimulators 
and proved profit-makers used by 
thousands of successful storekeepers 
and salesmen. Go to it! 


> MAILED YOUR ENTRY 
~~ yet for the B&D Util- 
ity “Sales Talk’’ con- 
test? Remember: thedead- 
line’s June 30th and we’re paying real 
folding money for winning entries. All 
that’s needed is the sales approach 
that has helped you sell Black & 
Decker Utility Tools—in your own 
language. If you haven’t as yet re- 
ceived details, ask your B&D whole- 
saler for the dope or write to: BOB 
DAVIS, Dealer Service Dept. H-653, 
THE Buiack & DeEcKER Mrc. Co., 
Towson 4, Maryland. 


Block’ Decker 


et PORTABLE 
ELECTRIC 
—_ TOOLS 
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Here’s how you can sell more 
Black & Decker Orbital Sanders! 


3 tested methods that have helped 
sell thousands of these new tools: 





Pick your 
customers! 





Furniture builders, carpenters, paint- 
ers, finishers, pattern makers, cabinet 
makers, boat builders, body shops, 
sheet metal shops, craftsmen, home- 
owners—they’re all natural pros- 
pects for B&D Utility Orbital Sand- 
ers! The No. 88 is the fastest-cutting, 
most powerful orbital sander on the 
market! The No. 44 is a natural for 
amateur craftsmen and the do-it- 
yourself market! 


2 Show the Sander’s uses! 


| 





No. 44 Sander (shown) only $46.95 
No. 88 Sander only $64.50 


qe 


Prepare stairs for 
refinishing 





Speed boot 
«maintenance jobs 


AND LOTS MORE! 


2 Show Sander’s exclusive features! And don’t forget the help you're 
getting from Black & Decker! 


These tools have been heavily adver- 
tised this Spring in The Saturday 
Evening Post, Better Homes & Gar- 
dens and leading homecraft, mechan- 
ics, woodworking, boating and school 


publications! , 


KING-SIZE BOTTOM PLATE MODERNSWITCHHANDLE, AUXILIARY KNOB HANDLE UNIQUE PAPER HOLDER 
extends beyond body of tool close to housing, allows bet- gives choice of 3 positions stays open when attaching 
ter control with less fatigue. to sand close to obstructions. or detaching paper. 
PORTABLE 


For Big Sander Sales, Order Your it ELECTRIC 


Stock from Your B&D Wholesaler! camenicdemniintiin. an. 


Dept. H-653, Towson 4, Md. 


Feather-edge wood 
or metal surfaces 


Level wall and 
plasterboard joints 


Remove paint from 
metal railings 


Refinish bookcases, 
furniture, etc. 
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FLETCHER ENAMEL COMPANY 


medium income brackets living in 
their own homes. 

Nagell’s offers no repair service 
of any type, operates strictly on a 
cash basis and makes no deliveries. 
The different departments of the 
store have large numerals to iden- 
tify them. Thus a customer asking 
as to the location of wrecking bars 
is directed to section 6 where these 
items are displayed. 

Mass displays are featured, al- 
though swinging sample panels 
with perforated surfaces are used 
for display of some merchandise. 
Stocks of items so sampled are 
usually available by merely swing- 
ing the panel open to reveal the 
stocks ready for selection. Some 
easily pilfered small items are 
shown at the check-out counter as 
well as some smaller electric house- 
wares. Pilferage has been no great 
problem in the store. 


All Items Price Marked 


All merchandise is plainly price 
marked, mostly in large crayon fig- 
ures. Manufacturers’ display mate- 
rial is visible in various parts of 
the store. 

Good traffic and volume were 
created by the toy displays for last 
Christmas. Since then this depart- 
ment is being continued on a 52- 
week basis. Toy stocks are not as 
extensive as they were for the Yule- 
tide season, but include a wide 
variety of fast moving items— 
mostly indoor playthings. 

Floor display units are mostly 
of plywood shelving supported on 
piping, with graduated shelves to 
give the greatest possible emphasis 
to merchandise. Some of these 
units will be reconstructed so that 
they will taper on both sides and 
both ends. 

The corner location store has but 
one entrance, an older doorway hav- 
ing been blocked to provide greater 
display facilities and channel all 
traffic past the check-out desk just 
inside the door. 

To attract the bargain seeker the 
store frequently features job-lot 
purchases, these being publicized in 
its shopping news advertising. Cur- 
rently the Nagell self-service store 
owner is spending well over $300 
per month to attract more traffic to 
his new location. 

Despite reasonably varied stocks 
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NO. 11 OF A SERIES 






Starrett 


SALES LEADS 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY e 





A STARRETT DOUBLE FEATURE 
Satin Chrome Micrometer Calipers 


with DIRECT FEEL plus FRICTION THIMBLE 















or 
RATCHET 
STOP 


0 to 1” range, .0001” 
graduation with Rat- 
chet Stop and Lock Nut 










SINCE 188O WORLD'S GREATEST TOOLMAKERS ® 








Now you can offer your customers 
the micrometer that best suits their 
needs — either with ratchet stop or 
friction thimble. Both give uniform con- 
tact on every measurement. Both also 
provide ‘‘direct feel’’ — a plus feature 
desired by many mechanics. 

Ratchet stop micrometers have a con- 
venient ratchet stop at the end’of the 
micrometer while the thimble itself is 


No. 231F (at top) 
0 to 1” range, .0001” 
graduation with Friction 
Thimble and Lock Nut 


used for direct feel. Friction thimble mi- 
crometers have a friction control mech- 
anism built right into the upper sec- 
tion of the thimble; lower section is 
integral with the spindle for direct feel. 

Only Starrett has this double fea- 
ture in micrometer design . . . another 
reason why Starrett Micrometers are 
always the best known and fastest 
selling line. 





STARRETT PRECISION TOOLS 


Mechanics’ Hand 
into SPOSOT 
and Precision 


instruments - Dial 
indicators - Steel Tapes - Precision Ground 
Flat Stock - - - Buy through your Distributor. 








“WHERF Hare 


STARRETT HACK AND BAND SAWS 


ws - all 
WACKSANS, a 
BanD SAWS - for scutting metal, wood, apiss. 
wouves ee Sing soft or fibrous materials - - - 


i through your Distributor. 
“WHERE TO BUY THEM” 


JOHN SUPPLY CO 
ote Mela ‘snarinenirerel 
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CLASSIFIED PHONE BOOK 
LISTING SERVICE FOR 
STARRETT DISTRIBUTORS 


Nine out of ten buyers refer to the 
“yellow pages’ of the telephone di- 
rectory when they want to find the 
distributor of a well-known product. 
So that you may identify yourself as a 
Starrett Distributor, we have arranged 
for trade mark headings to appear 
under ““ TOOLS” and “SAWS” in di- 
rectosies serving the larger industrial 








SIOLSS 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
WACKSAWS, BAND SAWS and SAND KNIVES 


















ATHOL, MASS., U.S.A. 






centers. You can have your name, ad- 
dress and telephone number listed 
under these headings for a small 
charge payable on your monthly tele- 
phone bill. A representative of the 
Telephone Company will contact you 
before the next edition of your direc- 
tory goes to press. We urge you to 
participate — the cost is small, the 
results are big. 


INDUSTRIAL 
DISTRIBUTOR 





DISPLAY THIS SEAL 


Help Sell Industrial Distributor Serv- 
ice To Industry. Ask The Starrett 
salesman how you can cooperate. 





He has the finest kit of Starrett Tools 
in the shop... and he aims to keep it! 


83 











See what’s behind 








Only Flexscreen 
Gives You: 


THE ORIGINAL CURTAIN SCREEN ... 


flexible folds of woven metal that 
glide open or shut at the touch 
of a hand. 


6 


ACCEPTED DESIGN LEADERSHIP... 


graceful, traditional, adaptable to 
every fireplace. 


6 


THE NEW HOODED TYPE... 


just3 sizes fit 90% of all fireplaces 
— easy installation by customer. 


6 


COMPLETE PROFIT LINE... 


a full line of Flexscreens — with a 
full profit for you on every sale. 


6 


SALES ASSISTANCE... 

through regular Flexscreen adver- 
tising to your best customers... 
a national service organization... 
and aggressive merchandising 
geared to your selling. 


FEATURE THE TRUE... 


Ca 

















VOLUME...PRESTIGE... 
AND PROFITS FOR YOU! 





Volume? The new Hooded Flexscreen and 
the improved Frame Flexscreen are especially de- 
signed for over-the-counter selling from your stock. 
No installation problems . . . no call-backs . . . no 
post-mortems. Just good, clean sales—and plenty 
of them—with these Flexscreen leaders in the 
“packaged” fire-screen field. And, in the “custom” 
trade—Flexscreen attached types are volume 


sellers, too! 


Prestige ? You don’t have to waste time on 
long-winded sales stories . . . your customers 
know, prefer and demand Flexscreen by name. It’s 
the original flexible metal screen—backed by 20 
years of forceful national advertising—and a 
reputation for leadership in quality, design and 
utility that imitations cannot approach! 


Profits ? Flexscreen merchandising support 
combines with Flexscreen national advertising 
to pull prospects into your store—and sell them! 


We provide all the sales tools you need to build a 











high volume, high profit business in a rapidly ex- 
panding market. 


Get the facts . . 
tive—or write us at 653 North Street. 


. see your Flexscreen representa- 





“ | 
BENNETT -IRFLAND IN 
eee 





of merchandise the store is not al- 
ways able to provide items re- 
quested by a customer. A recent 
instance was that of a man, who 
looked throughout the show room, 
went to the check-out counter and 
inquired for an item not in stock. 
At the same time he remembered 
some other merchandise he needed. 
The customer then made another 
tour of the various departments and 
returned with $12.50 worth of other 
merchandise. 


Quality Stressed 


In a two-page ad announcing the 
opening in its present quarters the 
firm offered a number of specials 
in tools, electric housewares and 
galvanized ware. The firm’s motto, 
quality merchandise at lowest 
prices, was included in the ad as 
well as an invitation to “Shop our 
store regularly! We have new mer- 
chandise coming in every week and 
always at money saving prices.” 


Preventing Pilferage | 


(Continued from page 58) 


coats can easily put bulky items 
under their wraps and walk out of 
the store with them. 

Sometimes a prospect will note 
that the tools are wired to the table 
and will ask questions, says James 
Kinder, secretary - treasurer. “We 
then tell them what will happen 
when the black cord is cut on the 
portable power tool table. Word of 
this gets around and probably dis- 
courages many would-be pilferers.” 

The Kinder store sells power 
tools—portable and larger units— 
to home owners, small _ shops, 
schools and other institutions. The 
four Kinders follow-up store devel- 
oped power tool leads for calls at 
homes, institutions and industrial 
plants. Factory sponsored demon- 
strations at the store attract many 
store visitors and result in numer- 
ous sales. 

Competition for power tool sales 
is keen in the Chicago area. The 
Kinders sell the idea that quality 
goods will last longer and provide 
better service. Their stock of 
power tools, parts and accessories 
is known quite some distance from 
the store because of its complete- 
ness. 
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_ Shows 26 Rods In 
Compact Space 


Compact fishing rod rack takes 
minimum of room in small center- 
aisle table. 


A wooden fishing rod rack fits 
neatly on top of a small display 
island at the Silver Spring Hard- 
ware at 3526 W. Silver Spring 
Drive in Whitefish Bay, Wis. 
Twenty-six rods are shown. on a 
wooden arch running across the 
unit in center position. Handles 
rest against a bracket and rods 
against a wide cross-piece. 

A wide variety of other items 
appealing to fishermen is shown on 
either end of the table. 


Warehouse for Toys 


Recently The Bostwick - Braun 
Co.; Toledo, Ohio, hardware whole- 
salers, opened its new four-story 
warehouse for toys at the corner of 
Summit and Perry Sts., opposite 
the firm’s main building. The third 
‘oor of the recently acquired build- 
ing has been remodeled to provide 
a complete and modern toy show- 
room. 

The company entered the toy dis- 
tribution field in 1948 and is now 
one of the largest distributors of 
toys in the Ohio, Indiana, Michigan, 
W. Virginia and northern Kentucky 


ASK YOUR 
WHOLESALER 
ABOUT CAPEWELL’S 
COMPLETE 

PIPE TOOL LINE 


VISES 
THREADERS 
CUTTERS 


VISE STANDS 


REAMERS 





- APEWELL 











THE CAPEWELL MANUFACTURING CO. 













i 
: 85 GOVERNOR ST., HARTFORD 2, CONN. 


area it serves. Toy distribution is 
aided by participation in the pro- 









Name 


Company 


Address 
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Please send me information on Pipe Tools. 








POPULAR 
DEMAND. 


= 


STANLEY 


Here is that hand-wrought ‘‘look”— 
the rough textured finish, the ham- 
mered edges, the authentic design 
that every one is looking for. In this 
new, complete line, Stanley offers 
hardware that will accent the charm 
of any style home. . . that can be 
used for cabinets and full size in- 
terior doors in rumpus rooms, living 
rooms, dining rooms, dens, kitchens. 

Here is your chance to cash in on 
the fast-growing demand for rustic 
iron hardware. Write now for a sup- 
ply of colorful consumer folders 
showing the full Stanley line. Also 
ask about the attractive salesmaking 
display shown above (Salesmaker 
No. DB-533, size 12” x 14”) and the 
No. 533A introductory stock package. 


The Stanley Works, 
New Britain, Connecticut 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 





















Four-story warehouse devoted exclusively to toys with a display 
room on the third floor. 


gram of the Toy Guidance Council, 
Inc., 1124 Broadway, New York 
City, whose selection of toys the 
firm distributes. 

Bostwick-Braun’s tie-in with Toy 
Guidance Council includes distribu- 
tion of its Toy Yearbook, distrib- 
uted through one selected retailer 


in each area. A booklet for parents 
entitled, Development Through 
Play, discussing the types of toys 
needed as they grow from one stage 
of development to another is also 
distributed by Bostwick-Braun as 
part of its Toy Guidance Council 
activity. 
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= It can't be affection that lights the eye 
Of the clerk who crowds his client. 
It must be dope....any normal guy 
Could see it makes prospects defiant. 
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You will be 
surprised at 
what it will 
do, to bring 
new customers 
to your store 























Ask to see this World 
Famous Automatic Key 
Duplicating Machine. 

It cuts all types of | 


cylinder keys. Pa 


¢ 
¢ 
¢ 








You may buy this machine ona  ¢@ 


“PAY AS YOU PROFIT” .¢ KEIL 
PLAN eo” LOCK 6CO., 






A 
if ING. 

No. eo Charlestown, N. H. 

1 1 o Please send us one of 
/; 2 4 your window signs [] 
¢ Tell us more about No.1% ([] 
7 Tell us about “Pay As You Profit” [) 

CONTACT YOUR JOBBER —- OR of 

RN 5... cdl boeadubente degebas sce inktmesainwsnentntin 
MAIL COUPON ODA 
Ra ORE Pe iciinicosdctccewcrinttite 
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WHEN YOU ORDER 


SHACKLES 





... be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 

Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. Of course, 
they’re weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-C 
Line of Heavy and Shelf 
Hardware which includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new 1953 Cata- 
log “M” will be mailed free 
on request. 








WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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REFILLABLE 
ASSORTMENT 
No. CW 1988 


CHROME PLATED 


STEEL WOOD SCREWS 


® 8 Sizes Round Head 
© 8 Sizes Oval Head 


© 1988 Steel Wood Screws 
© Sizes from Yq x 4 to 24x 8 


R.H.; % x 4to1%x 6 
Head 


These 2 refillable assortments 
will give you a complete 
chrome plated wood 
screw and ma- 

chine screw 


department 


Oval 









REFILLABLE 
ASSORTMENT 
No. CM 828 


CHROME PLATED 


STEEL MACHINE SCREWS | 


AND NUTS 
°©12 Sizes Round Head 


Screws and Hex Nuts 


© Sizes from 6/32 x Ye te % 
(20) 2 
© 828 Screws and Nuts 


Ask your jobber or write us 


x 














53 Years of Selling 


Dear Sir: 


Having received notice of the 
expiration of my subscription to 
the HARDWARE AGE, I am enclosing 
$1.00 for which please transfer it 
to Donald C. Gemmer, 613 Buchan- 
an Street, Huntington, Indiana. 

The reason for this is that I am 
retiring May Ist, after 53 years of 
selling hardware here in our city. 
Practically 51 years of continuous 
service with the Nave Hardware. 
Forty-six years with Sam S. Nave 
and almost six years with his suc- 
cessors, Mr. and Mrs. Norman Phil- 
lips, now known as the Nave Hard- 
ware Co., Inc. 


Years of Inspiration 


These years of service have been 
a real pleasure and inspiration, dur- 
ing which time I have had the 
pleasure of meeting and making the 
acquaintance of many fine people 
that were and are connected with 
the hardware industry, as well a: 
those I have contacted while work- 
ing in the store. 

I have always enjoyed the inter- 
esting and helpful suggestions pub- 
lished in the HARDWARE AGE and 
am confident Mr. Gemmer, my suc- 
cessor, will receive as much benefit 
in the future issues as I have in 
the past. 

I also wish to thank you for the 
consideration you have shown me 
in the past, which includes the pub- 
lication of a number of articles on 
various subjects I have sent in, also 
the reproduction and illustrations 
of a number of my prize winning 
window displays of bygone days. 

I still have in my possession sev- 
eral very courteous and encourag- 
ing letters from Mr. Charles J. 
Heale who encouraged me in this 
line of work, and I deeply regretted 
to hear of his passing on. 

With regards and best wishes, I 
am, 

Yours most sincerely, 
Albert C. Hoffman 
Huntington, Ind. 
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Discount Houses 


Dear Sir: 

We have read your recent arti- 
cles regarding the influx of chain 
stores into the housewares and 
hardware fields, but we have failed 
to note any mention of the so- 
called “discount-houses” which, in 
our area, have suddenly become 
aware of the volume items such as 
power tools, power lawn mowers, 
home workshops, etc., and are 
apparently operating with name 
brand merchandise. 

Now chain store operations have 
their definite patterns which the 
average store such as ours can 
combat by various methods, but 
has anyone come up with a solu- 
tion to competing with discount 
houses which are strictly 10 pct 
above cost and operate on the pre- 
tense here of supplying union 
members, club members and so on. 


Ruinous to Business 


This type of operation has all 
but ruined the appliance industry 
on the retail level and now,. with 
no restraints by the various man- 
ufacturers or distributors, will, 
without question in my mind, seek 
to accomplish the same end in the 
power end of the hardware trade 
items. I feel no restraint in con- 
demning those who further the 
aims of this type of outlet with no 
regard to the thousands of dealers 
who have made them over the 
years. 

Secondly (and the truth hurts) 
for years the various unions have 
more or less condoned the actions 
of its members in pressuring vari- 
ous businesses to give discounts to 
their groups. Apparently they do 
not realize that we are helping to 
provide them with work in these 
various plants by the sale of our 
goods and that every tool or hard- 
ware item sold for less than a 
legitimate profit also contributes to 
the hastening of the day that satu- 
ration will be reached. 


The independent hardware deal- 
er has been faced with first the 
contract hardware dealer, the lum- 
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YEAR ROUND PROFITS 


Set consists of: Heavy Aluminum 
chuck to take all Hi-Carbon Cad- 






Week Spe- 
tal call. j " mium Steel blades oes Ne, 2 
, wr Ati . yours tor Recessed; ve" Diameter; 3/16" Di- 
for quick profits all year ameter; '/," Diameter, all e 


in two-tone amber handle. 
Regular Retell $1.35 sot 
now *7 

set 


DEALER'S CosT °8 Doz. 


turing this proven seller as 
@ regular special number. 







ANOTHEp 
FULLEp 
SALES «i 

MAGNer, |.) 





2. 






FREE DEALER 
MATS ARE AVAILABLE! 


Full ’ j 
JOBBERS: Write today for wide Ser er's Fam 
Ow . Cus #2 
margin sheets. Chise) bitter 2 weit 








ULLER TOOL commactl INC. 


3522 WEBSTER AVENUE NEW YORK 67 
¥ World's Largest Producers of Unbreakable Amber Handle Tools 
= Export Sales Dept.: John H. Graham Co.. 105 Duane St.. N.Y. 
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here’s why 
it pays 
to stock 


STAR 


blades... 





Stock STAK Blades and 
you're stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STAR and you’re 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STAR and you’re 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you’re 
selling the line that’s profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. @1829 


LEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack 

Sew Blades, Frames, Metal Cutting Band 
Sew Blades and Clemson Lawn Machines. 








Letters to the Editor 


| ber company, the chain store oper- 








| 


ation and now the discount house. 
All of these are contributing fac- 
tors to percentage loss, and volume 
loss and worst of all, if the trend 
continues, loss of confidence in the 
eyes of the public who have over 
the years come to rely on the in- 
tegrity of the hardware man. 

I think it now becomes the time 
for the various national manufac- 
turers to make a stand as to their 
position regarding sales, whether 
direct or by distributors, to the 
discount-houses. Fair Trade, weak- 
ly enforced, is certainly no answer. 
As long as manufacturers permit 
the sale of their merchandise 
through this channel, the discount- 
house will continue to exist and, 
like the leech, suck the volume from 
under the nose of the independent 
dealer. 

I am not denying that every mer- 
chant has a job to do also, in the 
proper merchandising manner, but 
the job has to start with the source 
itself, in other words “An ounce of 
prevention, etc.” 

Perhaps this could be the source 
for your next editorial. It took ex- 
actly three and one-half years for 
the undermining of the appliance 
dealer. I would bet that under the 
present conditions, it would take 
less in the case of hardware dealer 
versus hardware discount-house. 

Sincerely yours, 
_Thomas S. Haley 
Haley’s Hardware & Appliances, 
1143 New Britain Ave., 
Elmwood 10, Conn. 





Editor’s Note: Reader Haley has 
put his finger on a very serious 
problem. We have expressed our 
opinions many times on the edi- 
torial pages of HARDWARE AGE. 
We have said that we feel that in 
the future, dealers will be examin- 
ing more closely the selling policies 
of their suppliers and manufac- 


| turers. 


We have noted of late that more 
and more manufacturers are clear- 


| ly stating their selling policies. 


This is all to the good. We'd like 
to hear from other dealers on this 


| problem. 





OF EXTRA COST WITH THIS 


TARP 
A 


Unit comes to 
you completely assem- 
bled, tarps already in 
place... ready for sales! 











You pay 


$4geeo 


your regular 
cost for these 
tarps 







You Make 


$9420 


your regular 
full margin 
of profit. 
















Ask Your Regular Wholesale Supplier Or Write .. . 


H. WENZEL TENT & DUCK COMPANY 


1035 PAUL STREET, ST. LOUIS 4, MISSOURI 



























( Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


STICKS AND STAYS py 











DURHAM XX 

Most dealers report: @OLK HApp 

“Our sales of Dur- \Au-apouno Y 
ham’s Rock - Hard CHAMD, * 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 

fall out or chip off. Durham’s Rock-Ha: 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. iw to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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Seasonal Goods Unit 


JLLINGS 
LIFE-TIME’ 


Produced, Packaged and Priced exclusively for the hardware 
trade. Featured by powerful merchandisers which fit Every 
Store — Every Customer—Every Sales Situation. .. Labelled 
with the name “BILLINGS”... the name Most Wrench Cus- 
tomers Want * 





it comes to 
sly assem- 
already in 
ly for sales! 
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Seasonal goods unit 
as used to show toys. 











conte At the Strachota-Behnke Hard- 
ware store in Elm Grove, Wis., a 
five-level display unit has been con- | 
structed to feature lawn and garden 
goods—in the spring—and for 
—— showing toys during the balance of 
ne that the year. Located between two 
(RINK structural columns in the center of 
lastie ia the store, it has 1-in. lumber shelves 
makes and supports. The two lower levels 
> in tile, of this 414x5x12-ft unit are 20 in. 
er, Pays deep. 
ao Shelving is strong enough for the 





ETTER, support of large bags of fertilizer 

st and lawn seed and wide enough for 
showing a good variety of toys. The 

unit is adaptable for mass display 


or sample showings of a wide va- 
riety of playthings. 





HARDWARE HUMOR 
By Hardware Age 





%* According to Popular Mechanics maga- 
zines unbiased survey of brand names. 








BUY LIFE-TIME From Your Wholesalers 


FREE LITERATURE AVAILABLE 








QUALITY TOOLS AND FORGINGS SINCE 1869 





"This is your father's birthday.” | 
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Be profit-wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers! You'll find it’s easy to sell Keystone 
Wire Screening in today’s big market 





ashington 
NEWS and VIEWS 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


New Tax Rules Work 
Against Co-Ops 

The Federal Bureau of Internal 
Revenue has issued new rules to 
govern the payment of income taxes 
by co-operative organizations. 

Tax officials say the rules are cal- 
culated to close a loophole that pre- 
viously existed for some marketing 
and purchasing co-ops. 

The new rules state that co-op 
organizations must pay regular cor- 
poration taxes on income in cases 
where the income is not distributed 


| to patrons or members within 914 


months following the close of a tax- 


| able year. 


The new rule became effective 


| June 4. 


Nickel Stockpiling 
Approaching End 


The Defense Materials Procure- 
ment Agency announces a new 
120,000,000 Ib. nickel purchase 


which brings the stockpile expan- 
| sion program “close to comple- 


for new and replacement work. Keystone | 


quality is carefully controlled by modern 


manufacturing methods. This results in | , 
nickel question is under review at 


outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Bronze and Galvanized Insect Wire 
Screening available in all standard widths 
and meets U. S. Department of Com- 
merce Commercial Standard 138-49, 


Wile Vg asa caltog lodag 
KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohio 
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tion.” 

Edmund F. Mansure, adminis- 
trator of the DMPA, says the U. S. 
now has “almost enough nickel in 
sight to meet the nation’s require- 
ments for defense and other es- 
sential uses.” 

Mr. Mansure reports the “whole 


| the present time.” He adds that 


| 


the nation can look forward to the 
time when there will be enough 
nickel to meet all demand. 


Government to Continue 
Aluminum Stockpiling 
Defense Mobilizer Arthur Flem- 


ming announces the government 
will continue stockpiling of alumi- 


num during the third quarter. The 
metal purchased by the government 
will come entirely from special 
high-cost aluminum production fa- 
cilities that will receive direct gov- 
ernment financial assistance. 

Mr. Flemming emphasizes that 
civilian users of the metal will be 
able to get “substantially” the same 
amounts in the third quarter as in 
the present quarter. He says 
civilian consumption is now at the 
“highest level since the beginning 
of the Korean conflict.” 


NPA Takes on Service 
Function for Business 


The National Production Au- 
thority will be reorganized as a 
“business services” agency, in ad- 
dition to its regular function as 
the materials rationing unit of the 
Government, according to Com- 
merce Secretary Sinclair Weeks. 

In a recent speech, the Secretary 
said the agency will “act as the 
authoritative voice of industry so 
that the Executive Branch and 
Congress may hear the opinions of 
business and receive helpful in- 
formation from business on leg- 
islative and administrative mat- 
ters.” 

Businessmen, who have to deal 
with Government are frequently 
“puzzled” as to which of the many 
Federal agencies they should see in 
conducting their business, Mr. 
Weeks said. 

Under the new plan, business- 
men will “contact his industry 
division and be offered the facil- 
ities of the Commerce Department, 
or be directed to the appropriate 
agency in some other department 
of the Government.” 


(Resume reading on page 11) 
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aint Trap 
BRUSH CLEANER 


by the makers of Klean-Strip 
No other paint brush cleaner has all 
these advantages: Restores old, hard 
brushes easily. Thoroughly cleans 
brushes between colors. Safe to use 
on any type bristle. Cleans by emul- 
sification. Washes out paint, varnish, 
lacquer and shellac. Stay-Clean Paint 
Trap (in every can) makes recon- 
diticning paint brushes easy. 


Stay-Clean Paint 
Trap* is a built-in 
screen that provides a 
surface for working 
out old paint. It also 
traps the old paint be- 


I DAARAARAXA \ 





low the screen, keeps 
bristles out of residue at bottom of 
can. Liquid remains usable, ready to 
clean again and again. 


PAINT TRAP 


Brush Cleaner 





This display is your salesman 
Your customers can see how this 
new cleaner will save them time, 
money and brushes. Order Paint 
Trap Brush Cleaner from your 
jobber today. It sells itself. Packaged 
in pint, quart, gallon sizes. 


THE KLEAN-STRIP CO. 
2340 S. Lauderdale St. 
Memphis, Tennessee 


| , 
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June 


July 
| 13-16 Nat. Retail Hardware Congress 
13-17 Nat. Housewares and Home 

Appliance 
26-29 Surplus Dealers 
| 
| August 
3-14 Merchandise Mart Gift Show 


9-14 Nat. Fishing Tackle Show 





Convention Check List 


For complete details about the convention listed by dates, below, see 
the alphabetical listings following this quick check list. 


22-July 2 Int. Home Furnishings Market 


3-14 China, Glassware, Pottery Market 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 









September 
7-12 Hardware Golf Assn. Tournament 
13-15 Yadgi & Co. Trade Show 
October 


5-9 National Hardware Show 
11-14 Atlantic City Hdwe. Convention 


1954 


January 


12-14 Garden Supply Show (Chicago) 
17-20 Nat. Sporting Goods Show 


February 


2-4 Garden Supply Show (New York) 
9-10 lowa Assn. 
16-18 Michigan Hdwe. Assn. 










FITS-/ 
NO. 
SCREI 
DOO 
GRILI 











American Hardware Manufacturers 
Assn, annual joint convention with 
the National Wholesale Hardware 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 
Thomas A. Fernley, Jr., is executive 
secretary of the wholesalers’ asso- 
ciation with headquarters at 1900 
Arch St., Philadelphia, Pa. 


China Glassware & Pottery Market, 
Aug. 3-14 at the Merchandise Mart, 
Chicago, IIl. 


Garden Supply Shows (National) late 
in October, 1953, on the West Coast; 





*Patent Applied for 


9t 


Jan. 12-14, 1954, at the Hotel Sher- 


National Events 


man, Chicago, and Feb. 2-4, 1954, 
at the 71st Infantry Regiment Ar- 
mory, Park Ave. and 34th St., New 
York City. Sponsored by the Na- 
tional Garden Supply Marketing 
Bureau, 1901 St. Paul St., Balti- 
more, Md. George E. Perry, director. 


Gift Show, Aug. 3-14 at the Merchan- 
dise Mart, Chicago, IlI., includes 
furniture, floor coverings, house- 
wares, major appliances, electric 
housewares, radio and TV, toys, 
games, wheel goods, china, glass- 
ware pottery, and gifts. 


Hardware Golf Assn. Tournament, 
Sept. 7-12 at the Broadmoor, Colo- 
rado Springs, Colo. Actual days of 
the Tournament are Sept. 9-11. 
Sponsored by the Hardware Golf 
Assn. Secretary, William J. Shaw, 
4415 W. 72 Terrace, Prairie Vil- 
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2y CEMENT Noiseless 
SLIDING DOOR EQUIPMENT 
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wl MACKEANGEE ON DUNCAN CO. 


QUALITY OKLAHOMA CITY 1, OKLAHOMA 
ORDER NOW! JYour order will be shipped same day received! 
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3001 East 87th St 


another item 
to build 
your sales 





BRAND NEW = 
and what a hammer! 


Just hand it to your customer and 
watch his reaction as you tell him 
about it: 


1. Head of special analysis steel, 
heat treated for extra strength, 


2. Highly polished face, poll, claw 
and sides—that quality look, 


3. Beveled face — fine for finish 
work, 


4. Claws finely drawn —to pull 
even small finishing nails with ease, 


5. Selected hickory handle, double 
wedged. 


Here in this new item is Vichek 
value through and through. You'll 
be proud to sell this hammer. You'll 
be glad to see how pleased your 
customers are. You'll like its 
turnover. 


HOW’S YOUR STOCK? 


THE VLCHEK Tool COMPANY 


* Cleveland 4, Ohio 





| 
| 
} 











lage 15, Kan. Reservations should 
be made directly to the Broadmoor. 


International Home Furnishings Mar- 
ket, June 22-July 2 at the Merchan- 
dise Mart, Chicago, Il. 


National Builders’ Hardware Exposi- 
tion, Oct. 4-7, 1953, at the Audi- 
torium, Cleveland, Ohio. Sponsored 
by the National Contract Hardware 
Assn., John R. Schoemer, managing 
director, and the American Society 
of Architectural Consultants. W. A. 


Mathewson, executive secretary. 
Administrative offices of both 
groups, 420 Madison Ave., New 


York 17, N. Y. 


National Fishing Tackle Show, second 
annual, Aug. 9-14 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by The Association Fishing Tackle 
Manufacturers, 430 Bond Bldg., 
Washington 4, D. C. John M. 
Holmes, secretary-treasurer. 


National Hardware Show, Oct. 5-9 at 
Grand Central Palace, New York 
City, Fishing and Hunting Division 
of National Hardware Show to be 
held at 71st Regiment Armory, 34th 
St. and Park Ave., New York, Oct. 
5-8. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank Yeager, di- 
rector. 


National Housewares and Home Ap- 
pliance Show, July 13-17 at the 
Atlantic City Auditorium, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Manufacturers 
Assn., 1140 Merchandise Mart, Chi- 
cago 54, Ill. A. W. Buddenberg, ex- 
ecutive secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing’ director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis, Ind. 


National Wholesale Hardware Assn., 
annual joint convention with the 
American Hardware Manufacturers 
Assn., Oct. 11-14 at Atlantic City, 
N. J. Convention headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan, at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the whole- 
salers’ association with headquar- 
ters at 1900 Arch St., Philadelphia, 
Pa. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York 17, N. Y. 


Sporting Goods Show and Convention 
(National), Jan. 17-20, 1954, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 














NEW PROFITS 


= we 


TEENUTS 
sell on sight to 
home handymen 


Nationally advertised . . . proven in industrial use 
. ». now available for you to sell . . . TEENUTS pro- 
vide steel threads in wood. 





~! reenuts are ideal for metal-to-wood ap- 
plications and where old screw holes have become 
useless, provide flush mounting without counter- 
boring. User simply drills hole size of TEENUT bar- 
rel and its steel prongs provide rigid, permanent 
anchorage. Same size hole for bolt. Complete line 
to fit standard bolt sizes. Carded put-up retails for 
15¢... packed in eye-catching display carton. We 
are covering the trade as fast as we can. Check with 
your jobber, today. 

COLUMBIA FASTENER CO. 
Chicago 8, Illinois 








Permanent 
Mold 
Casting 





All Turnbuckles, Inc. turnbuckle bodies are 
now made by permanent mold casting, just 
like fine aluminum cookware. It results in a 
denser body that is stronger, as well as 
satiny smooth and bright. 


One Good Turn (Buckle) Deserves Another 


Tunbuckles 


TURNBUCKLES, INC. 
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Assn., One North LaSalle St.. Chi- 


Surplus Dealers Trade Show and Con- 


vention, July 26-29 at the Palmer 
House, Chicago, sponsored by the 
National Surplus Dealers’ Assn. 
Horst H. Backer, executive director 
of Convention Committee, 566 W. 
Roosevelt Rd., Chicago 7. 


Regional Events 


Yadgi & Co. annual fall show, Sept. 


13-15. Company headquarters, 1441 
Okie St., N. E., Washington, D. C. 


State Events 


Iowa Retail Hardware Association, 


convention and exhibit, Feb. 9-10 
at State Fair Grounds, Des Moines, 
Iowa. Convention headquarters 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Michigan Retail Hardware Associa- 


tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel, exhibit, Civic 
Auditorium. Harold W. Schumacher, 
Olds Bldg., Lansing 8, Manager. 


Price List for Paints 
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VES OURSIDE WHTE 479) 145 
TEXTOLITE IMPERIAL §3.65\ Ls 
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PINT 66 
kaw, - '@ 
wr 


Very few people have to inquire 
about paint prices at Schanck 
Hardware Co. in Libertyville, Ill. 
A large sign with prices by the 
gallon and quart for 10 finishes 
and in five sizes for a brand 
of enamel and semi-gloss saves 
everybody's time. The price list 
is located at one end of the paint 
department and next to the firm's 
office. 
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cago 2. Secretary, G. Marvit Shutt. 






















































The hex sockets are made from 
high carbon steel, heat-treated and 
forged on the blade in one solid 
piece. 


Counter Display 
#487 Amberlite Handles 
we Bridsepert 
® 
Se 
_, ieee 
/ . k 
j | Style 478 
/ ; Amberlite handles 
/ Plated blades 


/ $44 Hit 


Style 470 
Hardwood handles 
Brown walnut finish 


Counter Display 
#477 Wood Handles 


Bridgeport Nut Drivers are also 
available in open stock packed 
one dozen in a box — sizes 3/16 
to 9/16, 


Both these Bridgeport Nut 
Driver counter merchandisers 
deserve a prominent location 


HARDWARE MANUFACTURING CORP. 
Bridgeport, Connecticut 


Order Bridgeport Nut Drivers from your distributor or send inquiry to us. 





ee ee ee, 








@ For more information on these products and services 
use free post card on page 99. 


(Continued from page 13) 


stalled in minutes. It consists of 
special whirling blade that creates 
a vacuum which sucks dead leaves 
into mower’s dome. Blade is from 





single piece of tempered high car- 
bon steel; it cuts and chops leaves 
into small particles. Shredded 
leaves are further pulverized as 
they are blown through mulching 
screen, and sprayed evenly over 
lawn. Attachment comes packed in 
attractive display carton complete 
with all attaching parts. Reo Mo- 
tors, Inc. 

For more data circle No. 9 on postcard, p. 99 


Color Light Bulbs 


For displaying, illuminating and 
decorating, these six new reflector 
color light bulbs come in red, green, 
yellow, blue, pink and blue-white. 
They can be mixed with white light 
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to produce other colors. With per- 
manent color filters baked on their 
5 in. faces, the 150 watt lamps do 
not require color caps. List prices 
are: yellow, green and blue-white, 
$1.85; blue, $1.95; red and pink, 
$2.10. General Electric Co. 


For more data circle No. 10 on postcard, p. 99 


Linoleum Treatment 


Called Tops, this treatment gives 
linoleum counter tops plastic pro- 
tection against water seepage dam- 
age. It waterproofs and beautifies 
kitchen counters while it prevents 
staining and damage by soap, alco- 
hol, citrus juices, etc. Cleaner re- 
moves old wax and stains; two 
coats of the clear plastic liquid fin- 
ishes job and lasts indefinitely. Spe- 





cial applicators included. Complete 
unit, enough for largest kitchens, 
$2. Embree Mfg. Co. 


For more data circle No. 11 on postcard, p. 99 


Flat Button Tip Hinges 


Flat button tips instead of ball 
tips are now standard on all Stan- 
ley butt hinges at no extra cost. 
Ball tips are still being manufac- 
tured but it is no longer necessary 
to add the symbol “FBT” when or- 
dering flat button hinge by class 
number. The 241 hinge, formerly 
equipped with ball tips, now means 


flat button tips. If ball tips are 
preferred, the symbol “BT’ must 
be added after class number and 
size. On page 106 of the May 28 
issue of HARDWARE AGE, the sym- 
bol when ball tips are preferred 
was incorrectly given as “ET”; 
however, the correct symbol is 
“BT.” Stanley Works. 


For more data circle No. 12 on postcard, p. 99 


Plaster Scraper 


Scraper cuts plaster easily and 
can be used for making V-shaped 
or dovetailed cuts in plaster cracks. 
Manufactured by the Hook Scraper 





Mfg. Co., New York, it can be used 
for ceiling or wall work. Each 
cutter has three points, and cutters 
are replaceable. John H. Graham & 
Co., Inc. 


For more data circle No. 13 on postcard, p. 99 


Combination Shaker 


Lustro-Ware combination shaker 
and refrigerator container has ac- 
curate, easy-to-read graduations 
that show right amount of water 
for frozen juices, powdered milk, 
etc. It also can be used as mixer 
for milkshakes, cocktails and other 
beverages. Resilient plastic bot- 


(Continued on page 102) 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
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Postcard valid 8 weeks only. After that use own letterhead fully describing 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


Here is the new Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 


Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 
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BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 








POSTAGE WILL BE PAID BY 


HARDWARE AGE 
Post Office Box 60 


Village Station 


NEW YORK 14, N. Y. 


Be sure to give your 
full name and your 
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4 Powerful Reasons 
why costs go down with 


CHEVROLET *vc::° TRUCKS 


on the job 


EXTRA POWER WITH ECONOMY! More hauling power, greater 
economy! That’s the result of new 7.1 to 1 compression ratio of 
improved Loadmaster engine on 5000 and 6000 Series heavy-duty 
and forward control models—optional on 4000 Series heavy-duty 
trucks. Thriftmaster engine in light- and medium-duty models pro- 
vides traditional Chevrolet economy. 


ENGINEERED FOR THE JOB! With Chevrolet, you buy a truck that 
is exactly right for the job. Not too big. Not too small. You get a 
truck engineered from the ground up with your job in mind—with 
the right tires, springs, axle, clutch and engine. You get a truck that 
will stick on the job day after day, and do your work at lowest cost. 


BUILT TO LAST! The extra-sturdy construction of Chevrolet ad- 
vance-design trucks means longer life, even lower costs. Now, 
Chevrolet trucks are brawnier than before—with heavier, more 
rigid frames, with greater ruggedness and stamina built right in. 
These are the toughest and the sturdiest Chevrolets ever. 


THE LINE LISTS FOR LESS, TOO! With all the solid superiorities that 
Chevrolet offers—with all their special features and advantages— 
this great line of haulers lists for less than any other trucks of com- 
parable size and specifications. See your Chevrolet dealer. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES — 
the Loadmaster or the Thriftmaster —to 
give you greater power per gallon, lower 
cost per load. POWER-JET CARBURETOR — 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH —for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models. 
TWIN-ACTION REAR BRAKES—on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES—for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING — for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 
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WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 99. 


tom will not break even_.awhen 
dropped; square design is easy to 
hold and rounded corners form 
pouring spout. Rigid top is 
crowned for greater mixing ca- 
pacity and telescopes snugly inside 
container to form leak-proof seal. 
It holds more than a quart, will 
not absorb odors nor become 
stained. Suggested retail price is 
69¢. Columbus Plastic Products, 
Inc. 

For more data circle No. 14 on postcard, p. 99 


Wall Type Can Opener 


Blue Streak wall type can opener 
quickly cuts out any shape or size 
can top. Easily mounted by means 
of a wall bracket, it can be set for 





three convenient working positions 
or swung flush against the wall. It 
has positive locking action to hold 
can securely while it is being 
opened; dual gear action for fast, 
efficient cutting; and hardened 
steel cutters for long, trouble-free 
cutting service. Attractively pack- 
aged in blue and burgundy design. 
Turner & Seymour Mfg. Co. 


For more data circle No. 15 on postcard, p. 99 


Handy Chain 


Here is a 5 ft., 6 in. Handy 
Chain assembled with regular 2/0 
Liberty Coil straight link chain 
with a 1% in. diameter welded ring 
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at one end and a 3% in. swivel 
snap at the other. Available in 
either zinc or copper finish, chain 
comes 12 attached to a large ring 
for convenience in handling and dis- 
playing. Useful as trailer safety 
chain, boat mooring chain, bundling 
chain and barrier chain. Approxi- 
mate retail price, 89¢. Rownd Chain 
Cos 


For more data circle No. 16 on postcard, p. 99 


Fire Pots and Torches 


Line of L-P fire pots can serve as 
bench-type or tank-type_ units. 
They feature ‘corrosion-resistant 
heavy cast aluminum base, steel 
supporting posts, cast iron burner 
with wide flame range and high- 
speed melting efficiency, brass as- 








sembly parts, one-hand operation 
of flame control valve, one-piece 
steel hood, and permanent wind- 
shield for all-weather use. In 20 
Ib. and 11 Ib. sizes, operation is at 
full tank pressure without require- 
ment of regulator. Line of L-P 
torches has three interchangeable 
all-brass burners, needs no pres- 
sure regulators, and has removable 
orifice blocks. Turner Brass Works. 
For more data circle No. 17 on postcard, p. 99 


Molding Cutterhead Set 


New molding cutterhead and 
knife set can be used with stand- 
ard 8 or 10 in. circular saw to make 
wood moldings and professional- 
looking shaped edges. Easily in- 
stalled by putting cutterhead on 
saw arbor in place of blade. Made 
of high-speed alloy steel with pre- 
cision ground edges, cutters have 
a special locked-in-knife safety fea- 
ture. Set contains molding cutter- 
head, wrench, three cutters and a 


pea 





special bushing. Comes in colorful 
maroon and yellow carton. Retail, 
$9.95. Delta Power Tool Div., 
Rockwell Mfg. Co. 


For more data circle No. 18 on postcard, p. 99 


Cutlery Sets 

To be exhibited at the Atlantic 
City Housewares Show, these cut- 
lery sets have high carbon stainless 
steel blades with long lasting sharp 
edges. Blade tangs are molded into 
handles that withstand tempera- 
tures of approximately 210 deg and 
will not damage in dishwater. No. 
P106, illustrated, has 2 in. peeler, 
31% in. paring knife, 4 in. spreader 
spatula, 5 in. utility knife and 5 in. 
serrated utility knife. With rack 
of solid hard wood in natural finish, 
set retails for $7.50. No. P107, 
with similar rack, 34% in. paring 
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to Retail for *36 


Reg. Value 


12 Brushes, 3" Size, $1.00 Ea., to Retail for 
2 Brushes, 31/2" Size, $1.50 Ea., to Retail for 1.00 
12 Brushes, 4" Size, 


36 Brushes, 











Regular Value $54.00......... ....... 


75¢= 
= 12.00 
$2.00 Ea., to Retail for 1.25 = 15.00 
To Retail for $36.00 


ALL PURE BRISTLE 


36 Wall Brushes 


OO] 


TOTAL Hy 


9.00 





Dealer's Cost 


Only $24.00 










<n No > 
. “Guaranteed by > 
Good Housekeeping 


we 
Yor AS apvepristd WEES 





A PACKAGED DEAL 






* FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
+++ IN FACT, IT'S OUR THIRTY-FIRST YEAR! 


2 boxes 4" 





36 Brushes to a Carton Ready to Re-ship. 


Carton contains 2 boxes 3", 2 boxes 31/2", 


each containing 1/2 dozen 


MAIL THIS 


COLONIAL BRUSH MFG. CO., INC. 
NAME 


10th ANNIVERSARY WALL BRUSH SPECIALS 
packed 1 dozen each 3", 3/2" and 4" 












































3" SIZE 


ALL BRUSHES 
11/16" THICK 
WITH 2/2" 
BRISTLE LENGTH 





4" SIZ 





















160 WASHINGTON STREET, NO. 


STREET 









BOSTON 14, MASS. 


CITY 


Telephone: Richmond 2-2515 





ZONE 


If You Are a Dealer, Please Write the Name of Your Jobber in the Margin Below.) 








STATE 





































SCREEN PAINTER 
and DUSTER 


does them 
FASTER ... and BETTER 
... and EASIER 


Jiffy paints screens lightning fast . . . 10 TIMES 
FASTER than any other method! Puts on a smooth, 
even coat of paint that does not clog even the finest 
mesh. Comfortable in the hand. Easy to ciean. Sell 
2 with every can of paint. 


























Sells screen paint faster than ever before for you. 
Get your share of the ‘‘Do-It-Yourself’’ program 
in the 28 million American homes! 
Beautiful 3-color cut-out display holds quart of your 
screen paint with Jiffy screen painter and duster. Big 
, = et space for marking in 
special deals. Complete 
self-selling idea that 
spotlights your paint in 






use with Jiffy screen 


painters. 


Here’s the hard work- 
ing counter Salesman 
that makes bigger 
profits for you day 
after day. Order from 
your jobber now. 


A.B. CARLSON& CO. 


349 Woodlawn Ave. Aurora 2, Illinois 
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WHAT'S NEW 











knife, 5 in. serrated utility knife, 8 
in. roast slicer, 8 in. French cook 
and 91% in. ham slicer, retails for 
$11.95. Camillus Cutlery Co. 


For more data circle No. 19 on postcard, p. 99 


Cement for Plastics 


Plax, a cement for plastics, comes 
with handy brush-in-cap applicator 
for quick, clean, easy use. It welds 
all common plastics and can be used 
for airplane, car and ship models, 
toys and household articles. It is 


more than an adhesive; it fuses 
parts together in a permanent 
weld. Packed 1 doz. to colorful 





merchandiser 


counter 
box, 7x4 in., retail price is 25¢ per 


self-selling 


Testor Chemical Co. 
20 on postcard, p. 99 


bottle. 


For more data circle Ne. 


Tomato Slicer 
Slicex can slice a whole tomato 
at once and is designed to be used 


| like any knife. To be shown at 


the Atlantic City Housewares 
Show, it is made of nine stainless 
spring-steel blades attached to a 
cast aluminum handle. It also 


slices boiled potatoes or carrots, 
cucumbers, hard boiled eggs, etc. 
It is rustproof and evenly spaced 
blades have serrated edges, mak- 
ing 10 perfect slices. Suggested 
retail price is 98¢. Rice Fluffer, 





potato slicer, and garlic press will 
also be displayed at Show. Damar 
Products. 


For more data circle No. 21 on postcard, p. 99 


Ball Caster 

Alwayse ball bearing ball caster 
moves smoothly and silently in 
every direction. It cannot lock and 
rides with ease even over carpets. 
Strongly constructed to carry 





heavy loads, Alwayse is easily fitted 
to wooden and metal furniture of 
all types. Belf & Lustig. 


For more data circle No. 22 on postcard, p. 99 


Paint Roller 
Lightweight fountain 

paint roller, holding one pint, has 

nylon end caps and large-grip han- 


mode] 
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these powerful magazines 
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postcard, p. 99 


ball caster 24 advertisements working for you in the best months 
silently in of 1953! Tying in with the tremendous “Do It Your- 
. presen self” promotion, each advertisement shows a different 

use for Handicalk. Headlines and illustrations tell 


to carry 


how Handicalk will: 

STOP PAINT PEELING - SEAL UGLY CRACKS STOP WOOD ROT 
KEEP OUT DRAFTS + STOP WATER DAMAGE « ETC., ETC. 
These magazines have a combined circulation of 


8,949,000. This makes a total of 53,694,000 ‘reader 
impressions” on men and women who need Handicalk. 


asily fitted 
rniture of LAN 
N CLEV ERS, GEORGIA 


sostcard, p. 99 


BE PREPARED! ORDER Hondicalk FROM YOUR WHOLESALER TODAY! 
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Exclusive patented interlocking | 
reel arrangement. Sell 100 feet, e 


200 feet, or 300 feet as a single 
unit or pull off any cut length— 
without kinking. 


Avoid the pitfalls, the nuisance, the dirty, dusty 
merchandise connected with selling rope from the 
cellar. The Waterbury Rope Retailer is a complete 
rope department. It occupies a space less than 4 
feet square and the stand is only 42 inches high! 
lt gets the rope upstairs where your customers 
can see it and where it's easy for you to handle. 

The Waterbury Rope Retailer carries 6 popular 
sizes. %"— 300 feet, 3/16"— 300 feet, ¥"— 300 


feet, Yo" — 300 feet. In the back of the stand are 


reels of: Ye"—200 feet, ¥%"— 200 feet. 
Ask your jobber! 
WATERBURY ROPE 


SALES CORPORATION 
Quality Rope Makers Since 1816 


88-90 WALLABOUT STREET, BROOKLYN 11, NEW YORK 


Sales Agent: JOHN H. GRAHAM &CO., INC., 105 DUANE STREET, NEW YORK 8, N. Y. 
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WHAT’S NEW 


@ For more information 
on these products and 
services use free post 
card on page 99. 





dle. It can be filled quickly and 
easily without hands touching paint 
by simply standing roller on end, 
unscrewing end nut, lifting up end 





cap, pouring paint into cylinder, 
replacing cap and tightening nut. 
Paint flows smoothly and evenly 
without dripping. Roller applies 
paint to plaster, wallboard, wall- 
paper, cement and brick veneer; 
removes old wallpaper when filled 
with hot water. Attractively pack- 
aged in yellow and blue carton. 
E Z Paintr Corp. 


For more data circle No. 23 on postcard, p. 99 


Cake Coolers 


Added to the Androck line of 
wireware, these cake coolers are 
solid stainless steel, rustproof, 
stainproof and easy to clean. They 


RCE RR t 


OP are ie 


enue coovens 
Yes tever 





withstand high temperatures and 
can be used in oven for roast rack, 
broiler or baking rack. No. 421X 
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Tripled sales wherever used! 


In markets where SIMONIZ has tested this offer, 
sales have been almost 3 times greater than in 
other cities—and DOUBLE those of the nearest 
competitor! 

Now SIMONIZ goes national with this power- 
ful sales-boosting offer. Watch your sales of 
BODYSHEEN soar! This amazing offer may well 
triple your sales of this new SIMON IZ one step 
cleaner-polish—so revolutiorary that it practi- 
cally ends the need for car washing. 


Nothing For You To Do 


No coupons, no special packs, nothing extra for 
you to do. Offer sells shelf stock like magic. 
Customer pays you full price— you make your 
regular percentage of profit. FREE ad mats, 
window banners, can toppers, to help you tie-in 
with large-space magazine and newspaper ads. 
Get your share of profits from this pre-tested 
promotion by stocking, displaying, promoting 
SIMONIZ BODYSHEEN! 











THATS RIGHT! WE SEND 
BODYSHEEN CUSTOMERS 

YOUR WAY TO BOOST 
YOUR PROFITS ! 










Tested “We Pay” offer will make 
| BODYSHEEN sell even faster! 





This offer will “ppear in LIFE, Aug. 17th and 
SATURDAY EVENING POST, Sept. 12th. 


We pay en 
BODYSHEEN.. 

















This bargain offer is made 


(see offer below) 
to introduce amazing new 
discovery of SIMONIZ 
laboratories — BODYSHEEN! 





THROW AWAY THAT SPONGE AND WASH PAIL! 
It's no longer necessary to wash* your car. Now 
—m one simple step—you can clean and polish 
your car— 

SHEEN on—see how it cleans ! 


Let it dry, then 
wipe off... off comes dust, road 


scum and traffic 








film. See how your car gleams! 
BODYSHEEN quickly brings 
ral brilliance. Enriches o 
longer-lasting shine. Bo 
cleaner-polish backed by 
Get BODYSHEEN today 


*l/ car ise reeptionally dirty, re. 
dirt with clear water 


out your car's natu- 
olors. Gives a brighter, 
DYSHEEN is the only 
world famous Simoniz. 


move heavy layers Of gritty 


















Here’s 





Set your 98¢ refund! 
er ulike Enclose BODYSHEEN 

- 1 
ae 4. Be Addnes em Dept. Bos, 
c hicago 16, I We will refund One 
Only one payment to a family 


ontinental U.S. Expire 


how to 














Offer good only * Oct. 31, 195 
mt « . 3. 
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is 101% in. square; No. 233 is 10% 
x17 in., can hold two cakes, and has 
pure tin finish. Both models are 
sold in pairs. No. 421X retails for 
$1.69 per pair; No. 233, $1.19 per 
pair. Washburn Co. 


For more data circle No. 24 on postcard, p. 99 


Electric Clock 


Self-starting electric numeral 
clock, Model No. 962, comes in 
medium brown, maroon or green 
finish. Called Lyra, it is 4% in. 





high, 10% in. wide and 4 in. deep. 
Covered in cordovan leather, it is 
gold tooled in 24K gold key design. 
Individually packed, it retails for 
$69.50. Pennwood Numechron Co. 


For more data circle No. 25 on postcard, p. 99 


Oval Pail 

This 12 qt. oval pail of sturdy 
steel with alloyed zinc coating is 
resistant to rust and corrosion. De- 








sign is adaptable for use with 
sponge mops. Narrower width al- 
lows it to fit more snugly on step- 
ladder extension platforms, steps, 


108 


window ledges, etc. Its shape forms 


natural pouring spout, reduces 
spillage, and gives greater carry- 
ing balance. Wheeling Corrugating 
Co. 


For more data circle No. 26 on postcard, p. 99 


Aluminum Clothes Dryer 


Lightweight aluminum clothes 
dryer, to be displayed at the At- 
lantic City Housewares Show, is 
umbrella type model with roll 
formed sections and extruded parts. 
AlumiDryer can be opened or closed 
with one hand because of lever lock. 
Reinforced two-piece mast simpli- 
fies shipping and storage. Dryer 
is rustproof. R. D. Werner Co., 
Inc. 


For more data circle No. 27 on postcard, p. 99 


Pre-assembled Lockset 


Simple and quick to install, this 
Reddi-Mount cylindrical lockset is 
factory pre-assembled and can be 
installed as one unit. Highlight is 





a free-wheeling knob that spins 
when locked, to prevent forced en- 
try and damage to the mechanism. 
Other features are locking push- 
button in knob, 5-pin cylinder, 
brass latch, solid brass trim, con- 
cealed screws and automatic un- 
locking by turning inside knob. 
J. Chesler & Sons, Ine. 


For more data circle No. 28 on postcard, p. 99 


Plastic Hose 


Completely impervious to rot, 
mildew and fading, this viny! plas- 
tic soil soaker hose can be curved 
around objects for controlled water- 
ing where needed. Hose can give 








full spray, gentle sprinkle or thor- 
ough soaking without washing 
away loose soil; hundreds of tiny 
holes make possible a complete 
watering for length of hose. Avail- 
able in 25, 35 and 50 ft. lengths. 
Hancock Mfg. Co., Inc. 


For more data circle No. 29 on postcard, p. 99 







Stove Top and Table Mat 


Sprays of golden wheat and wild 
bluebells on a white baked enamel 
background is design of new Pro- 
Tex stove top and table mat called 
Golden Harvest. To be displayed 
at the Atlantic City Housewares 
Show, it is made of metal and as- 
bestos, and comes in four sizes: 
18x20 in., 1514x220 in., 14x17 in. 





and 7x7 in. They range in price 
from approximately 19¢ to 89¢. Bal- 
lonoff Metal Products Co. 


For more data circle No. 30 on postcard, p. 99 


Furnace Line 

Three new models of gas-fired 
forced air furnaces with input rat- 
ings of 75,000, 95,000 and 120,000 
Btu’s can be used with conven- 
tional air handling systems as well 


U.S.A. 
25 





as Blend-Air small duct system. All 
models are AGA-approved for nat- 
ural, mixed, manufactured, LP and 
LPG-air gases. Designated the H 
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TWIX PRESENTS 


THE ONLY 2 PIECE 
EASY CARRYING SQUARE 


AKE-DOWN” 
RAFTER & FRAMING SQUARE 


AT LAST, an easily carried Take-Down Rafter 
and Framing Square! A precision tool that 
is practical for carpenters, mechanics, home- 
owners and hobbyists. It is skillfully calibrated 
to simplify many problems in laying out work 
. . . yet, when assembled maintains absolute 













MARK ee 
N.Y. 

















accuracy and rigidity. 







e Etched markings 
e 12 Gauge Steel, black oxide finish 
e Baked-in white lettering 







Each square is individually packaged in a 
heavy vinyl carrying case with a clear “See 
Thru" front panel. Complete instructions are 
included. 






If your regular jobber can't supply you, 
write to: 






TWIX MANUFACTURING COMPANY, 'NC. 


40-19 TWENTY-FIRST STREET, LONG ISLAND CITY 1, N.Y. @ STillwell 4-0530 










WHAT'S NEW 


@ For more information on these products and services 
use free post card on page 99. 












series, they have single port upshot 
burner and centrifugal blower. 
They have leakproof joints, heavy 
gage steel heat extractors and steel 
liners. Cabinet finish is hammer- 
loid tan. Coleman Co., Inc. 

For more data circle No. 31 on postcard, p. 99 


Lunch Box 


Sturdy, spacious Varsity lunch 
box, illustrated, is 5 11/16x8 9/16x 
13 11/16 in. and comes in oval shape 





lunch box has two handles, lift out 
simulating a football. To be ex- tray, and comes in red, white and 
hibited at the Atlantic City House- blue on aluminum. It features 
wares Show, it has two handles, lift space travel design including 
out tray, and imitation pigskin  pjanets, rocket ships and space men. 
grain finish in brown with white Continental Can Co. 

lacing. Oblong shape Rocket Patrol For more data circle No. 32 on postcard, p. 99 


Concave Knobs 

This N-60 group of die cast con- 
cave knobs comes attractively dis- 
played on an 11x14 in. natural birch 





























board, showing three sizes of knobs 
and two sizes of backplates. Knobs 
range in size from 1% to 2% in. in 
diameter; finishes include Bright 
Brass, Dull Brass, Dull Bronze and 
Bright Chrome. Backplates come 
in brass or bronze and are 2% and 
3% in. in diameter. Other features 
are bevel-edge styling, high-accent 
finishes and smooth, comfortable 
feel. National Lock Co. 


For more data circle No. 33 on postcard, p. 99 








(3 reasons why you can sell 


“MR. BLISTER” 


THE ELECTRIC PAINT REMOVER 




















1. The big, growing “do-it-yourself” market. 
2. Proven quality ... guaranteed full heat. 
3. Pleased users develop added sales. 


It’s fast, safe . . . no open flame. Heats, 
blisters paint, easily scraped clean with 
putty knife on flat surfaces; with wire 
brush from moldings; with knife from 
wet, steamed wallpaper. Perfect job on 
boats. Used indoors or 
out. Heating element 
guaranteed for one 
year. See your whole- 
saler. 








RETAILS AT 


*10.95 



















REMOVES PAINT, 
WALLPAPER, PUTTY 












“THE B & L TOOL and MACHINE CO. 
PLAINVILLE, 


CONNECTICUT 


SOLD ONLY THRU WHOLESALERS 
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Fan Line 


Deluxe fan line is available in 
vertical discharge (illustrated) and 
horizontal discharge models, each 








having a corresponding Standard 
line model in both vertical and hori- 
zontal types. Eight models range 
in size from 24 to 48 in. and are 
identical in Deluxe and Standard 
lines with exception of sealed-ball- 
bearing motors which are not used 
in the Standard line. Full 10-year 


guarantee on each Deluxe model. 


Murray Co. 
For more data circle No. 34 on postcard, p. 99 


Intercollegiate Football 


Called the DM5, this new Inter- 
collegiate football is precisely bal- 
anced for greater sureness and ac- 
curacy. Designed to give the great- 
est proficiency in punting, passing 
and ball handling, it is scientifically 





tanned, has tacky finish for better 
gripping and is waterproofed by a 
new process. Draper-Maynard Co. 


For more data circle No. 35 on postcard, p. 99 


Drill Bits-Chuck Adapter 


Complete line of drill bits in all 
sizes is now available. New chuck 
adapter for use with small size drill 





One-hand Operation and 


.-- the ONLY Latch 





on the market with both = 
e 
e 


Dead-Bolt Protection! 









.-.-@ line with a large selection for 
every purse and purpose! 

















DON'T MISS THIS 
SPECIAL INTRODUCTORY OFFER! 
1 Night Latch Kit 102-S 


RETAIL VALUE $49.55 
YOUR REGULAR COST —333-65— 
COSTS YOU NOW $26.92 


because for the first time you get 5 
attractively mounted demonstrators 
at half the regular cost! 

Kit includes: sparkling wooden 
display mounted with 5 demonstra- 


tors. Fast selling back-up stock... 
1-No. 4285... 2-No. 4289 ...2-No. 
4265 ...3-No. 4257... 1-No. 4335. 

Literature, Dealer Mats, Radio 
Spots, and electros come with Kit, 
too! 

SaF-T-Lock is nationally ad- 
vertised . . . easy to install. Order 
your Kit today from your jobber. 
Or write us, Dept. 1F. 
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(60-80) is also offered. Adapter re- 
duces bit breakage and permits bet- 
ter bit control. Chuck jaws close 
down to zero taking the finest wire 


drills (size 80). No. D chuck 
adapter is precision made of high 
carbon steel and retails for $1.25. 
X-Acto Crescent Products Co., Inc. 


For more data circle No. 36 on postcard, p. 99 


Oil Space Heater 

Floor level heat is made an integral 
part of this budget-priced oil space 
heater’s construction at slight extra 
cost. Model 153, it blows warmed 
air through an aperture at the bot- 
tom to provide a comfortable flow 
of heat across the floor of a room. 
It also features furniture piece styl- 
ing, ease of service, easy-to-clean 
finish, fuel economy, built-in floor 
leveler legs, large radiant heat 
grills and heat chamber, simplified 
lighting, and vaporizing burner. It 
has 50,600 B.t.u. output with a 10 
in. burner. Also comes without 
Heatwave Blower to be used as 
ordinary circulating heater. Evans 
Products Co. 
For more data circle No. 37 on postcard, p. 99 


Saf Tack 





Sargent and Company 
New York * NEW HAVEN, CONN. « Chicago 


Builders Hardware and Fine Tools since 1864 
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Sane O8 A RiFUap o> 
F" Guaranteed by > 
Good Housekeeping 


* 
245 sorcery WT 


Rubber Tipped Legs 


LAUNDRY CART 


The Original “Sav-Ur-Bak” 


No woman likes to carry heavy, wet 
clothes...or continually stoop over 
to hang them up. That is why 
Cat-Dax Laundry Carts are such 
big sellers! Order fast-moving, 
profitable Cat-Dak Laundry Carts 
from your jobber. 


The Great New Name in Housewares 


Cal-Dak ~ Cal-Dak 
TV Tray Laundry 
Table Carts 






$2.95 


Cat-Dak specializes in products that 
make living easier for your customers 
and selling easier for you. Join the ever- 
increasing number of stores that feature 


Write for Full-Color Catalog Sheets on Complete Line 


CA L- D A K Colton, California 
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| 


| Upholstery Cleaner 

| Liquid concentrate upholstery 
cleaner requires only water to bring 
it to proper strength. To be ex- 
hibited at the Atlantic City House- 
wares Show, it can be whipped into 
thick foam which prevents over- 
wetting of fabrics. Foam is easily 
applied with sponge or brush and 
wiped off with clean cloth. It has 


| 


detergent base and leaves no sticky | 








| residue. 


It dries quickly and is ef- 
fective on common household dirt 
and hair oil stains. It is made for 
color-fast fabrics and comes in pint 
and quart sizes. Glamorene, Inc. 


For more data circle No. 38 on postcard, p. 99 


Paint Rollers 


Fabric covers to carry larger 





paint loads, ability to apply prac- | 
| tically all protective materials, and 


sturdy construction are featured in 
these two new paint rollers. Long 
Boy is for use with any length han- 
dle or pole up to 1% in. diameter, 
fastening on quickly and securely 
by means of adjustable worn-gear 
clamps. Its removable cover is 9 
in. long, made of electrified lambs- 
wool on heavy gage steel frame; 
bearings are nylon. Long Boy 
Painter Kit, including roller and 2 


THE LAST WORD 











IN 
RE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 














STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED _ 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 








ave 
a 


16 ee ee ae 
LONG ISLAND NEW 


ca 3 








DAI SY line 


CRUTCH AND CHAIR TIPS 


MADE TO 
GOVERNMENT 
SPECIFICATIONS 


In Black, White, Red, 
Green, Yellow, Blue 
and Gray Rubber 





The famous DAISY Crutch and Chair 
Tips are the finest quality tips you can 
stock. They sell at a popular low price— 
give complete satisfaction—and pay a 
nice profit. Made strictly to government 
specifications and available in all sizes 
in colors listed above. 


Write today for prices 


| SCHACHT RUBBER MFG. CO. 


Chicago Heights, Illinois | gal. metal paint tray with distrib- | 


Dept. H Huntington, Ind. 
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9 . handling time... . 


for customers to carry home. 


Here’s THE NEwEsT in the Libbey line-up of high- 
profit prepacked glassware sets! 

Libbey’s new Hourglass—“the glass of the hour” 
—was made especially for long, cool summertime 
beverages. The modern shape and balance makes 
the glass easy to hold. Perfect for iced tea, iced 
coffee, and all summer beverages including home 
sodas and coolers. Its big 15-0z. size takes a full 
bottle of beer comfortably . . . cuts down trips to the 
refrigerator for refills. Smooth, chip-resistant drink - 


LIBBEY GLASS Glaswre Sat 


esTaAsLitisHend 1818 


You can sell these glasses in com- 
plete sets of 8 at about $1.50 (slightly 
higher in South and West). 


Hourglass Sets are attractively 
boxed. Prepacking minimizes your 
makes it easy to 


build eye-catching displays . . . easy 


Hourglass 


"the glass of the hour" 
by Libbey 


oa Dig, 
new summer 
beverage 
lass 














> 








ing edges are guaranteed: “A new glass if the rim of 
a Libbey ‘Safedge’ glass ever chips!” 

Suggest an Hourglass Set when your customers 
ask for your help with gift suggestions. It makes a 
wonderful gift that will be welcomed by any host 
or hostess. 

Start making your promotion plans now. Be 
ready for the most popular beverage-drinking 
months just ahead. To order, see your Libbey Glass 
distributor or write to Libbey Glass, Toledo 1, Ohio. 





LIBBEY GLASS, Division of Owens-lillinois Glass Company, Toledo |, Ohio 





























LLARAAM AL 


Only two square feet of space — but 
it gives you fast turnover at a nice 
37\%% profit. 

Modernize your brush department 
with this new mass display that 
shows brushes, not furniture. 

Put it in a good traffic spot, and 
watch your household brush turn- 
over — and profits — start to climb. 

Rent-free with Kellogg Assortment 
No. 2944— consisting of sixteen tested, 


sure-fire sellers that pack 37144% : will 
profit for you. Double 
Sales 


Order today from your wholesaler — 
or write us for details. 


Kellogg @ Brushes 


Kellogg Brush Mfg. Co., Westfield, Mass. 











WHAT’S NEW 


utor screen, retails for $6.95. Twin- : q 
Boy is combination long-and-short 
reach roller with worm-gear clamp 








oll 
and extension handle. Twin-Boy 4 
unit, with 9 in. roller, cover and 44 
in. extension handle with clamp, re- 
tails for $3.70. Wooster Brush Co. 
For more data circle No. 39 on postcard, p. 99 
Towel Ring ‘in, 
X 


Lucite and chrome stirrup-type 
towel ring can be easily attached to 
the bathroom wall within easy 
reach of the shower. The 6 in. wide 





wr 





lucite ring is swivel-attached to the 
chromium-plated, die-cast Zamak 
metal wall mounting. Hall-Mack 
Co. 


For more data circle No. 40 on postcard, p. 99 
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Sliding Door Hardware 


For disappearing wardrobe and 
interior doors, this sliding door 
hardware is easy to install and for ta 
gives smooth operation. No. 920 othe 
track is of heavy gage, pre-plated 
steel with holes in top and back for k 
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PHOENIX | 
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ind-short wt 
ar clamp is 












‘win-Boy 
r and 44 
lamp, re- 
rush Co. 
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rup-type 
ached to 
in easy 
in. wide 
Fastest Selling Profit Maker 
- 
in the Smallest Floor or Counter Area! 
* 3-dimension beauty —so realistic it has to be touched “ey 
to see that it’s printed! bist mae 
° ss emate an ae needlework sampler ‘"-BUY-WORTHY” Features: 
specially designed for Aristo-Mat! * 4 durable coatings on heavy-gauge steel 
Aristo-Mat’s “Sampler” answers the growing demands assure long life, lasting beauty! 
for Early American styling — brings new and extra * Will not chip, peel, fade . . . rust and 
¥ stain-resistant! 
profits to you! 
1d to the * Patented Kant-Kut Korners! 
Samak You can always be sure there’s an Aristo-Mat designed * Asbestos-cushioned backs! 
all-Mack for every taste . . . for any decorative scheme. * Priced to fit every purse! 
tcard, p. 99 qanet OR A Beruna o> - , 
@" Guaranteed by > Nationally Advertised to Help YOU Sell 
Good Housekeeping Permanent Showrooms: 11-104 Merchandise Mart, Chicago, Ill. 
are 2 45 apvennst> WET Canadian Representatives: The D. G. Clark Agencies, London, Ontario, Canada. 
obe and ? 
ng door : 
oe For further information regarding PHOENIX TABLE MAT CO, 
0. , 
-e-plated i other patterns write directly to: he 1718 E. 75th Street ° Chicago 49, Illinois 
back for I " 
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CHENEY 


Nail Holding 
Hammers 

































Place your order now 
and receive free of 
charge the famous Cheney 


8 Mo. 938 hammers, 16 07. 
2 Wo. 937 hammers, 20 07. 
2 Wo. 944 hammers, 18 07. 
1 Mo. 938 hammer, 16 07. for 


Nail Chart. 


bell or octagon face. 


a3 /, 


ee 


by 


uw 
\/ 
Ik 


venny CHENEY 


use with display—at half price 
1 Sales Maker display — 
free. Plus, the new Cheney 





Sales Maker Counter dis- 
play, plus the new Cheney 
Nail Chart. Here's the deal: 


Hammers available in either 


HAMMER 
CORP. 


LITTLE FALLS, NM. Y., U.S. A. 











WHA 








@ For more information on these products and services 
use free post card on page 99. 


attaching with wood screws. Track 
comes in 4, 5 and 6 in. lengths. No. 
901 adjustable hanger has 1% in. 
diameter fibre wheel which is ma- 
chined to center it in the track for 
smooth operation. Hanger is suit- 
able for doors 34 to 1% in. thick, 
weighing up to 100 Ib. No. 914 flush 
pull and No. 916 edge pull are for 
use with sliding doors. Frantz Mfg. 
Co. 


For more data circle No. 41 on postcard, p. 99 


Hassock Line 

Sturdy steel-rimmed frames; 
extra heavy hinges holding covers; 
and tops, sides and bodies that are 





padded and tufted are features of 
new hassock line to be shown at At- 
lantic City Housewares Show. 
Storage hassocks, they have foam 
rubber seats and covers that are 
heavily upholstered and double 
welted. Plastics in leather-like 
finishes come in seven washable 
colors. Line features four new 
shapes in variety of sizes. Sug- 
gested retail ranges from $10.95 
to $15.95. Pearl-Wick Corp. 


For more data circle No. 42 on postcard, p. 99 


Package Sealer 

National Package Sealer Model 
No. 208 is equipped with Length- 
O-Graph which measures tape or 
labels in lengths of 3, 4, 6 and 8 in. 
automatically, eliminating tape 
waste. Lever instantly feeds tape, 


moistens it and cuts it off in pre- 
determined lengths. Automatic 
pressure brush moistener insures 
consistent, overall moistening of 
gummed surfaces. New rolls of 
tape can easily be threaded into ma- 
chine with instant-release pinch 
roll which eliminates tearing when 
removing roll. Nashua Corp. 


For more data circle No. 43 on postcard, p. 99 


Portable Electric Heaters 


Newly styled portable electric 
room heaters are available in two 
models. No. 5230 (illustrated), the 
Custom Safety, features fan-forced 
plus radiant heat. Capacity is 1320 
watts, and it delivers 42 cu. ft. per 
min. of warm air; safety switch 
cuts electric current automatically 
if heater tips over. Finished in sil- 
ver-gray enamel with chrome trim, 
heater measures 12x1114x13 in., 
weighs 7 lb. Similar to the 5230, 
Model 5200, the Custom, comes in 
bronze enamel with maroon trim; 





available as fan-forced heater only. 
Suggested retail: Model 5230, 
$18.95; Model 5200, $16.95. Arvin 
Industries, Inc. 


lor more data circle No. 44 on postcard, p. 99 


Automobile Restyling 


Complete color restyling of Jet 
Line Series of juvenile automobiles 
includes the use of complementary 
colors, simulated plaid seats, and 
brilliant trim. Hook and Ladder 
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sell high-quality Hodell Chains 


more rapidly and profitably 


Get ready to sell more chain with this eye-catching 
new Hodell Chain Merchandiser. Ask your jobber 
for it. 

This modern Chain Merchandiser with its well- 
balanced chain assortments stops store traffic and 
constantly reminds your customers that you have the 
dependable chain they need. 

The Chain Merchandiser requires less than two 
square feet of floor space. It is sturdily built of tubular 
steel and brightly finished in red and yellow enamel, 
and available with your own choice of two fast-selling 
chain assortments. 

Your jobber can give you full details on the Hodell 
Chain Merchandiser and chain assortments .. . de- 
signed for bigger chain profits for you... or write 
directly to us for the illustrated three-color folder that 
contains full information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 
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FASTENERS K& } HODELL CHAINS 


CHESTER HOISTS 


11 





WHITE MOUNTAIN 


APPLE PARER, 


40 


SELLS ..- 
SELLS . . - 
and 
SELLS! 


—BECAUSE 

IT’S A REAL 

OLD AMERICAN 
FAVORITE! 


RETAILS AT 


You won't sell a White Mountain to the one person in a million who $3.75 


dislikes home-made apple pie .. . 


tomer satisfaction. 


but *the 999,999 others—apple pie 
lovers all—will buy! Simply because this device pares, cores, and slices "Fai! fasues of Sus: 
an apple in one five-second operation giving perfectly prepared apples 
every time for honest-to-goodness, mouth-watering apple pie. Your 
guarantee of White Mountain's Apple Parer, Corer, and Slicer sales- 
ability lies in a sales record of over 50 years—a proven record of cus- 
So simple even a child can operate it. 
now through your jobber. Be ready for the early apple harvest. 


GOODELL COMPANY, 


National advertising 
in Fall issues of Suc- 


set Magazine, Amer- 
avn Fruit a 


Virginia Farm News, 
Minnesota Farmer. 


Stock ~ Attractive display 
available. 


Established 1875 
ANTRIM, NEW HAMPSHIRE 


WHAT'S NEW 








T= greatest asset your store has is 

your selling time. The Oster “Pipe 

Master” can cut the amount of time 

pipe threading takes away from your 
ling time by 600%. 


Facts prove that to cut-off, ream, and 
thread a 2” pipe by hand takes 7% min- 
utes. The Oster “Pipe Master” does it 
in about 1 minute—saving over 6 min- 
utes. Time saved on other sizes down 
to %” is proportionate. Those minutes 
can be spent getting customers closer 
to the cash register. 

The Oster “Pipe Master” is a rugged, 


versatile machine. It’s easy to operate 
and easy to move. And its price is right. 


1893 » CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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“PIPE MASTER” 


can cut your 
threading 
time 600% 


For facts that prove the “Pipe 
Master” can save you money 
see your friendly Oster Whole- 
saler, or write us for a free, 
fully illustrated booklet. 


| | THE CSD MANUFACTURING CO. 


2028 East 61st Street, Cleveland 3, Ohio 


Send me full facts on the Oster “Pipe Master’. 


| Name. 











| Company 





| Address 








model has white body, bright red 
114 in. wide embossing along lower 
edge of sides, and the same red on 
seat, handrails, bell hanger and 
wheels. Two wooden ladders are 
yellow and windshield and steering 
wheel are black. Bumpers and grill 
are silver; bell, head lamps and hub 
caps are chrome plated. Sides have 
red lettering with large Fire Dept. 
decal in red, black, yellow and 
white. BMC Mfg. Corp. 


For more data circle No. 45 on postcard, p. 99 


Coffee Carafes 

New “glitter-n-gold” line fea- 
tures coffee carafes with anodized 
gold neckband and gold stripes on 


KES 


ditt” Ye 


bowl to match; molded-grip handle 
is black plastic. Black plastic stop- 
per and table mat included. Twelve- 
cup carafe retails at $4.45; eight- 
cup, $3.95. Two-cup size also avail- 
able in sets of two, at $3.50, with 
two black plastic table mats in- 
cluded. Candle-Light Service, con- 
sisting of crystal and chrome cof- 
fee warmer with candle in center 
and gold carafe, now includes 8 and 
12-cup sizes, retailing for $7.45 and 
$7.95, respectively. Silex Co. 


For more data circle No. 46 on postcard, p. 99 


Return Air Grille 


Low-cost return-air grille, No. 
333 Series, is attractive and sturdy. 
It can be installed in ceilings, walls 
or doors, and comes in a wide range 
of sizes with capacity enough for 
any given system. Full-depth fret- 
work is set at 22° angle, concealing 
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form spatter than 2 


This is FiuE dae is tan cama 
adopted by leading builders. 


The addition of this extra butt mounted in 
the center of the door relieves the strain from 
the top and bottom butts. 


Wiis Uo thes toes dame: of dudis weeping 
when this improved method is used. 


























Preserve perfect 
alignment of doors 
this simple way! 


When three butts instead of *he usual 
two are employed, doors are held in 
rigid alignment. Further adjustments are 
seldom required. Smooth-working locks 
ond latch actions are also assured 
Order your supply of these 


popular styles today! 


MANUFACTURING COMPANY 
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BLOCK TEST PROVES 
AMAZING A/F* OF 


FLEXISEAL 


CAULKING C 


OMPOUND 


CCEURTROCSGOSER OR SRL ARE IRIEL 


*A/F—Adhesion and Flexibility 
This block is made from two pieces of 
hardwood with bevelled edges, fastened 
to a piece of plywood to form a joint 
which is caulked with FLEXISEAL. 





CUEUEIGCERSOCCS OSCR SROEDOSETERS  EtaneT 


r ; & 


To demonstrate the terrific adhesion 
and flexibility of FLEXISEAL CAULK- 
ING COMPOUND under expansion and 
contraction found in normal building 
construction, the block is flexed by 
hand. For the illustration above, how- 
ever, the block was bent mechanically to 
spread the joint a full 3/16”. Note that 
even under such extreme stress, FLEXI- 
SEAL CAULKING COMPOUND main- 
tains a tight seal and does not pull away, 
crack or craze! 

FLEXISEAL CAULKING COM- 
POUND does not dry out or harden in 
storage or on the job. It sets up quickly 
and forms a tight, tough seal. Elasticity 
of its rubbery surface-skin lasts and lasts 
and lasts. 

A good caulking job depends on a 
good caulking compound to protect 
against moisture damage and heat loss. 
Stock and recommend FLEXISEAL 
CAULKING COMPOUND to maintain 
customer confidence. Assure yourself of 





Order FLEXISEAL CAULKING 
COMPOUND from your jobber; 
or write the factory for full in- 
formation and prices on all FLEXI- 
SEAL Products. 


LANDEN PUTTY WORKS, inc. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 99. 


openings, retaining strength of the 
piece, and providing a generous 
free area. Made of heavy-gage steel 





























with an angle frame spot welded 
on, it comes in beige prime coat or 
Metalescent finish. Air Control 
Products, Inc. 


For more data circle No. 47 on postcard, p. 99 


Clothespin Bag 

New type clothespin bag, Hem- 
last Close-O-Matic, opens and 
closes automatically. It hangs con- 
veniently open when suspended 
from clothesline by one hook, closes 





itself when hung by the other. 
Made of durable waterproof awn- 
ing material in gay colors, it holds 
enough clothespins for a big wash. 
Galvanized hooks are rustproof. It 
comes packed in clear polyethylene 
bag for maximum display, and re- 
tails for $1. Gustin-Kramer Co. 


For more data circle No. 48 on postcard, p. 99 


Ingredient Can 


Heavy gage reinforced steel body 
of ingredient can prevents damage 
to the body and flaking on the in- 
side. Hot dip galvanizing resists 





rust and prevents contamination of 
mixtures. Sanitary seams make 
cleaning easy. It comes with easy 
rolling steel or rubber wheel cast- 
ers, and with plain or corrugated 
bodies, in 20 to 33 gal. capacity. 
Witt Cornice Co. 


For more data circle No. 49 on postcard, p. 99 


Plastic Paints 

Complete line of self-pressuriz- 
ing plastic paints for indoor or out- 
door use comes in 30 colors and 





three metallics. Pressurized cans 
have spray nozzles which are inter- 
changeable from one can to an- 
other. Eliminates cleaning or soak- 
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Emphasize this point when you sell... 


Brushes with Du Pont Nylon Bristles 


are easy to clean 


Brush cleaning is easy for your customers when they use 
brushes with Du Pont nylon bristles. This sales point is im- 
portant. By stressing it you can help yourself to extra brush 
salesand moresatisfied customers, Easy-to-clean paint brushes 
with Du Pont nylon bristles are made in all types and sizes 
by leading brush manufacturers. Always keep a full stock 
on hand. 


Point out the name 






DU PONT NYLON BRISTLES 


Re n 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 
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And here are five more good reasons why your 
best brush sellers have Du Pont nylon bristles: 


LONG, FINE TIPS. Filaments of Du Pont nylon 
that have long, thin, slightly curled tips mean 


excellent paint pick-up and flow. 


SMOOTH PAINTING. Nylon bristles won't 
cut through paint film. They flow the paint 
smoothly ...lay down a smooth, even coat. 


RIGHT FOR ALL PAINTS. Brushes with Du Pont 
nylon bristles are ideal for all paints—including 


caseins and rubber-base paints. 


BRISTLES WON'T BREAK OFF. Nylon is tough 
and durable. Bristies won't break off to mar work. 


LONG-LASTING. Nylon outlasts other type bris- 
tles 3 to 5 times. And nylon resists moths, vermin 
and fungi. 











SINCE 1912 
Protection for Masonry 












MASONRY 


INSTANTLY | 




































STOPS THE LEAKS 


cellar, Ask for Circular No, 14, 


THOROSEAL 


SEALS THE SURFACE 


Against entrance of moisture into masonry, 
prevents mildew, which causes sour odors 





QUICKSEAL 


FOR BEAUTIFUL FINISH 
In paste! shades for finish coat over THORO- 
SEAL base applications. Ask for Circular 
No. 15 and Color Card 32-8. 





Write for Pictorially 
described literature 
“HOW TO DO IT” 








WATERPLUG 


In every type usable below-grade room, 
tunnel, dom, water-supply system and 








in interior rooms. Ask for Circular No. 16. | 


WHAT’S NEW 








ing of brushes between jobs or 


when changing colors. Partially 
used contents keep indefinitely 
without deteriorating. Protective 


Coatings Corp. 


For more data circle No. 50 on postcard, p. 99 


Furniture Refinishing Kit 


Instructions on proper procedure 


| for refinishing furniture, plus all 


the different types of sandpaper 
necessary for the job and a book- 
let explaining in detail proper re- 
finishing techniques, are contained 
in this kit. Kit contains a number 
of 3 2/3x9 in. sheets of eight dif- 





ferent sandpapers. Each type and 
its use is described in the booklet. 
Kit will retail under $1. Carbor- 
undum Co. 


‘ 
| For more data circle No. 51 on postcard, p. 99 





Metal Finish 


This finish is to be used in place 
of ordinary paints and enamels for 


| painting and decorating ornamental 


iron and other ferrous or non- 
ferrous metals. Finish has syn- 
thetic plastic base that protects iron 
from rust, mildew and other ele- 
ments of nature. It can be applied 
to new or old surfaces, and present 
finish on iron need not be removed. 
It dries to an attractive luster and 
has a flowing quality to eliminate 
brush marks. It dries hard in three 
hours and comes packed in pint and 
quart cans. Tennessee Fabricating 
Co. 


For more data circle No. 52 on postcard, p. 99 


Space Heater Line 

Four gas-burning space heaters 
for natural and LP gas are equipped 
with automatic attachments, carry 





specific long-time performance 
guarantees, and develop high heat- 
ing capacity ranging from 45,000 
to 85,000 B.t.u. input. The line is 
priced from $59.50 to $139.50. Pre- 
way, Inc. 


For more data circle No. 53 on postcard, p. 99 


Cruet and Shaker Set 
Designed for salad chefs, this 

little set of cruets and shakers is 

attractively decorated with fired-in 





platinum. Caps are polished alu- 
minum and seal-tight. Called Salad 
Chef Quartette, it comes packed in 
gift carton and retails for approxi- 
mately $3.50. Inland Glass Works, 
Div. of Club Aluminum Products 
Co. 


For more data circle No. 54 on postcard, p. 99 


(Resume reading on page 13) 
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three ways: 


i easy to wire 
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1.50. Pre- backing up your repute. — 





tion for quality products. 
Royal Wiring Devices ore 
_available through hard-— 
ware wholesalers every- 
where. Sa 


SPEEDY SPRAYER 890 
Diaphragms eliminate oily .pis- 
tons. Y% h.p. motor delivers 2 cu. 
ft. of clean, oil-free air at 30-40 









stcard, p. 99 


, " Ibs. pressure. Never needs oiling. 
et sag With gun, less motor, retail $36.50 
efs, this = 

° bad 
hakers is 


S- 


ess 


ROYAL Crustal “Fuses 

the Original Glass-Top Fuse 
available in the handy 5-pack 
box or 100-pack display. 


h fired-in 


Mee a 
Bek 


ca 
a 





SPEEDY SPRAYER 444 


No job too big! 4 cu. ft. of 
clean, oil-free air at 40 Ibs. 
pressure. “2 h.p. motor or 
engine. With gun, less motor, 
retail $66.00 









PAINT 


Bes soe MOBILE SPRAYER 950 
Carried e hung Ideal Automatic Tank sprayer for 
on ladder. With home or commercial use. Steel 
10’ air and paint tank with 4 h.p. compressor. 
hose. Retail Removable wheels and handle. 
$22.00 With gun, less motor, retail $97.58 


owt gM 
" Guaranteed by © ( 
Good Housekeeping 


$045 aovranstn 1 

















hed alu- ; 

ed Salad Fi oO 

acked in C , 

approxi- » WIRE + FUSES 

: Works, CORD SETS + WIRING DEVICES 

Products DECORATIVE CHRISTMAS LIGHTING W. R. BROWN CORPORATION 

2665 Normandy Ave., Chicago 35, Ill. 

— ROYAL ELECTRIC COMPANY, Inc. Specialists in Portable Sprayers for Over 30 Years 

card, . 








Pawtucket - Rhode Island 
e 13) ‘ Renee cme 


5, 1953 HARDWARE AGE, JUNE 25, 1953 123 








WUMMMMMMM|MMM77727#777”I| 1@|!/HHZ7ZWHWV@TTX€7ZZ!’!$|!™™/"|!|(!(|(|'M|/q©/Z:!/"|/|"|™|™|'|"!||/"/™!™!™!™"|"|M//"™|!/17Z7MMMMtb ttt 
7O HELP YOU SELL 
* 
Lansing SPARTAN 


New Displays and Other 
Dealer Sales Helps 

















— Me 


ONE (Continued from page 13) 
Lansing | 
SPARTAN | tered chrome yellow head sign. 
WHEELBARROW | 
New! | Measuring 57 in. high, 16% in. 1 
¥ | deep and 191% in. wide, it holds-four S 


| full reels of chain, or equivalent in 
Completely Packaged! Jj | % or 1/3 reels, in the Great Lakes 
ak mace a | assortment. Unit cost dealer $62.15, 
| including merchandiser and assort- 
| ment, and will return $118.37. All- 














A Fast-Selling Profit-Maker Because 


Seamless, rolled edge tray has 





IT SAVES YOUR SPACE 3 cu. ft. capacity heaped. 

IT’S EASILY ASSEMBLED Tubular steel handles with 

IT’S CONVENIENT TO TAKE HOME rubber grips. 10 inch semi- 
IT’S RUGGED AND ATTRACTIVE pneumatic wheel has 234” 
IT’S MODERATELY PRICED wide tread, rolls fresly on bell | 
bearings. Quickly assembled | 

lAMSIMNG Co. with wrench and screwdriver. 





44NCO MATERIAL HANDLING Fourpmenr / LANSING, MICHIGAN | 





Y our 


Ask Your Wholesaler or Write for Information 





























WUMMMMMMMMMMWTT@TTT7T7T77Z7Z7Z7Z7ZZ7Z7Z2MM!|M|MMH4W@V@VTHVTVT#@XH7ZHH7HTVq7zZZHZ~@T?W|/T@M@@@q@@@q@q@q@q@7@q@q@qMMMéM{«éméthbtbt. | quality ? 
maken mill stuff 
the same 
“RANCH 
CHAMPION “3X MAIL BOX a 
————— | sturdy | 
, ' toughest 
Tennesse 
| 
His grea 
| resiliency 
of workm: 
| 
| If you w 
handles... 
| steel Pailette chain sales maker, share of t 
| complete with handle and lug-type with mor 
| e e Ca 
lid, merchandises 100 Ib. quantities icin et 
| of 3/16, 14, 5/16 and % Electric seme a 
Welded Proof Coil and BBB Coil 
| chain. Hodell Chain Co. 
Champion No. 9906 Mail Box is the first well-designed box large | For more data circle No. 55 on postcard, p. 99 
enough to receive all the mail delivered to homes, including “Life” 
and “Saturday Evening Post.” Carpentry Books 
© Profitable @ Rustproof Two free books on uses of port- 
© Good Value @ Reasonably Priced able electric tools are available to 
builders, carpenters, contractors, 
- homecraftsmen, schools and farm- 
3 > c The : | ers. “Operating Electric Routers, 
( TAD ION HA RDWARE ( (). | Planes and Shapers” gives complete 
GENEVA. OHIO ; | instructions for use of tools in a a 
| variety of woodworking jobs; has 
48 pages and over 100 illustrations. HOL 
“Operation of Electric Saws” gives WA 
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ATOUGHER 


Y our customers tough? Demand top 
quality? Refuse to settle for run-of-the- 
mill stuff when they can get the best for 
the same money? 


Hill Hickory’s your answer, mister. “This 
sturdy little gent comes from the 
toughest handle family in the world.... 
Tennessee hill hickory. 


His greater natural toughness, his 
resiliency to impact make him the favorite 
of workmen all over the world ! 


If you want to handle tough customers, stock Hill Hickory 
handles... show ‘em...talk ‘em. You'll pull in more than your 
share of the handle business. And more profits roll right along 
with more business. : 


Better write today for the full story and the name of your 
nearest Hill Hickory jobber. 


4 TOOL A N b L : 3 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 
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 SltGeatb” means 
most service for 


your money 


Drop head die sets , 
8s to 2° 7 
4 





These popular extra-handy 


RiBaID> 


drop head dies 
assure you fast steady turnover 


* Small, well balanced, clean cutting, these popu- 
lar RIGID ratchet threaders are unusually 
fast sellers. They save your customers time and 
effort — heads snap into drive ring from either 
side, won’t fall out. Precision-cut alloy dies 
reverse for close-to-wall threads.— no special 
dies needed. 


*0OR and OR, %” to 1”; 111R and 11R, %” 
to 1%”; 12R, %” to 2’. Conduit dies, too— 
and free carrier with sets. You can’t beat them 
for easy steady profits. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 

















the gem of home workshops 
















Place a MALL tooi next to 
any other portable elec- 
tric tool on the market. 
You'll see how the 
MALL stands out in 
rugged good looks 
and smooth, 
streamlined 

design. And aside from 
outstanding appearance, 
MALL tools are also tops in 











are sold factory 


40 Factor y-Owned Service Warehouses, Coast-to 
Coast, To Give You Fast, Dependable Service 


MALL TOOL COMPANY 
7702 S. Chicago Ave., Chicago 19, Ill. 


Show me how I can MAKE MORE 
MONEY by becoming an authorized 
MALL Dealer. 


Name 





Company. 
Address 











Pret r ww ew Ke wm ee ee eee 






_POWER Toh 







performance. That’s why 
MALL is the favorite 
brand of men who 
make their living 
with tools. As a 
dealer, you can 
MAKE MORE 
MONEY with 
MALL because 
MALL tools 


to-you! Get all the facts 
by mailing this coupon right now. 


foe oe om Oe Oe Oe Oe Oe Se Oe Oe Oe oe oe Oe oe oe oe oe oe 





TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 99. 


information on advanced uses of 
the portable power saw and its ac- 
cessories in building and remodel- 
ing homes; has 40 pages and over 
50 photos and drawings. Porter- 
Cable Machine Co. 


For more data circle No. 56 on postcard, p. 99 


Sprayer Catalog 

Complete line of sprayers and 
dusters is described and illustrated 
in this new full-color Catalog No. 


SSSR 


t 
pe 





i 0.0 care a company + wnce, ane Vie ke 
| — ot eer Be ‘ italy 





65. Also available is a catalog on 
the Indian Fire Pump for use by 
fire departments, foresters, farm- 
ers, lumbermen, ,etc. D. B. Smith 
& Co. 


For more data circle No. 57 on postcard, p. 99 


Tableware Packaging 


New packaging for Stainless 
Tableware is an attractive gray 
plaid vinyl packet that holds the 
Tableware in individual pockets. 
Designed to fold up and snap closed 
for easy, compact storage, it is also 
readily accessible for setting the 
table. Frosted, easy-to-see-through 
pockets make packets display items 
for counter. Packet comes in four 
assortments: two-piece salad serv- 
ing set; six-piece place setting; 26- 
piece combination of six four-piece 
place settings and two-piece salad 
set; and 34-piece combination set 








of eight four-piece place settings 
and two-piece salad set. Each set is 
available in Cape Cod or Felicity 
pattern. Imperial Knife Associated 


Cos., Ine. 
For more data circle No. 58 on postcard, p. 99 


Coffee Filter Display 


Nicro stainless steel filters for 
all standard range or automatic 
vacuum-type coffee brewers now 
come packed in dozen lots in a self- 
selling counter display which in- 
vites customers to serve them- 
selves. Catalog No. NFD-6 in- 





retail 


GL-6 filters, 
price $10.80, for Nicro Model 246 
coffee brewer and all other 2-6 cup 
vacuum-type brewers. No. NFD-8 


cludes 1 doz. 


contains 1 doz. GL-247 filters, 
$10.80 retail, for all 4-8 vacuum- 
type brewers, including Nicro Mod- 
els 468 and 500. No. NFD-12 in- 
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SOLDERING GUNS 


NO. 905 — 250 WATTS 










Heavy duty type. Built 
to last under — 
rugged, industrial > 


use. Twin Visa-lites. 


2 a a er 





NO. 909 —135 WATTS 


For field or bench use. Fits 
easily in tool kit... balances itself on 
bench (stands upright). Single Visa-lite. 


List Price . « » $16.25 


NO. 900—135 WATTS 





Lighter duty type for standard operations. De- 
pendable, durable performance. Single Visa-lite. 


$15.00 





List Price . 


DRAKE soldering guns feature durable, heat resist- 
ant cases; smooth, instant trigger action, handy Visa 


lites for keeping work in sight—all UL Approved 


@ WRITE NOW FOR ALL THE FACTS! @ 


DRAKE ELECTRIC WORKS, Inc. 


3656 LINCOLN AVE., CHICAGO 13, ILL. 


In Canada: JOHN R. ANDERSON & SOW, Ltd 
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It wastes your time and often makes you break into 
stock to fish out one or two small socket cap or set 
screws or keys for a customer. Let him browse and 
buy more! 


Allen pioneers the replacement market for Allen head 
cap screws, set screws, keys and the new market for 
key kits with ten different units . . . counter displays, 
boxed assortments and complete counter display mer- 
chandisers. Write 
direct to the factory 
about Allen retail 
sales aids .. . for 
quicker, easier, 
greater profit per 
square inch of sell- 








ing space. 






127 








and profits 


BECAUSE BUYERS KNOW 
JENKINS 





GOES FURTHER 


GUARANTEED FOOTAGE — You get full meas- | 
ure with every roll. Tapes up tight to the last inch. 


NO WASTE— Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 
LASTING “TACK"’— Gold Seal sticks to the job 
under toughest conditions of ‘cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 








FRICTION and RUBBER TAPES 
In either 10-roll cartons or single 
rolls. Every roll sealed in cello- 
phone, stays fresh. Jenkins Bros. 
(Rubber Division), 100 Pork 
Ave., New York 17, 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover—for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber Tapes 
also, which meet ASTM Specifications, 
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stocks 
| dinnerware molded of melamine 
| plastic. 


| chipping and breaking. 
| chartreuse, burgundy, emerald and 
| pearl gray dinnerware with a total | 











TO HELP YOU SELL 





| cludes 1 doz. CF-12 filters, $12 re- | 


tail, for Nicro Model 1512B and 
all other 8-12 vacuum-type brew- 
ers. Nicro Steel Products Co., Div. 


| Cory Corp. 


For more data circle No. 59 on postcard, p. 99 


Dinnerware Display 


Merchandising unit displays and 
Brookpark modern design 


Of heavy wire simulating 
black wrought iron, display drama- 
tizes Brookpark’s resistance to 
It stocks 








It includes 
starter sets, bowl] sets and open 


retail value of $210.90. 


stock in full-view arrangement. 


Copy tells customer to pick up plate, | 
drop it and it will not break. Inter- | 


national Molded Plastics, Inc. 


For more data circle No. 60 on postcard, p. 99 


Ironing Table Deal 
No. 400 deal consists of a Model 


C-680 sit-or-stand Met-L-Top iron- | 


ing table, retail value $12.95; new 


| sleeveboard with pad and cover set, 


| 
| 


retail value $3; and No. 72 Met-L- 
Top pad and cover set, retail value 
$2.98. It will sell for $15.95. Of- 
fer expires Aug. 15, 1953. Sleeve- 
board, attached securely to back of 
ironing table, cannot slip or wob- 
ble when in use. It conveniently 
flips back out of way when not in 
use and is easily detached. Made of 


“I'd mise these 

profits—If | 
didn't have 

~WIPE-ON!” 


says DAN GOLD 
HIGHLAND 
HARDWARE 

122017 Lorain Ave. 
CLEVELAND, OHIO 


modity item they buy season after season. 


many different things that 
no other product can take 
Wipe-On’s place. Wipe-On 
sales mean steady profits I’d 
otherwise never enjoy!” 
Embree Mfg. Co., Elizabeth 
4, N. J. 











“With many of my customers, plastic 
WIPE-ON finish has become a com- 


It protects and beautifies so 





1. 
2. 
3. 
4. 


Four pr 
BOKER 
markup, 
PLUS ! 
Post, the 


WHAT 


= 





Make an Extra Profit on 


Grainger’s Lower Prices 














A "must" for every kitchen, 


air and brings in fresh, cool air. 


guard. Enamel finish. 


your sample fans now. 


panes 


\ Request on Letterhead 


Ae 


| 46 WAREHOUSES—COAST-TO-COAST 


GENERAL OFFICE: 2330 W. ADAMS, CHICAGO 12 
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bedroom, 
etc., this summer. Expels hot, stuffy room 
10" 
blade with quiet, 115 VY. Dayton Motor. 
Steel panel I1'/" high by 22" wide— 
adjustable for up to 32" windows. Sturdy 
Illustrated is No. 
4F219 which lists at $20.00. Your discounts 
are extra large. You can get Dayton 
Window Fans with up to 30" blade. Order 






WHOLESALE CATALOG 


GRAINGER 


POULTRY SI 


Full mirror | 
no-slip knur 
and meat | 
moving gift 





7” light trit 
sors, 342” | 
three pieces 
genuine leat 
appeal.”’ 





STEAK SE 
Hollow-grout 
steel. Pakka 
cutting edg 
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WHAT'S BOOSTING 


7. DEPENDABLE QUALITY 
2. GENEROUS MARKUPS 


3 


REASONABLE RETAIL PRICES 


4. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 


BOKER Tree Brand Cutlery immediately: 


Quality, 


markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand. 


WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 34/2” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.”’ 


STEAK SET ) 
Hollow-ground blades of stainless 


steel. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight 








Ask your jobber to show you the 


BOKER TREE BRAND LINE 


Cotalogs Availeble on Request 


H. BOKER & 


ESTABLISHED 


101 Duane Street 
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EASY 
PINKING SHEARS 


Removable _hollow- 
ground precision 
steel blades, Duraluminum handles. 
Lightweight, comfort-designed; sell 
the moment customers pick them up. 





POCKET KNIVES 


Sell them once and you'll never 
carry another brand! Fine steel and 
fine looks in patterns to suit every 
taste. 


The Saturday Evening 


POST 


Recognized 
eNvalue 
BOKER 
Tree QQ BRAND 


Sam UTLERY, os" 


‘Of oven * 





Co., INC. 


1837 


New York 7, N. Y. 














Dearborn’s got its sights 
trained on the big home 
heater market .. its adver- 
tising guns are loaded with 
plenty of ammunition on 
Area Heat..its aim is to 
lead the field again in ’53 
with gas heater sales! And 
this year, there’s every 





Regional Sales Offices: 
Merchandise Mart, 
Dallas, Texas 
5830 North Pulaski 
Road, Chicago, IM. 
513 Glenn Building 
Atlanta, Ge. 


Kansas City, Mo. 


Merchandise Mart, 


DALLAS 


303 Merchandise Mart, 


3625 South Grand Ave., 
Los Angeles, Calif. 


San Francisco, Calif. 












good reason to believe that 
1953 will be the biggest 
year in Dearborn history 
—in your history. 


Why? Because Dearborn 
is selling Area Heat 
nation-wide — to cream of 
the crop customers 
throughout the United 
States ..in the nation’s top 
sales-producing magazines 
including Saturday Eve- 
ning Post, Progressive 
Farmer, Small Homes 
Guide, Better Homes & 
Gardens, Country Gentle- 
man, Holland’s, Cappers 
Farmer, Farm & Ranch- 
Southern Agriculturist, 
Sunset, Successful Farm- 
ing and California Farmer. 


Dearborn dealers who push 
Area Heat are going to make 
double and triple the sales of 
the dealer who doesn't. If you 
haven't found out about Dear- 
born Area Heat ..if you don't 
know about multiple sales and 
multiplied profits, we advise you 
to drop everything and write for 
more information NOW! 


STOVE CO. 


CHICAGO 














Bassick 
GLIDES 


Counter Display 
(No. HD-12CD) 
5" x 11" 






Z 





Also available as 
Wall Display 
(No. HD-12WD) 





J Lh paiewes ay rmeny co j 


MOVE FASTER 


with new 
TRY-IT-YOURSELF DISPLAY 


e This ingenious new display invites 
a shopper to see for himself how well 


Bassick Rubber-Cushion Glides 


work. He simply slides each end of a 


piece of wooden furniture leg over a 


square of carpeting. A Bassick Glide 
is inserted in one end; the other is 
bare. In no time at all he’s sure that 
smooth-sliding Bassick Glides make 
it much easier to move chairs, sofas 
and other furniture without harming 
carpets or floors. A salesman couldn’t 
do more! 


YOURS WITH EACH SPECIAL 
GLIDE PACKAGE 


e Your choice of wall or counter 

glide display —at no cost to you— 

containing 52 sets of most popular 

Bassick glides (retail value $23.70). 
Get in touch with 
your Bassick dis- 
tributor. 

THE BassicK COMPANY, 


Bridgeport 2, Conn. In 
Canada: Belleville, Ont. 


Bassick 


A DIVISION OF 









WRARNER 
UAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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Onbiete cusniom Gives | 
Gaieh FAOSE | ITER © FOOTE HORE 


Gen Cay i| 











TO HELP YOU SELL 








heavy steel, it has ventilated top to 
carry away steam and moisture. 
Geuder, Paeschke & Frey Co. 


For more data circle No. 61 on postcard, p. 99 


Builders’ Hardware 


New kick plates and many other 
items in line of builders’ hardware 
are shown in new catalog, available 
upon request. Kick plates have uni- 
form, high polish that keeps its 
lustre with long, hard use. Each 
plate is packed in heavy paper en- 
velope which includes _ screws. 
Plates come in brass, bronze, stain- 
less steel, aluminum aluminited and 
chromium finishes on brass or steel. 
Baldwin Mfg. Corp. 


For more data circle No. 62 on postcard, p. 99 


Spray Aids 

Three-color window streamer for 
Swingin’ Spray sprinkler, newspa- 
per mats in assorted sizes, easel 
counter displays, catalog electros, 
colorful envelope enclosures that 
can also be used as in-store give- 
away booklets, merchandise hang 
tags, and glossy photos are avail- 
able. Three-color wraparound dis- 





play allows sprinkler to be mer- 


chandised for year-round gift sell- | 


ing as well as seasonal promotions. | 





FILLER 


TAKES OIL STAIN! 
SANDS LIKE WOOD! 
WILL NOT SHRINK! 


CED-AIR CRACK & 
HOLE FILLER dries 
hard as wood, not hard 
as rock! Check these 
sales-repeating points: 
oy Sands perfectly level. 
Y Readily takes an oil 
stain when dry. 
YHardens in about 30 
minutes. 


It’s an easy to use and 
easy to sell water mix 
filler with standard 
dealer and jobber dis- 
counts — thereby giving 
you a full profit margin 
with every sale. 





que 


NAIL HOLES 
za 
ms 


KNOT HOLES 


Eo 


SPLITS 


for WOODWORK, FURNITURE, 
FLOORS, WALLS. 


holds to WOOD, TILE, 
PLASTER AND CEMENT 


List 35c per Ib. Can 
12 cans to case; shpg. 
wt. 15 lbs. per case. 















If your jobber is unable 
to supply—write directly 
to Ced-Air, listing name 
and address of jobber. 


CED-AIR PRODUCTS, INC. 


Dept. HA, 526 Walnut, Kansas City, Mo. 









automatic 4 
GUN TACKERS 






Gun Tacker 


New! Powerful! 
Shoots heavier, 
longer Wedge- 
pointed staples up to 
9/16”—.050 wire. 


T-32 Gun 
Tacker 





Well-known, 
widely used 
model for lighter 
tacking. Shoots 
staples up to 
5/16” —-.032 Wire 






Write for catalog and prices 
ARROW FASTENER CO., INC. 


1 Junius Street, Brooklyn 12, N. Y 
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ARLE Max, 
NEAR HIRE Op Fou 
Sot A ie) 1756 “~ 2 


The Trouble-Free Torch With The Trouble-Free Fuel 
STARTS IN 10 SECONDS 


Generates over 2200° ! 









No Pumping! 
No Priming! 


aces LENK 


Your jobber can supply you — or write to Lenk Mfg. Co. Mfg. Company 
30 Cummington St 
Piss ers: 5 or Oe Thirty Years BOSTON 15, MASS. 
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Self Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than 1 sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Bexes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 Ibs. 





Upholsterer’s Tacks, 4 sizes ¢ Carpet 
Tacks, 3sizes © Furniture Nails, 3styles 
Wire Brads, é6sizes ¢ Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples ¢ Double Pointed 
Tacks ¢ Thumb Tacks © Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


Suggested List Price 
1 Doz. each, 30 items — 











360 Pkgs. @ 10¢ — $36.00 
Your Cost 21.60 
Your Profit $14.40 


Ask Your Wholesaler’s Salesman 


ATLAS 


Fairhaven, Mass. 
Henderson, Ky. 











TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 99. 





It comes on every Swingin’ Spray. 
These aids are also available on 
Spray-Mix dispensing nezzle. Mel- 
nor Metal Products Co., Inc. 


For more data circle No. 63 on postcard, p. 99 


Floor Tile Display 


Called the KenFlex Sampler, this 
new counter display is designed to 
present samples of KenFlex vinyl 
tiles for convenient customer in- 
spection. Sampler contains 15 sets 





of 2x2 in. tiles (168 pieces), plus 
six ThemeTiles. It comes ready to 
set up quickly; occupies only 14x18 
in. of counter spdce. Lithographed 
in blue, display has attention-get- 
ting sales message giving outstand- 
ing features of KenFlex. Kentile, 
Inc. 

For more data circle No. 64 on postcard, p. 99 


Spinning Lure Pamphlet 


New Spinning Lures and Flies by 
Pflueger is four-page pamphlet 
which covers many new items for 
spinning, bait casting and fly fish- 
ing. Pamphlet illustrates, de- 
scribes and gives specifications and 
prices of all items. It also lists as- 
sortments and covers spinning lines, 
reel, sinkers, squidding lines and 
fly lines. Enterprise Mfg. Co. 

For more data circle No. 65 on postcard, p. 99 


(Resume reading on page 14) 








Simple, Compound, 
Flat or Round 


Brooks bends them all, to the 
great advantage of many manu- 
facturers who find that wire 
forms fit into their products 
with a saving in cost. We have 
had 105 years of progressive ex- 
perience. Let us apply it to your 
problems. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS # HOOKS 
















SPRAYERS: 


RITESIZE SPRAYER 
2 GAL. COMPRESSED AIk > 









The “‘ladies’ favorite.” 
Dome top welded 
tank. 16” curved brass 
extension. Lighter 
weight. Extra long: 5 
ft. hose and adjustable 
nozzle enables user to 
spray trees, gardens or 
flowers with no effort. 
Long or short distance 
spray. Brass pump. 
Good seller. Highly 4 
popular. 3 


Complete line of sprayers and dusters. 


As advertised in House & Garden, House 
Beautiful and Many other National Publications 


D. B. SMITH & CO. 
426 Main St., Utico 2, N.Y. Catalog 
“Originators of Sprayers” 


Canadian Rep. G. lL. Cohoon 
1265 Stenley $t., Montreal 2, Canada 
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CALKING 
ANCHORS 


STAR TYPE DRILLS 


TOGGLE 
BOLTS 


OHD 
HAMMER DRIVE ANCHORS 


DIAMIDE 
CARBIDE TIPPED DRILL 













LAG SCREW 
EXPANSION SHIELD 


KEYSTONE MACHINE MULTI SIZE 
BOLT SHIELDS SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Oft Factory Garwood, New Jersey 
STOCKS IN THE FOLLOWING CITIES 


a. a 


ce and 


exa 





d 


util 


FOR THE JOBBING TRADE 


“STANHO” Keys, Pins and other 
products are precision made to close 
tolerances from selected stock . . . the 
finest obtainable. All types and sizes. 


MACHINE KEYS 
STRAIGHT PINS - SPECIAL PARTS 


* COTTER PINS 


and other Stanho products 
Bulk or Packaged 


WRITE for DESCRIPTION 
and PRICES 


ORSE NA/L. CORP 
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READY NOW! 


this great 


NEW L-P LINE 





@ Fire pot designed for double duty 
service as Bench type or Tank type 
unit @ Heavy cast iron burner — easy 
lighting; extremely wide range of 
flames (from idling to 3” diameter 
by 14” long); unsurpassed for high- 
speed melting efficiency; economical 
because of idle flame control; re- 
placeable orifice block; burns at 
full tank pressure (no regulator 
required); gives full, solid, smooth 
flame which will not pop or sputter; 
clean—no grease, soot, smoke 
@ Fuel is chemically stable, non-toxic, 
non-explosive from concussion; pro- 
duces no monoxide gas or other 
noxious fumes @ Specially designed 
heavy-duty tanks (I.C.C. approved) 
available in 20-lb. and 11-lb. sizes; 
have full-diameter, full-curled foot 
ring for greater stability, longer 
surface wear. 


























© Torch designed with 3 burners — needle-point, medium, 
large — to meet practically all job requirements ® Burner 
heads used interchangeably with handle tube assembly 
@ Pistol-grip handle made of molded, héat-resistant, tough 
and durable rubber; fits the hand; easy to use in any position 
@ All burners may be used without pressure regulator; easy 
starting — can be lighted with spark lighter or match; 
removable orifice blocks @ Valve designed for easy one-hand 
operation to adjust flame from idle to full open @ All brass 


construction. 
See Your Jobber. 


THE TURNER BRASS WORKS 


bu sv eamons 
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HARDWARE AGE FOR 
J e W e h & Wi and general manager. The Co., making the Gilbert or- Pritzle 
ilh lm following year he was elected ganization a completely 

ennings, rig t € y to these offices. wholesale firm. Indust 
“ Mr. Jennings served two With this move, Gilbert Willi 
terms, from 1940 to 1942, as Bros. plans to increase its appoint 
Head, With Company 50 Years president of the National sporting goods department manage 
Wholesale Hardware Asso- and to put three men on the laff He 
Glenn E. Jennings, presi- the regular sales force and ciation and continued to serve yoad, it was announced by kee, W 
dent of the Wright & Wil- traveled southeastern Ne- on its advisory board and ex- A, G, Gilbert, president and Caughe 
helmy Co., Omaha, Neb., braska. ecutive committee. treasurer of the wholesale Summe 
wholesaler, on June 25, ob- In 1915 he was called to firm. the ind 
the home office where he The Pacific Hardware & died re 
served as chief buyer and Gjjbert Bros. Disposes Electric Co. is being con- “ante 

later as sales manager. In Of Retail O ti ducted by an Oregon corpo- y 
1920 he was elected vice-pres- erall Uperarion ration of which Samuel G. fee = 
ident, and in 1926 added the Gilbert Bros., Inc., Port- Gilbert is the owner and cent pt 

title of secretary. Three land, Ore., has disposed of manager. The store is located 

years later he assumed the its retail operation, the at 532 S. W. Second Ave., Ballsun 
duties of president, treasurer Pacific Hardware & Electric Portland. To Lar 
RAI he mea ee es an Sie ee The | 
Hardware Briefs: hardware store styling with geles, C 
a modern front complete with moved 
i m marquee that is topped with quarter 
Ace Store in Minnesota Remodeled; Gamble ay attractive, lighted sign. Pg 





GLENN E. JENNINGS 


Store in Wisconsin Bought by H. H. Redlin 


Rochester, Minn.—The Ace 
Store in this city recently 
held a grand opening upon 





the completion of remodeling 
and redecorating operations. 
The store has the latest in 


The opening, a three-day 
affair, featured free flowers 
for the ladies and door 
prizes. 





La Crosse, Wis.—Hugo H. 





500 D 
Toy S 


served the 50th anniversary Redlin has taken over the Five 
of his employment with that Gamble Store, 1232 Cale- tended 1 
firm. donia St., as owner-manager. Show o 
Marking the occasion, the Mr. Redlin plans to remodel Bartlett 
company presented him with the store in the near future. wholesal 
a huge leather-bound album, —— firm’s gi 
printed and illustrated by old Mendon, Mich. — After 44 1953 toy 
and modern photographs years of continuous business, its shov 
from company files. The story the A. H. Shumaker hard- Howard 
was written and album com- ware store has been sold to For a 
piled by William L. Wright, N. I. Resler of Berrien Hibbard 
a director of the firm. Springs. ‘ annual . 
The album relates the his- In 1909 Levi Shumaker more it 
t a . and his son, A. H., bought = 
ory and progress of the 82- in ene ailh ducted & as this yea 
year-old organization, with ah re are Toys fe: 
is - a partnership until 1917, : 
special emphasis upon Mr. space sh 
- P P when the elder Shumaker 
Jennings’ 50 years of asso- : squeal, | 
tgs cd P died. The son has operated I 
ciation with it and his promo- as toe can ee ack, dol 
tions—through every office in time. After selling the store and flirt. 
the company—until he be- to Mr. Resler, Mr. Shumaker The dil 
came president, treasurer and announced his retirement. than a f 
general manager in 1930. ; pet incre 
Mr. Jennings joined Clayton, N. Y.—James M. shown la 
Wright & Wilhelmy on June Hungerford, II, has pur- mated th 
15, 1903, between sessions at chased the Hungerford Hard- pe tl 
the University of Nebraska. ware store from his father, rh : 
What was intended to be a Stanley J. Hungerford. The - hie 
vacation job became a per- E is te . business was founded by ‘ 

t : 
manent one when crop failure a a oy eee soul aad James Montrose Hungerford parent in 
made it impossible for him to after extensive remodeling. The store was given a modern in 1888 as a heating, plumb- i. a a 
resume his studies. After front with marquee and lighted sign. The store has large ing, tinsmith and hardware latent 3 
four years in warehouse and windows for display purposes and an attractively ar- shop. - oe = 
city sales positions, he joined ranged interior. (Continued on page 145) making, ¢ 

HARDW/A 


134 


HARDWARE AGE, JUNE 25, 1953 





ARE 


F 


AGE while 


THE 


it’s NEWS 


TRADE sasuuns 





AGE FOR 


JUNE 25, 1953 





ilbert or- 
n pletely 


, Gilbert 
‘rease its 
partment 
en on the 
unced by 
ident and 
wholesale 


‘dware & 
ing con- 
on corpo- 
amuel G. 
yner and 
is located 
ond Ave., 


ling with 
plete with 
»ped with 
d sign. 

three-day 
e flowers 
nd door 


-Hugo H. 
over the 
32 Cale- 
‘manager. 
>» remodel 
ir future. 


After 44 
business, 
cer hard- 
n sold to 

Berrien 


Shumaker 
., bought 
cted it as 
til 1917, 
Shumaker 
operated 
ince that 
the store 
Shumaker 
rement. 


James M. 
las pur- 
ord Hard- 
is father, 
ford. The 
nded_ by 
ingerford 
g, plumb- 
hardware 


ge 145) 


25, 1953 








Pritzlaff Names Caughey 
Industrial Sales Head 


William Caughey has been 
appointed industrial sales 
manager of the John Pritz- 
laff Hardware Co., Milwau- 
kee, Wis., wholesaler. Mr. 
Caughey succeeds Frank 
Summers, former manager of 
the industrial division, who 
died recently. 

Mr. Caughey was formerly 
buyer for industrial supplies 
for many years before his re- 
cent promotion. 





Ballsun Co. Moves 
To Larger Quarters 


The Ballsun Co., Los An- 
geles, Calif., wholesaier, has 
moved to new and larger 
quarters at 1233 S. Santa Fe 
Ave. in that city. 


The company will offer to 
the woodworking, metal 
working and allied industrial 
users, a large assortment of 
specialty hardware. The firm 
will also make available rep- 
resentative stocks of mill 
supplies, including all types 
of threaded screw products, 
dowels, glues and abrasives. 





Wood Shovel & Tool 
Names R. H. Fellows 


R. H. Fellows has been 
appointed manager of sales 
and engineering of the new 
Kilbourne & Jacobs Div. of 
the Wood Shovel & Tool Co., 
Piqua, Ohio. Under Mr. Fel- 
lows’ direction, the recently 
acquired division will make 
a complete line of industrial 

(Continued on page 140) 





500 Dealers Attend Hibbard’s Annual June 
Toy Show; More Than 1,000 Items Displayed 


Five hundred dealers at- 
tended the annual June Toy 
Show of Hibbard, Spencer, 
Bartlett & Co., Evanston, IIl., 
wholesaler. The wholesale 
firm’s grand opening for the 
1953 toy season was held in 
its show room at 2201 W. 
Howard St., Evanston. 

For a quarter of a century 
Hibbard’s has presented an 
annual June Toy Show, but 
more items were displayed 
this year than ever before. 
Toys featured included new 
space ships, 4 ft. clowns that 
squeal, telephones that talk 
back, dolls that walk, and cry 
and flirt. 

The display comprised more 
than a thousand items, a 25 
pet increase over the number 
shown last year. It was esti- 
mated that approximately 30 
pet of the toys shown were 
new. 

The influence of our mod- 
ern atomic world was ap- 
parent in the array of many 
new space toys shown. Also 
in the foreground were the 
latest in housekeeping, home- 
making, and infant-care toys. 


The preview of Christmas 
toys sponsored by Hibbard’s 
indicates an especially active 
season. 





Elect Wotruba President Of 
Fishing Tackle Association 


E. C. Wotruba, Weber Life- 
like Fly Co., Stevens Point, 
Wis., was elected president of 
the Associated Fishing 
Tackle Manufacturers, mark- 
ing the first change in the 
organization’s presidency in 
the past 16 years, at the As- 
sociation’s annual meeting 
held recently. 

Other officers elected at the 
meeting include: C. W. Da- 
vis, 1st vice-president; H. W. 
Whittemore, 2nd _ vice-presi- 
dent; A. J. Boehm, 3rd vice- 
president. 

A. R. Benson, who previ- 
ously served 16 consecutive 
terms as president of the As- 
sociation, remains as presi- 
dent of the Sport Fishing In- 
stitute for another year. 


The Association now in- 
cludes 120 manufacturers 
among its membership, an 


amount substantially ahead 


of any membership in its his- 
tory. 

At the annual meeting, it 
was reported that the 1953 
National Fishing Tackle 
Show, to be held at the Cen- 
rad Hilton hotel in Chicago, 
Aug. 9 through 14, is com- 
pletely sold and there is a 
waiting list. It was stated 
that 198 manufacturers will 
exhibit their 1954 lines in 234 
booths at the show. 

It was also reported at the 
meeting that the association 
will continue and extend its 
sales statistical survey this 
coming year and already ap- 
proximately 60 manufactur- 
ers in the industry have co- 
operated. 

Tackle sales at retail will 
probably exceed $125 million, 
which is approximately 25 
pet ahead of expectations, it 
was reported at the meeting. 
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Pictured above is a view of the record-amount of toys displayed at the recent annual 
June Toy Show sponsored by Hibbard, Spencer, Bartlett & Co., Evanston, Ill., whole- 
saler. Five hundred dealers attended this preview of Christmas toys. 
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FEDERAL SPECIFICATION 
FF-S-iila 


\ 





Southern Wood Screws are carefully designed and 
manufactured to meet the exacting requirements of 
Federal Specification FF-S-111a. They are uniformly 
made, with deep, milled slots for safe, sure driving. 
Shanks are full-sized for maximum strength and holding 
power. Threads are precision machined to cut smoothly 
into wood without tearing the fibres. Sharp gimlet 
points give plenty of bite at the start. 

For wood screws that are sure to do the job right, 
pick those made according to Federal Specification 
FF-S-111a—like Southern Wood Screws. Wide range 
of sizes from 3/16” No. 0 to 6” No. 30 in steel or 
brass. Write today for the complete Southern Wood 


Screw catalogue. 


SOUTHERN | 


WOOD SCREWS 


(Slotted or Phillips Heads) 


FACTORY WAREHOUSES 


4100 Dell Avenue 
North Bergen, N. J. 


641 Stewart Ave., S.W. 
Atlanta, Georgia 


325 W. Ohio Street 
Chicago 10, Ill. 





SOUTHERN SCREW COMPANY 
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104 Rickert St., Statesville, N. C. 





has announced that 





News of the Trade 





Stratton & Terstegge Promotes Meagher To 


General Manager; Drop Hart Products Div. 


Wilton H. 


Terstegge, of garden furniture, fireplace 


president of Stratton & Ter- fixtures and Hubley metal 


stegge Co., 





MEAGHER 


JAMES L. 


James 
L. Meagher has been named 
general manager, assuming 
all responsibilities for man- 
agement as well as sales for 
the Anchor line of heating 
equipment and the Hart line 





Collins Retires From 
Chicago Spring Hinge 

James Collins, vice-presi- 
dent of the Chicago Spring 
Hinge Co., Chicago, IIl., has 
retired from the company 
after having been associated 
with it for 48 years. 

In the hardware field for 
almost 60 years, Mr. Collins 
was tendered a_ farewell 
party at the Oak Park Arms 
Hotel in Oak Park, at which 
he was honored by the man- 
agement of the Chicago 
Spring Hinge Company as 
well as the employees. 

Mr. Collins has been suc- 
ceeded as vice-president by 
H. H. Parks. 


Buck to Head Sales 
For Cooper Mfg. Co. 

Dayton C. Buck, for the 
past seven years buyer of 
lawn, garden and hardware 
for the Firestone Tire & Rub- 
ber Co., on June 1 became 
director of sales and as- 
sistant to H. M. Cooper, op- 
erating executive of the 
Cooper Mfg. Co., Marshall- 
town, Iowa. 

Mr. Buck’s entire business 
career has been spent in the 


Louisville, Ky., art goods. 


Mr. Meagher was 
formerly sales manager. 

Mr. Terstegge also an- 
nounced that L. J. Franken- 
berger has been promoted to 
production manager for the 
Anchor Div. Mr. Franken- 
berger formerly was man- 
ager of the Hart Products 
Div. 

It was also announced that 
there will no longer be a 
Hart Products Div. In the 
future the Hart products will 
be manufactured by the 
Anchor Div. However, the 
firm will still maintain the 
trade name of Hart. Mr. 
Terstegge explained that this 
was a move to consolidate 
and expedite the manufac- 
turing of these products. 
This change will not affect 
the plant setups as hereto- 
fore both Anchor produets 
and Hart products were 
manufactured in the same 
building at New Albany, Ind. 


hardware field. He has been 
active in retailing and whole- 
saling as an executive of the 
Chicago Retail Hardware 
Association, as a manufac- 
turer’s representative, and 
with Firestone. He served 
the association as assistant 
secretary for 14 years and, 
after operating as a manu- 
facturer’s representative, he 
joined Firestone. 

During his association with 
Firestone, Mr. Buck handled 
the buying arrangements 
with the Cooper Mfg. Co. for 
mowers sold nationally by 
Firestone dealers and stores. 
Cooper also produces its own 
line of mowers. 





DAYTON C. BUCK 
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HEAVY DUTY. 


Deluxe, double cantilever 

model. Holds all wrenches, 

sockets, small parts, etc., for 

the big jobs. 

Reinforced. Made to withstand 

heaviest use and abuse. All 

unnecessary weight eliminated. 

One of the lightest, yet strong- 

est boxes for its size on the 

market. 

© Size—18” x 10” x 13”, PACKED 
ONE PER CTN.; Wr. 22 LBs. 

®©4 RETRACTING TRAYS—2 TRAYS 
COVERED FOR SOCKET WRENCHES. 
EAcH Has PosITIve, EASY-ACTING, 
SPRING CATCH ON COVER. 

® MULTI-COMPARTMENTED. 

® END WALLS BELOW TRAY LEVEL. ALLOW EASY 
ACCESS TO BoTTom. 

A tremendous seller in industrigl areas. Get profit 

making story now on this NEW BOX. Write today. 


MECHANICS BOX 








CAST ALUMINUM 
HANDLE. 


SPARKLING GREBN 
EBNAMEL FINIOH. 






3 RBIN FORCING 
SKID STRIPS on 
BOTTOM FOR LiFe 
TIME Wear. 


WATERLOO VALVE SPRING COMPRESSOR CO., Waterloo, lowa 








BOMMER 


HALF - SURFACE 
SPRING HINGE 


DOUBLE 
ACTION 





Type 
30291 


For light wood doors and wood gates net to 
exceed 30 pounds. Particularly suitable for 
plywood. Jamb leaf can be applied to flat sur- 
face without use of hanging strip. Only 5/32” 
cut out at back of door. 





MADE IN 3 INCH SIZE ONLY 


BOMMER SPRING HINGE CO.., Inc. Brooklyn 5, N. Y. 
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Old Hi Says 


t 





“Here's a 
salesman 
with a line 
that makes 
sense—and 
dollars” 


When your H-! man says there's more profit for 


you in selling H-I, the largest line of fishing tackle 
in the world—listen to some of the sound reasons 


he can give to back up that statement: 


“Better Buy” H-I fishing tackle is preferred for its 
high quality and value both at famous fishing and 
active buying spots...with H-| you can offer the 
widest selection of best-selling numbers...with H-| 
you never have to miss out on a sale—you always 


have the most asked-for tackle numbers in stock. 


And, because your H-I man is a specialist— sell- 
ing only fishing tackle—he knows the numbers 
that will sell best in your area. Let him show you 
how to feature—and sell—these numbers. Ask 
him how you can tie in with H-I‘s big-space, big- 
selling national advertising —in full color. See 


<a rson 
BOTSON 
UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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News of the Trade 


NRHA Planning Board Meets to Plan Program 
For Nation-Wide ‘Do-It-Yourself’ Promotion 


An industry planning 
board met in Indianapolis 
recently, under the auspices 
of the National Retail Hard- 
ware Association to set up 
operational procedure for a 
nation-wide “Do-It-Yourself” 
promotion program for retail 
hardware store members of 
the association. 

The program is designed to 
focus the growing “Do-It- 
Yourself” trend in the coun- 
try on the neighborhood 
home-owned hardware store 
as the logical place for the 
how-to know-how, as well as 
the needed supplies from his 
complete stock of 10,000 to 


14,000 items, ranging from 
carpet tacks to tilting arbor 
bench saws. 

The program is scheduled 
to break in consumer adver- 
tising in the fall. National 
magazines, newspapers and 
point-of-sale display material 
will be used to put over the 
campaign. A free “How To” 
booklet will be offered to the 
public and made available 
through member stores. 

This booklet will cover 
many “Do-It-Yourself” proj- 
ects from insulating the attic 
to building a toy storage 
chest. 





American Chain & Cable 
Executive Post to Ervin 
been 


Henry Ervin has 


| elected vice-president-direct- 


or of sales of the American 
Chain & Cable Co., Ince., 
Bridgeport, Conn., and as- 
sociated companies. Harry 
Williams has also been 
elected a vice-president of 
the company. 

Sales activities of the 16 
divisions of the company will 
be under Mr. Ervin’s direc- 
tion from his headquarters at 
230 Park Ave., New York. 

Mr. Ervin has been with 
American Chain & Cable 
since 1937 and for the past 
two years has been adminis- 
trator, general sales. Prior 
to that he was district man- 
ager for American Chain 
Div. in the New York dis- 
trict. He has been identified 
with the automotive and 
hardware industries for more 
than 30 years. 

Mr. Williams, who will 
maintain headquarters in the 
Detroit, Mich., office, 601 
Stephenson Building, has 
been with American Chain & 





HARRY WILLIAMS 





HENRY ERVIN 


Cable since 1927. Previous to 
his new appointment, he has 
been sales manager of the 
Automotive & Aircraft Div. 
in Detroit. He will continue 
to supervise the sales ac- 
tivities of that division. 


Seck-DeVault Post 
Goes to Bainbridge 
The Springfield Paint Mfg. 





Corp., Springfield, Ill., has 
become an operating division 
of Kyanize Paints, Inc., 


Everett, Mass. 

Under the new plans, the 
company is to be known as 
the Seck-DeVault Paint Co., 
a division of Kyanize Paints, 
Inc. 

Henry D. Bainbridge will 
move from the home office to 
Springfield to become vice- 
president of the Seck-De- 
Vault division. 

Since joining Kyanize, Mr. 
Bainbridge has held various 
executive positions, includ- 
ing that of industrial sales 
manager and purchasing 
agent. He is a director of 
Kyanize Paints, Inc. 
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a MORE THAN 
| ome ry, 


5000 DEALERS 
ARE DOING A PROFITABLE 
DOG COLLAR BUSINESS 


with ALL PLASTIC 
FLEX-COLLARS 
and FLEX-LEASHES 


ARE YOU ONE? 


If not, why not start now? Your initial 
investment for 12 FLEX-COLLARS and 
9 FLEX-LEASHES together with this 
rack and selection chart for over 100 
breeds, costs you only $17.13. These 





















INTRO- 









od items are high profit makers. Just tear 

NO. 5 out this advertisement and put it in 

Flex-Collars your Want Book. Ask your jobber for 

Gian. Gass this introductory self-service FLEX- 
LINE display. 


All introductory offers returnable 
in 30 days if not fully satisfied. 
Larger self-service FLEX S 
4 LINE display assortments 
and replacemeat stocks |: 
available at your jobbers. 






£.17 
(2) ~£-19 
Slew Leashes 


























HUNGERFORD PLASTICS CORP. 
ROCKAWAY, NEW JERSEY 











ee 0PPE. 


HOPPE §| Grea 





Let Hoppe Products 
Cut Your Selling Costs 


Spare yourself the time and talk of introduction. 


Avoid sales resistance. Every experienced shooter 
KNOWS Hoppe Products and has used them time 
and time again for the cleaning, care and protection 
of his guns. That’s why you can save time, money 
and sales effort when you handle the Hoppe Line. 


And—it is easy to obtain. Just ask your jobber. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Penna. 


Customers are 





TAPES ; 
MIGHTY AVM 
HANDY! ) == \\ 
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YOU'LL SELL MORE... 






orf 


ScoTcH 


BRAND oe 









Scores, 
Collophone Tope 





The term “Scotch” and the plaid design are registered trademarks for the 
more than 200 pressure-sensitive adhesive tapes made in U.S.A. by 
MINNESOTA MINING & MFG. CO., St. Paul 6, Minn.— also makers of 
“SCOTCH” SOUND RECORDING TAPE, ““UNDERSEAL”” RUBBERIZED COATING, 
“SCOTCHLITE” REFLECTIVE SHEETING, “SAFETY-WALK”’ NON-SLIP SURFACING, 
“3M” ABRASIVES, “3M” apHEsives. General Export: 122 E. 42nd St., New 
York 17, N.Y. In Canada: London, Ont., Can. 
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Wood Shovel & Tool 
Names R. H. Fellows 


(Continued from page 135) 


and garden wheelbarrows, 
mortar pans and mortar 
boxes. 

Mr. Fellows has been man- 


R. H. FELLOWS 


ager of sales and engineer- 
ing, and an officer of the 
Kilbourne & Jacobs Mfg. Co., 
from which Wood purchased 
the wheelbarrow operation. 
Formerly, he was subcon- 
tract manager of the Jeffrey 
Mfg. Co., Columbus, Ohio, 
and he has more than twen- 
ty-five years of experience 
in the design, manufacture 
and sales of materials han- 
dling equipment. 


Name Kiser Sales Head 
Of Savogran, Illinois 


Victor K. Kiser has been 
appointed sales manager of 
the Savogran Co. of Illinois, 
affiliate of the Savogran Co., 
Boston, Mass. At the same 
time it was also announced 
that Donald E. Hobert has 
been promoted to field man- 
ager, and O. H. Olsen has 
been elevated to district 
manager. 

_Mr. Kiser was formerly 
district manager for the 
southern states, the North 
central area, the central 
West, and more recently field 
manager for the company. 
He will make his headquar- 
ters at the company’s offices 
in Addison, III. 

Mr. Hobert, previously 
district manager for the 
upper New York State and 
northeastern Pennsylvania 
territory, will continue in 
that capacity and in addi- 
tion will be the traveling 
supervisor of sales activities 
for the entire eastern half 
of the country. 


| es 


Mr. Olsen, formerly dis- 
trict manager in the Chicago 
area, in his new position 
will be in full charge of the 
Michigan, Indiana and north- 
ern Kentucky territory. He 
will maintain headquarters 
in Detroit, Mich. 


Gould to Head Sales 
For Dexter Lock Co. 


The appointment of Gil- 
bert L. Gould as vice-presi- 
dent in charge of sales has 
been anonunced by Lou M. 
Dexter, president, Dexter 
Lock Co., subsidiary of Na- 
tional Brass Co., Grand 
Rapids, Mich. 

During this twenty-five 
years association with the 
company, Mr. Gould served 
in various sales capacities. 
Starting as sales representa- 
tive in a midwest territory, 
he rose to the position of as- 


GILBERT L. GOULD 


sistant sales manager a few 
years later. In 1943 he be- 
came sales manager, the 
position he held until his re- 
cent appointment. 

In this new responsibility, 
Mr. Gould will continue to 
direct and supervise the sale 
and distribution of Dexter 
builders’ hardware products 
in the United States and, 
through Dexter subsidiaries, 
in Canada and Mexico. 


Meyers Gets Executive 
Post With Bassick Co. 


William K. Meyers, for 
many years regional] sales 
manager in Chicago for the 
Bassick Co., Bridgeport, 
Conn., has been elected ex- 
ecutive vice-president of the 
company, according to George 
L. Meyer, Jr., president of 
Bassick and a vice-president 
and director of Stewart- 
Warner Corp., Chicago, of 


News of the Trade 





which the Bassick Co. is a 
subsidiary. 

Mr. Meyers succeeds Wal- 
ter F. Herold, who was re- 
cently named a vice-president 
of the parent corporation. 

The new operating head of 
the Bassick Co. started with 
the firm in 1923 in the sales 
department in Bridgeport. 
He subsequently was trans- 
ferred to the middle West, 
taking charge of Chicago 
area sales in 1930 and becom- 
ing regional manager in 
1947. 


Sussberg Heads New 
Pearl-Wick Division 


A new division of Pearl- 
Wick Corp., Astoria, N. Y., 
has been set up to manufac- 
ture, merchandise and sell 
the company’s hassock line. 
The new division will be 
headed by Darwin Sussberg, 
who recently joined the 
Pearl-Wick firm. 

Mr. Sussberg, son-in-law 
of Harold Gleitsman, Pearl- 
Wick president, was former- 
ly vice-president and direc- 
tor of Radelle, Inc. 


Coughlan Co. Executive 
Post Goes to C. H. Wulf 


Charles H. Wulf has been 
appointed vice-president and 
general manager of the G. N. 
Coughlan Co., West Orange, 
N. J., it was announced by 
Gerald N. Coughlan, presi- 
dent of the firm. 

Mr. Wulf joined the Cough- 
lan organization early in 1946 
as sales service manager and 
since that time has held the 
posts of sales promotion man- 
ager and advertising man- 
ager. 





CHARLES H. WULF 


Mr. Wulf’s new responsi- 
bilities include the supervi- 
sion of sales and advertising. 


Elect White President 
Of Cleveland Hardware 


Directors of the Cleveland 
Hardware & Forging Co., 
Cleveland, Ohio, elected Her- 
bert E. White president and 
elevated A. J. Sanford, pres- 


HERBERT E. WHITE 


ident since 1932, to chairman 
of the board. 

At the same time Louis X. 
Schmidt, production manager, 
was elected vice-president in 
charge of production of the 
forging division, and Charles 
Hall, assistant sales manager, 
was elected secretary. 

Mr. White, the new presi- 
dent, comes to Cleveland 
Hardware after 19 years 
with the Lincoln Electric Co. 
Starting as a sales engineer 
in 1934, he served in various 
departments and since 1946 
has been chief industrial en- 
gineer. 

Mr. Schmidt joined Cleve- 
land Hardware in 1933 as a 
time study man. He was 
made standard engineer the 
next year, standard cost man- 
ager in 1938, and has been 
production manager _ since 
1940. From 1929 to 1933 he 
was with the Steel Improve- 
ment & Forge Co., Cleveland. 


Name Tavs Sales Head 
For Ludman Corp. 


Henry W. Tavs has been 
named general sales man- 
ager in charge of national 
and foreign sales and adver- 
tising for all the divisions of 
the Ludman Corp., Miami, 
Fla. 


Damar Products Moves 


Damar’ Products,  Inc., 
Newark, N. J., has moved 
to new quarters located at 
233 Frelinghuysen Ave., 
Newark. 
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Revolutionary New 


No Stretch 
Clothes Line — 


WITH THE 


CENTER 


V Ties Easily 
V Cello Wrapped 
V Cotton Braided Cover 


PRICED FOR QUICK TURNOVER 
— QUICKER PROFITS 


Size 6, put up in 100 ft. lengths (two 50 ft. hanks connected) 


pber or write for free samples and where-to-buy information. 
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CORDAGE WORKS 
BOSTON 10, MASSACHUSETTS 


*TM reg. OCF 


4 Agr 











For the FV stars 


of the show 


















Heavy-Duty ® Galvanized Steel 


HUMIDIFIERS 


A ‘‘must"’ for every radiator 


home. Low priced for quick 
sales and volume turnover. Fits 
all standard radiators. Rust- 
Resistant. Leakproof. 


Self-Attaching 


WINDOW SHELVES 


Fastens to any window sill 
without screws or nails. 138 sq. 
inches of shelf space— ideal for 
plants, books, general utility 
use. 








All Steel Adjustable 


\ WINDOW VENTILATORS 


Adjustable to any window. 
Sturdy, heavy - gauge steel. 
Won't warp or rattle. 








Heavy-Duty @ Galvanized Steel 
Sub-Irrigating 


PLANT BOXES 


For indoor or outdoor use. 
Sub - irrigating feature assures 
best possible growth. Leak- 
proof. Rust-resistant. 
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Terrific Yalues 


for 


Terrific Yolume 


this fall and winter 


See us at the 


HOUSEWARES 
SHOW 


BOOTH 1036 


Die se TS 


July 13-17 ~ panppnen Bo 


se & 
VIITIS, 


woe ep oe 
Lad thot 
= 


Atlantic City 


Through your wholesale distributor or write direct. 


109-135 MEEKER AVE. 


NEWARK 5, N. J. 

















































Imperial Brass Names 
Byrnes, Duerr to Posts 
The Imperial Brass Mfg. 
Co., Chicago, Ill., has an- 
nounced the appointment of 
Thomas A. Byrnes to the 





THOMAS A. BYRNES 





GORDON J. DUERR 


newly created position of 
sales manager — Eastern 
Div., and the appointment of 
Gordon J. Duerr to the new- 
ly created position of sales 
manager--Western and Mid- 


| Western Div. 





Mr. Byrnes, who has been 
with Imperial since 1922, 
has been representing the 
company in the New York- 
New Jersey-eastern Pennsyl- 
vania area for many years. 

Mr. Duerr, with Imperial 


| since 1936, has previously 


been western sales manager. 





Sencer Heads Sales Of 
Sloane-Delaware Div. 


Sidney J. Sencer has been 
named director of sales of the 
Sloane-Delaware Floor Prod- 
ucts Div. of Congoleum- 
Nairn, Inc., Kearney, N. J., it 
was announced by F. J. An- 
dre, Congoleum-Nairn presi- 
dent. 


Sloane - Delaware Floor 


News of the Trade 






Products is a new marketing 
division formed by joining 
the Delaware Floor Products 
Div. of Congoleum-Nairn and 
the Sloane-Blabon Corp. mar- 
keting organization. Head- 
quarters of the new division 
will be at Trenton, N. J. 

Mr. Sencer, in the floor cov- 
ering business for 28 years, 
was formerly director of 
sales of the Delaware Div. of 
Congoleum-Nairn and, prior 
to its acquisition, was first 
vice-president of Delaware 
Floor Products, Inc. 





Name Brockway Head 
Of Asbestos Mfg. Co. 


Thermoid Co., Trenton, 
N. J., has announced that 
Carl P. Brockway has been 
elected president and direc- 
tor of its subsidiary, Asbestos 
Mfg. Co., Huntington, Ind. 

Mr. Brockway is a vice- 
president of Thermoid Co. 
and formerly was in charge 
of Friction Div. manufactur- 
ing at the company’s main 
plant in Trenton. He joined 
Thermoid in 1941. 





American Air Filter 
Appoints Bateman 


Wallace B. Bateman, Jr., 
an employee of American 
Air Filter Co., Inc., Louis- 
ville, Ky., for the past six 
years, will head the newly- 
formed air conditioning sales 
section of the Amer-glas 
sales division. 

As head of air condition- 
ing sales Mr. Bateman will 
have control of the planning 
and sales contact with origi- 
nal equipment manufactur- 
ers and distributors handling 
air conditioning and _ail- 
weather units throughout the 
nation. 





WALLACE B. BATEMAN, JR. 
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POTATO and ONION CUTTE 


Villa is packaged in a multi-color gift carton. 


@ Smaller cuts use less fat . . . fry faster, easier to digest. 
@ Less effort to handle—weighs 142 Ibs. 


@ Perfect also for onions, salads and other foods. 
ALSO AVAILABLE 


“VILLA” xc 
NOW SHARPENED & TAPERED 


NEW, IMPROVED FRENCH FRY 


A “must” for every kitchen! The original Villa french fry potato cutter 
now brings you an additional new model that increases the number of 
cuts and decreases the amount of work. Fully guaranteed .. . 
tured since 1914 in England, the home of cutlery craftsmen. Over one 
million sold in U.S.A. where it is widely and regularly advertised. Each 


READ THESE OUTSTANDING FEATURES: 3 


@ Sharpened, tapered blades for quick, “one-stroke” cutting. 
@ Increased cutter openings . . . gives 50 “shoe string” cuts in one operation. 


@ Gleaming, pot-tinned, non-rust finish cleans with a wisp of a cloth. 


E ORIGINAL CUTTER 


manufac- 






Model 50 
Illustrated 








Model 25 with shorpened blades—Same features as model 50 
except It makes 25 FRENCH FRY CUTS—IN ONE STROKE. 





LIST $2.98 








Write for Literature—Inquiries Invited 


BELF & LUSTIG 


23 PARK PLACE, NEW YORK 7, N. Y. 








Factories’ Sole Distributors 
Telephones: BEekman 3-1872-3 
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TAPLIN EGG BEATERS 


e Efficient in operation. 





Booth 


e Durable construction. 906 
e Smart styling. Atlantic City 


e Nine models in the popular price range 
—all good values. 


THE TAPLIN MANUFACTURING CO. 


NEW BRITAIN, CONN. 
SINCE 1897 











Suggested retail price 98¢ 


with KNICKERBOCKER No. 12 DEAL 


A REAL TRAFFIC BUILDER — Here’s a sale for extra profits 
and increased store traffic during sale. Values up to 
$1.19 retail list for only 98c. In addition, the attrac- 
tive, compact sale display box is furnished with the 
No. 12 Deal at no cost to you 


EVERY WOMAN IS A PROSPECT 
Portable sprays are a “must” for successful home 
permanents as all soap must be rinsed out of the hair 


Each No. 12 Deal Contains: 
12 No. 108 sprays with special finger grip (regular $1.19 retail) 
6 No. 185 massage brush sprays (regular $1.19 retail) 
_6 No. 176 sprays with head-shaped massage brush (retail $1. : 
24 Sprays at $24.00 list per deal. 
Order from your jobber today or write for catalog to 


Knickerbocker Rubber Company 


4101 S. MAY STREET CHICAGO 21, ILLINOIS 


















Padlocks is a 





NO. 505C 


50 ft. Steel Tape in Chrome or Zine 
plated finishes. 


NO. 45 PADLOCK 
Plated Steel shells and shackles. 


+ ae Brightly colored centers. Various 
sizes. 2 keys with each lock. 


\\@, Die cast, rustproof, baked enamel 
\ finish. Many sizes to choose from. 





i A popular, all-purpose knife with § 
adjustable replacement blades to retail at 75¢. 


NO. 406W 
Die cast, chrome plated or baked 
enamel cases. White tape with 
black markings. Automatic 
brake. Replaceable blade. 


‘\ 
. 


Ss 


Order fro 
Write for complete catalog. 


m your jobber now. 





Ee 











Dvorak to Head Sales 
Of Camfield Mfg. Co. 


Elmer C. Dvorak has been 
named vice-president in 
charge of sales of the Cam- 


ELMER C. DVORAK 


field Mfg. Co., Grand Haven, 
Mich., it was announced by 


| L. V. Meyering, president. 


Mr. Dvorak, who succeeds 


| the late Al Sanger, comes to 


Camfield from the Rival Mfg. 
Co., where he was assistant 


| to the president. He has also 
| served as general sales man- 
ager of Swing-A-Way Mfg. 


Co., St. Louis, Mo.; vice- 


| president of Rittenhouse Co., 
| Honeoye Falls, N. Y., and 
| sales manager of the range 
| and water heater section of 


General Electric. 
He will make his head- 
quarters in Grand Haven. 


| Mastic Tile Appoints 


Three to Sales Staff 


Three additions have been 
made to the sales staff of 


| Mastic Tile Corp. of Amer- 


ica, Newburgh, N. Y. 

Val R. Mathias has been 
named to the Mastic sales 
staff in the Wisconsin sales 
area, Joseph J. Maly has been 
appointed a sales represen- 
tative in the midwest sales 
district, and Joseph P. Lou- 
don has been named a sales 
representative in the western 
Pennsylvania sales area. 


Hoover Names Lemley 
Assistant Area Head 


Appointment of C. P. Lem- 
ley as assistant area manager 
for the Hoover Co. with head- 
quarters in Dallas, Tex., was 


| announced by W. H. Bond, 


manager of the company’s 
special products division. 

Mr. Lemley will assist Wil- 
liam Adams, area manager, 


News of the Trade 





who has been covering this 
territory alone for almost a 
year. 

Mr. Lemley’s area will in- 
clude Texas, Oklahoma, New 
Mexico, Louisiana and Ar- 
kansas. He previously work- 
ed the area as district man- 
ager for several years with 
Landers, Frary & Clark, and 
more recently as_ regional 
manager for Universal Major 
Electric Appliance Co., when 
it was split from Landers, the 
parent company. 


Hull, Barker Join 
Gibson-Homans Sales 


Ed Hull and Elmer Barker 
have joined the sales staff of 
the Gibson - Homans Coa., 
Cleveland, Ohio. 

Mr. Hull, who for years 
was a salesman for Sherwin- 
Williams, will cover Pennsyl- 
vania, Virginia, Maryland, 
Delaware and New Jersey. 

Mr. Barker, who started 
with Gibson-Homans in 1950, 
recently returned after two 
years of military service. His 
territory includes West Vir- 
ginia, St. Louis, Mo., and 
parts of Kentucky, Ohio, IIli- 
nois and Indiana. 


Edwards Named Head 
Of Shavex Co. Sales 


In a re-organization of the 
Shavex Co., of Los Angeles, 
Calif., William F. Edwards 
has been appointed vice-pres- 
ident in charge of sales. Mr. 
Edwards held his previous 
title of sales manager since 
1951. 

Under the new organiza- 
tional set-up, the Shavex 
company, formerly a division 
of Electronic Specialty Co., 


WILLIAM F. EDWARDS 


becomes a separate sales cor- 
poration. The firm remains 
at 3456 Glendale Boulevard 
in Los Angeles. 
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News of the Trade 








"See these NEW SNAP-IN HINGE Plas- 
tic Boxes and CHOW TIME Pet Feeders 
at Booth 48, Crane Building, Atlantic 
City Housewares Show, July 13-19." 








vering this 
r almost a 


HARDWARE BRIEFS 








rea will in- 
homa, New 
1 and Ar- (Contianad from page 106) The store ic lecated in the ‘These plastic compartment boxes ere now available with 
usly work- Hunt Building. the new, exclusive type Snap-In Hinge which makes for a 
strict man- In 1907 the other three longer useful life, and minimizes breakage. Because of this 
— —a get oy caer aida Carlsbad, N. M. — The Snap-In Hinge feature, cover opens full width. Boxes have 
h regional an & hardaene canter. Carlsbad Hardware & Lum- many different compartment arrangements. 

: ber Co. recently opened its o , , 
2rsal Major new, enlarged store at the Manufactured in clear crystal or transparent colored tints. 


> Co., when 
anders, the 


Canton, S. D.—The Canton 
Hardware has been pur- 
chased by Ralph Deinema 
from Noble Thormodsgaard 
who owned the business for 


corner of Canyon and Fox 
Sts. 


Waterloo, Iowa—The Wa- 


Boxes come in many different sizes and can also be made to 
order. Send for samples and prices." 


n the past nine years. Mr. terloo Hardware Co. store, 
Sales Deinema also purchased the 614 Lafayette St., has been 
building in which the store S0ld by Charles Chickering 
ner Barker is located. to William K. Cray of Lime 
les staff of Springs. The business will be 
mans Co., Newport News, Va. — continued under the same 
Washington Ave.’s oldest name and with the same em- 
for years store, the Rosenbaum Hard- ployees. Mr. Chickering will 
r Sherwin- ware Co., has recently re- Temaln as manager. Sa 
ar Pennsyl- opened after extensive re- Different 
Maryland, modeling. Donald and Jules Grafton, W. Va.—Roberts 
w Jersey. Rosenbaum are third gen- Hardware store recently cele- Uses 
ho started eration owners of the store, brated its 50th anniversary 
ns in 1950, which was opened 68 years with an open house party 


after two 
ervice. His 
West Vir- 
Mo., and 
, Ohio, Illi- 


ago. 


Orange, N. J.— Gilbert’s 
Paint & Hardware Store, 
newly located at 268 Main 
St., recently held a two-day 


which was attended by more 
than 1,000 people. Gifts, 
favors and refreshments 
were offered during the af- 
fair. The store is managed 
by Burcha Smith. 


FISHING 
Lures Plugs 


Flies Bait 


HOBBYIST 


Gadgets 
Nails 


Studs 
Nuts & Bolts 


rand opening sale. 
; ae: Columbus, Ga. — The HOUSEWIFE OFFICE 

i Head New Oxford, Pa.—Miller’s Southern Hardware Co. store Thread Jewelry Paper Clips Keys 
Sales Hardware Store, located on was recently moved to a new Sets felayie Stamps Thumb Tacks 
ti f th Center Square since 1885, is location at 449 Brown Ave. ins uttons Rubber Goods Indexes 
age h a out of business. The last The store was formerly lo- 
s Angeles, owner, Robert C. Mahoney, cated at 1024 Broadway. “CHOW TIME” PET FEEDERS 
: Edwards sold the business to a New 
} viee-gear York firm who auctioned the Altus, Okla. — Palmer’s 

sales. Mr. fixtures and merchandise re- Hardware & Supply Co. held 
A cig cently. a formal opening of its store 
aindieie at 113 S. Main. The store is 

organiza- Ellettsville, Ind—The Ted owned by W. H. Palmer and a 
e Shavex Chitwood hardware store re- managed by Henry Miller. aa 


a division 
cialty Co., 


WARDS 
sales cor- 


14 remains 
Boulevard 
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cently became a partnership 
when Fred Chitwood, a 
brother, and Harold Fishel, 
a brother-in-law, purchased 
interests in the firm. The two 
new partners will be actively 
engaged in operating the 
store. 


Athol, Mass.—The Au- 
buchon Hardware Store, 13 
S. Main St., has been reno- 
vated and reorganized. It has 
new display windows and 
front, complete rearrange- 
ment of stock’ and is redeco- 
rated. 


Trenton, Neb.—Mr. and 
Mrs. Virgil Strayer held a 
formal opening of the Stray- 
er Hardware, formerly 
Grimm’s Hardware. Coffee 
and doughnuts, and candy 


for the children, were served. 


Whitehall, Mich. — Russell 
Klinefelter has purchased the 
Gee hardware store, one of 
the town’s oldest retail es- 
tablishments. The store had 
been in the Gee family since 
1879. Mr. Klinefelter had re- 
cently been elected mayor of 
Whitehall. 


Woonsocket, S. D.— Fire 
caused considerable damage 
to Collignon’s Hardware 
store. 


Norfolk, Va. — Frank 
Reshefsky, owner of _ the 
Colonial Hardware Co., 523 
W. 35th St., has opened 
another hardware store on 
Military Highway. The new 
firm is known as the Arco 
Hardware Co. and will be 
managed by Harold Singer. 
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No. 244 


No. 240 


No. 248 


A full line for any household pet. Made with three-footed 
set steady arrangement. Openings at base allow for easy 
handling without getting fingers in the eating section. Steep 
sides prevent food being pushed to floor. Made of strong 
impact polystyrene plastic, silk screened with pleasing design. 
Available in Red, Yellow and Green. 


No. 244 Cat & Dog Dish 5!" Diam. at base—334" tall. 
Pack 3 doz. assorted or solid color to carton. Shipping wt. 8 Ibs. 


No. 240 Cocker Dish 634" diam. at base—2!/2" tall. Pack 2 
doz. assorted or solid color to carton. Shipping wt. 9 Ibs. 


No. 248 Big Dog Dish 9" diam. at base—2!/2" tall. Packed 2 
doz. assorted or solid color to carton. Shipping wt. 10 Ibs. 


COLONIAL MOULDED PLASTICS, INC. 
NORTH OXFORD, MASSACHUSETTS 


























Model 1124... . has 
cast aluminum beam 
with raised figures, 


graduated 100 x ', Ib. 
with loose weights to 
provide 1000 Ibs. ca- 
pacity. 





FAIRBANKS-MORSE 


Y ou're selling the oldest and most dependable 
name in the field when your scales bear the label— 
Fairbanks-Morse! Your customers know they can 
have complete confidence in this scale to guard 
profit margins . . . give sustained accuracy. 

This is the heavy-duty, portable platform scale— 
Model 1124—one of the broad line of Fairbanks- 
Morse Scales. It’s of an all-metal design with metal 
clad platforms, with loops, bearings, pivots, and 
weights “Parkerized” to make them rust resistant 
... assure long life and accuracy. 

For complete information, write Fairbanks, Morse 
& Co., Chicago §, Illinois. 





‘FAIRBANKS-MoORSE 


@ name worth remembering when you want the best 








SCALES © PUMPS ¢ DIESEL LOCOMOTIVES & ENGINES © ELECTRICAL MACHINERY 
RAIL CARS e HOME WATER SERVICE EQUIPMENT © FARM MACHINERY * MAGNETOS 
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Gilmore City, lowa—H. M. 
Clymer, who has owned the 
Gilmore Hardware firm for 
the past five years, recently 
sold the business to Irvin 
Beiter. 





Delaware, Ohio—The Dela- 
ware Hardware Store re- 
cently completed an exten- 
sive remodeling operation 
started in March. A glass 
display window and door has 
replaced the two entrances 
and center stairway it for- 
merly had. The interior has 
been entirely redecorated by 
the owners, Mr. and Mrs. 
Raymond Siegfried. 





Palisade, Colo.—After five 
years in the business, 
Howard Roberts has _ sold 
Roberts Hardware to Robert 
R. Burdick. 


HARDWARE BRIEFS 


—_——News of the Trade—— 


Pocahontas, Ark. The 
McDaniel Hardware & Fur- 
niture Co. store building has 
been extensively remodeled 
and a formal opening was 
held recently. A new front 
has been put on the building 
and the interior has been at- 
tractively decorated in pastel 
colors. Jim McDaniel is man- 
ager of the store. 





Carlisle, Ky.— George R. 
Carter has accepted a posi- 
tion as a salesman in the 
Fultz Hardware store. He 
will also make service calls 
to customers, according to 
Joe Fultz, owner of the store. 





Bentleyville, Pa. — Thomas 
Myers’ Hardware Store, lo- 
cated on Main St., has been 
sold to Warren Wilson. Mr. 
Myers had owned the busi- 
ness for the past 25 years. 





Industrial Tape Now 
Permacel Tape Corp. 


Industrial Tape Corp., New 
Brunswick, N. J., has changed 
its corporate name to Perma- 
cel Tape Corp., it was an- 
nounced by Edwin J. Fitz- 
patrick, president. 

Reason for the action, Mr. 
Fitzpatrick explained, was to 
concentrate increasing pro- 
motional effort on fewer 
brand and corporate titles. 


Union Steel Names 
Robinson, Perkins 


Frank M. Robinson, assis- 
tant sales manager since 
1947, has been appointed 
sales promotion and adver- 
tising manager of the Union 
Steel Chest Corp., LeRoy, 
N. Y., it was announced by 
O. J. Mitchell, president and 
sales manager of the com- 
pany. 

Mr. Robinson will directly 
assist Mr. Mitchell in gen- 
eral administration of sales 
and sales promotion. He 
joined Union’s sales depart- 
ment in 1937. 

At the same time it was 
announced that Gilman Per- 
kins, a member of the factory 
sales staff since 1950, has 
been made assistant sales 
manager. Associated with 


Mr. Perkins will be Gilbert 
T. Jordan, who has been with 
Union since 1951. 





Porter to Represent 
Schalk in Midwest 


John W. Porter has been 
appointed to represent the 
Schalk Chemical Co., Los 
Angeles, Calif., throughout 
Kansas, Nebraska and por- 
tions of Iowa and Missouri. 

Mr. Porter has had wide 
experience in wholesale and 
retail sales in the paint and 
allied industries. Prior to 
joining the Schalk company, 
he was associated with a 
building construction firm. 

Mr. Porter will make his 
headquarters in Kansas City. 





JOHN W. PORTER 
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YOU DEALERS 
Teck US: 


"We sell 
MORE jf 1) 


with | mA " \ i : 
RUGG ean 
Ready-Pak"’ 

















RUGG “All-Purpose” ROPE 
in READY-PAK display carton 


It’s easy business... 
new business. 
when this Ready- Pak 


counter display car- Ready-Measured Per Coil _— Per Display 
ton brings rope out of Yq” rope 75 ft. 450 ft. 
your basement, puts 3%,” rope 50 ft. 300 ft. 
it up front for impulse Vy” rope 50 ft. 300 ft. 


sales. Six connected 
oils of ‘All-Purpose 


Manila or Sisal 


NOW AT YOUR JOBBER’S 


rope, pre-measured, 

securely flanged. . or write 

ready to wrap up for THE E, T. RUGG CO. 

a quick, profitable 51 Miller St., Newark, Ohio 


sale. manufacturers since 1883 





WICKWIRE 
oF 


r all types of hardware equi 











jpment such as: 





@ Padlocks 
@ Window sash locks 


@ Curtain springs 
@ Window screen springs 
@ Screen door closer springs @ Door check springs 
@ Perfection door springs * Wiring nut springs 
Let us know your requirements fof springs in any 
size, shape or design. Write to Sales and Engineer- 


125 ~=«ing, 2 New Bond Street, Worcester, Mass. 


WICKWIRE SPRINGS 


AND FORMED WIRES (Fl 


| Come to 


FAIRM OUNT 


for your 


HAMMER NEEDS 


Drop Forged from finest steels, carefully heat treated to 
uniform hardness for safe, enduring service. Superior de- 
sign provides an exceptionally well 


balanced hammer. Each handle, * 
















made from selected white sec- 
ond growth hickory, is perfectly 
fitted and permanently wedged. 












iy 
A profitable line to sell. Write for catalog 
and full distributive information. 


FAIRMOUNT 


jgele) 5 FORGING, INC. 
10611 sabe Ave., Cleveland 6, Ohio 
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Bugbee, Moss Get Sales 
Posts With Burpee Co. 


E. P. Bugbee, Jr., has been 
promoted to sales manager, 
and John T. Moss advanced 





E. P. BUGBEE, JR. 





JOHN T. MOSS 


to manager of dealer sales 
of the W. Atlee Burpee Co., 
Philadelphia, Pa. 

Mr. Bugbee joined the 
Burpee firm in 1949 and has 
served as assistant sales 
manager for the past year. 

Mr. Moss has been with 
Burpee for seven years and 
has been the former man- 
ager of the firm’s midwestern 
headquarters at Clinton, 
Iowa. 


Tiefenbrunn Appointed 
By Olin Industries 


Vincent J. Tiefenbrunn 
has been appointed shooting 
promotion manager for West- 
ern-Winchester, it was an- 
nounced by J. T. Boone, sales 
manager of the Arms & 
Ammunition Div. of Olin In- 
dustries, Inc., East Alton, 
Til. 

Mr. Tiefenbrunn will make 
his headquarters in New 


Haven, Conn., and will be 
assisted by H. E. Helwig at 
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and W. A. 
O’Hara, Jr., and J. M. Davi- 
son at East Alton. 

It was also announced by 


New Haven, 


D. T. Marvel, Olin’s vice- 
president for sales, that Rob- 
ert Cole has been named di- 
rector of sales promotion 
and advertising for the com- 
pany. He will be located at 
the: company’s headquarters 
at East Alton. 





Roshirt Named By 
Aluminum Industries 


Election of Randolph J. 
Roshirt as vice-president of 
Aluminum Industries, Inc., 
Cincinnati, Ohio, has been 
announced by John W. Craig, 
president. 

Mr. Roshirt, who will be 
on Mr. Craig’s staff, will be 
responsible for integrating 
the production and sales op- 
erations of the company. He 
also will be in charge of 
new product development. 

Prior to joining Aluminum 
Industries, Mr. Roshirt was 
executive vice-president and 
director of the Bohn Alumi- 
num & Brass Corp., Detroit, 
Mich., with which company 
he was associated for 34 
years. From 1915 to 1919, 
he was with the Foundry 
Div. of the Aluminum Co. of 
America, in Detroit, 





Thor Power Tool Elects 
Four Vice-Presidents 


Four new vice-presidents 
were elected by the directors 
of Thor Power Tool Co., 
Aurora, Ill., it was an- 
nounced by Neil C. Hurley, 
Jr., president. 

J. A. Hill, a member of 
the organization for 33 years, 
was elected vice-president 
and sales manager. 

John A. McGuire retains 
his present title of chairman 
of the executive committee 
and in addition becomes 
vice-president in charge of 
labor relations. 

B. H. Johns, after a career 
of 27 years in heading up 
the company’s branches in 
St. Louis and Philadelphia, 
and as sales manager of its 
Contracting & Mining Div., 
was named vice-president in 
charge of rock drill sales. 

W. B. Hunn, with Thor for 
18 years, was elected vice- 
president in charge of the 
company’s Los Angeles 
works. 


News of the Trade 





It was also announced that 
a new Thor sales and service 
factory branch office will be 
opened in Newark, N. J., 
early in July. 

The new office, 21st in the 
Thor domestic chain, will be 
located at 1 Tichenor Lane 
and Parkhurst St. 





Clinton Machine Co. 
Names Two Distributors 


The Chain Saw Div. of the 
Clinton Machine Co., Clin- 
ton, Mich., has appointed two 
new distributors, the Ace En- 
gines & Equipment Co., Phoe- 
nix, Ariz., and the Alaska 
Saw Co., Anchorage, Alaska. 

The Ace Engines firm has 
been assigned to cover the 
entire state of Arizona. The 
Alaska Saw company will 
cover Judicial divisions 2, 3 
and 4 in the Territory of 
Alaska. 


Name Thompson Area 
Manager for Cory Corp. 


Frank Thompson has been 
promoted to the post of 
North Texas territory man- 
ager of the Cory Corp., Chi- 
cago, Ill., it was announced 
by J. W. Alsdorf, president 
of the firm. 

For almost three years Mr. 
Thompson has been assistant 
territory manager for Chi- 
eago and northern Illinois. 
Prior to the consolidation of 
Nicro Steel Products, Inc., 
with the Cory Corp., Mr. 
Thompson held sales and ad- 
ministrative posts for nearly 
four years with the former 
company. 

In his new capacity, Mr. 
Thompson will maintain 
headquarters in Dallas, 'Tex., 
and serve the northern and 
western areas of the state. 





FRANK THOMPSON 


Williams, McClure Join 
Remington Arms Sales 


T. Clay Williams and John 
McClure have been ap- 
pointed to the staff of field 





T. CLAY WILLIAMS 





JOHN S. McCLURE 


representatives of Remington 
Arms Co., Bridgeport, Conn., 
it was announced by R. H. 
Coleman, vice-president and 
director of sales for the com- 
pany. 

Mr. Williams, well known 
to the hardware and sport- 
ing goods trade in the middle 
West, will be located in 
Indianapolis, Ind. Mr. Mc- 
Clure will be located in 
Fresno, Calif. 





Smith Joins Sales Staff 
Of Horrocks-Ibbotson 


Russ Smith, nationally 
known fly and bait casting 
champion, is the new repre- 
sentative for Horrocks-Ibbot- 
son Co., Utica, N. Y., in Ten- 
nessee and Kentucky. 





Leven & Co. to Handle 
True Temper Line 


J. Leven & Co., Irvington, 
N. J., wholesaler, has been 
appointed distributor for the 
True Temper line of garden 
tools, including shovels, axes 
and hammers. 





HARDWARE AGE, JUNE 25, 1953 





























“ 
e 


FRYING PAN GRI 
— 


| 
DECORAT 
FoR SPO 


eee EE 


HARDWAR! 











‘lure Join 
ns Sales 


ns and John 
e been ap- 
taff of field 





LIAMS 





URE 


Remington 
rt, Conn., 
by R. H. 
ident and 
r the com- 


ell known 
nd sport- 
he middle 


panoy FOR 


ME on¢ 


FARM HO! 


weno 8 


ae 
yaucrs OM < 








Reynolds Al 


DECORATIVE TRIM 
FOR SPORTS CARS 


OF 


wUNDREOS 


4 SHOP USES 
ssnor” 








Doors... conmees f 





owe gamentt 


IN THE HOME - 







FLOOD LIGHT REFLECTOR 


IN THE SHOP - 


—RUMPUS ROOM 














Big Profit “‘Pick-Up” when you display 


REYNOLDS 4¢time ALUMINUM 
FLAT-SHEET FLASHING 


This Display Carton of ten 18” x 48" sheets of .019” aluminum is a “pick-up 
item’’ that means fast profits. It attracts not only the man who needs flashing, but 















also the “‘hobby”’ customer...every man has a dozen things he wants to make or 
do with handy sheets of aluminum. The package, with streamer attached, tells 
the whole story. It’s an “impulse salesman” that stops customers and makes 
‘em buy. Stock this item, put up the streamer and always keep a carton out front. 






Call your jobber or mail the coupon. Ask your jobber for extra streamers. 






Reynolds Metals Company, Building Products Division, Louisville 1, Kentucky. 





uminum Flashing has many uses 


IN SCHOOL - FOR HOBBIES 











DOOR KICK 


HOBBIES AND PUSH PLATES 


AND HOMECRAFTS 








DECORATIONS Also 50-foot Roll Flashing 


in new Display Cartons! 
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MORE PROFIT “PICK-UPS” 


Reynolds Aluminum 
Reflective Insulation 
puts hardware dealers in 
the insulation business in 
a big way. 15-lb. boxed 
rolls contain 250 sq. ft., 
take up little space, make 
effective self-displays. 
Rent your customer stapler 
and staples for an extra 
sale. 





REYNOL 
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ATTACHED TO EVERY 
FLASHING CARTON! 







Reynolds Lifetime 
Aluminum Gutters 
are a “pick-up” hard- 
ware item because 
they're light to carry, 
easy to put up, need no 
soldering. Far lower in 
cost than other rustproof 
gutters. Ogee and Half- 
Round, smooth or stip- 
pled finish. 


| MAIL THIS COUPON NOW! 

I Reynolds Metals Company 

Building Products Division 

I 2026 So. Ninth St., Lovisville, Ky. 

I Send Details and FREE SAMPLES of Reflective 
t Insulation; also full Information on ([_] Gutters 
J and Downspouts (CJ Nails [) Flashing. 

I 

I 

L 


Name. 





Address 
City State 


A A AER, 


DS 2 ALUMINUM 


“MR. PEEPERS” returns September 13th on NBC-TV 
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NATCCO presents <> 
a complete line!... ye 


I 


MODEL 1102FL _| 
GARFIELD 













from the GARFIELD 1102FL 


for the newest home 


The Garfield 1102FL is quality plus economy, and is 
a model with many features. Guaranteed plate glass 
mirrors, seamless one piece bodies, brush holder, 
\_ interior night light, lights for make-up and shaving, 
SQV: adjustable shelves—many other features, 


~~ 
~ 





MODEL 1000 
AMBASSADOR 


to the AMBASSADOR 1000... 


for the distinctive home 


The Ambassador 1000 is the quality model that 

adds a luxury look to any bathroom. It has that extra space 
and design that better homes and larger families deserve. 
Extra features include interior night light, shaving ' 
and make-up lights, and a chrome plated recessed fixture 
for soap tray and tumbler holder. It also features 

a cleansing tissue dispenser, all in one wall opening. 


Special Budget Models! 


Where low cost installations are 
necessory—NATCCO offers a complete 
selection of economy cobinets with 
quality and features such as piano 
type hinges, and quality plate or 
window gloss mirrors. Seamless and 
rust-proofed one piece bodies, tooth 
brush holders and with or without lights, 





























a — =. 
Model 1102 
YOUR COPY Is Ready! 


Model 802 
Your letterhead will bring you 


this new catalog on the com- = 
plete line of NATCCO Cabinets. ee 
Call your Supplier for any of | = 
these models. ; 











NATIONAL STEEL CABINET CO. 
2415 N. Crawford Ave. Chicage 39, Ih. 












Rogers Gets Sales Post 
At Thatcher Glass 


Roger V. Rogers has been 
appointed sales representa- 


| tive for the Rochester, N. Y., 





ROGER V. ROGERS 


branch office of the Thatcher 
Glass Mfg. Co., Inc., Elmira, 
N.. %. 

Prior to this appointment, 
Mr. Rogers was a member 
of the firm’s sales service de- 
partment. In his new ca- 


| pacity he will take over the 


position and territory va- 
cated by George W. Peck, II, 
recently-appointed manager 
of the Thatcher Glass Roch- 
ester branch office. 


Arvin Industries 
Appoints Distributor 


Wholesale Supply, Ince., 
409 E. Markham St., Little 
Rock, Ark., has been ap- 
pointed an exclusive Arvin 
radio and television distribu- 
tor, it was announced by 
Paul W. Tanner, general 


| sales manager of that divi- 


sion of Arvin Industries, Inc., 
Columbus, Ind. 

Wholesale Supply will be 
responsible for merchandis- 
ing, promotion and sales ac- 
tivities in Little Rock and 
surrounding area. 


Borg-Erickson Names 
McCarthy to Sales 


James E. McCarthy has 
been appointed by the Borg- 
Erickson Corp., Chicago, IIl., 
as a representative, it was 
announced by J. M. Zapoleon, 
vice-president in charge of 
sales. 

Mr. McCarthy was former- 


%] | ly associated in a sales ca- 
| pacity with the Hooker Glass 


& Paint Mfg. Co., Chicago. 
With Borg-Erickson, Mr. 


News of the Trade———_ 


McCarthy will cover the 
Minnesota, Wisconsin, Michi- 
gan and Chicago territory. 





Allen Joins Washburn 
Worcester Sales Dept. 


Dexter G. Allen has joined 
the Worcester Sales Dept. of 
the Washburn Co., Worces- 
ter, Mass. He will handle 
sales correspondence and 
other sales work at the 
Worcester office. 

Mr. Allen has had previous 
sales experience with the 
American Durafilm Co. and 
has recently been associate, 
with the Whitin Machine 
Works, Whitinsville, Mass. 


Preway, Inc., New Name 
Of Prentiss Wabers 


Preway, Inc., is the new 
name of Prentiss Wabers 
Products Co., Wisconsin 
Rapids, Wis., it was decided 
on May 21, at the annual 
stockholders meeting. 

All officers and directors 
were re-elected. They are 
J. O. Ellis, president; 
Michael Woolf, vice-presi- 
dent; H. H. Niemann, vice- 
president in charge of man- 
ufacturing; A. E. Bark, sec- 
retary-treasurer. 

Directors include J. O. 
Ellis, T. W. Brazeau, Dr. 
Edward Hougen, C. OD. 
Searles, H. H. Niemann, A. E. 
Bark, and Ira F. Boyce. 
R. S. Wiltrout is again 
chairman of the board. 





Thor Buffalo Office 





Moved to New Quarters 


The Buffalo, N. Y., branch 
office of Thor Power Tool 
Co., Aurora, IIl., has moved 
into a new building at 735 
Military Road, Buffalo, it 
has been announced by Neil 
C. Hurley, Jr., Thor presi- 
dent. The new office is un- 
der the direction of C. T. 
Connolly, veteran branch 
manager. 





Potter Covers Florida 
For Clayton & Lambert 


Howard Potter has _ been 
appointed direct factory sales 
representative to cover the 
state of Florida for the Clay- 
ton & Lambert Mfg. Co., 
Louisville, Ky. 

Mr. Potter will make his 
headquarters at 1508 Vic- 
toria Park Road, Ft. Lauder- 
dale, Fla. 
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‘Capture the Kitchen Market 
by Selling Cooper 

















is “ 
ENGINEERED 

Tl ME-TESTED ” 
and PROVEN 


Thermometers for Every 
Kitchen Need 












The high quality of the Copperweld Solid Wire | N 18 
par“ Line brings you more satisfied customers, oS. 

word-of-mouth sales . . . and greater profits. It’s 

unbeatable. It has the features that women want Candy, Jelly & Deep 
in a clothes line—bright, smooth surface—easy | 


to handle—unharmed by weather. It’s strong, | Fat Thermometer 


non-rusting, permanent, remains taut. Tinned sur- 














































face assures cleanliness. Packed in brilliant orange desired | 
and blue box with cellophane display window. esired results are assured 
50-ft. or 100-ft. lengths—12 of one size to a 


shipping container. | Made with a gleaming unbreak- 








| able stainless steel stem and por- 
(Go COPPERWELD HOUSEHOLD WIRE | celain enamel dial, it shows the 


| temperature at a glance. Easy to 


| keep clean .. . just wipe it off with a damp 
@ Twenty-four coils of assorted sizes are packed cloth. The stem is fitted with an adjustable clip 
in this attractive counter display box—one box to | . 
a corrugated shipping container. @ Alsoavailable | for fastening the thermometer at the proper 
on colorful cards. One 25-ft. or 75-ft. coil to a hails tn. Hen Sed ‘ell t 
card—a dozen of one size in a carton—G cartons | G@P™ In the tat or jelly, etc. 
to a shipping container. 


for hundreds of uses in home, shop, garden, garage. 


If your jobber can't supply you, write 


COPPERWELD STEEL COMPANY Oven Thermometer 
No. 24 


This handy Cooper oven ther- 


NO MORE THAN 


{ORDINARY WIRE Glassport, Pa. 


mometer is ideal for precise con- 
trol of cooking. With it the oven 
control may be checked con- 
stantly. Many housewives prefer 
the helpful accuracy of this oven 
thermometer. Glistening rustproof 





case, white porcelain enamelled 
dial red pointer. 


Roast Meat 
Thermometer 
No. 15 


An all metal, unbreakable thermome- 
ter which takes the guess work out of 
roasting. Gleaming porcelain enamel 
dial will never discolor and is marked 
Workingmen like this heavy gauge aluminum with correct temperatures for each 
kind of meat. Built to last a lifetime. 
Accurate, Non-tarnishing. Cleans 
with a wipe of a damp cloth. 





Improved—Looks Better si 





seamless lunch kit. Housewives like the ease with 


which it can be kept spotlessly clean. It's an 








easy seller! 1 


Available with or without Vacuum Bottle or Tray. See us at the National Housewares Show, 


Order from your Jobber | at Atlantic City, July 13-17, Booth 1218 


PENN METAL WARE CO. 








THERMOMETE! 


Established IS §5 


Scott Street « Wilkes-Barre, Pa. 
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NEW FAST SELLER FOR 


SMALL PARTS STORAGE 
KLEER-VUE 













































E-Z-€ STORAGE CABINETS 
with 2-INCH DEEPER DRAWERS 


Here’s the newest, low-cost multi-purpose storage 
cabinet—strong enough to hold 15 drawers full of 
lead, yet minimum light in weight. The see-thru 
clear plastic drawers (34” deeper than average 
size) show at a glance the parts or equipment they 
are storing. Increased convenience from the deeper 
drawers—15 drawers hold any and all parts, office 
supplies, etc.—removable dividers in each drawer, 
safety catch prevents any spilling, drawer dimen- 
sions 274” wide x 6” deep, cabinet 155¢” wide x 
834” high x 644” deep. 





Name plate slot in each 
drawer — easily identifies 
contents. 


Electric Weld All Steel 
Cabinet—in baked enamel 
gray finish. 


Packaged Individually, shipping weight approx. 814 Ibs. 
Order Now—thru your wholesaler—or write: 


MANUFACTURING 
COMPANY 


KLEER-VU 


636 H PENN AVE. 


PITTSBURGH 22, PA. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Glamorene, Inc., Names 
Three Representatives 


Glamorene, Inc., New York, 
has appointed three repre- 
sentatives to handle its line 
of cleaners in various terri- 
tories throughout the coun- 
try. 

Ardley Associates, with 
Leon Fineman and Edward 
F. Behm, will cover eastern 
Pennsylvania, southern New 


| Jersey, Maryland, Washing- 
| ton, D. C., and eastern Vir- 
ginia for Glamorene. 


The George McDuffy Co., 


Atlanta, Ga., will travel the 


| states 


of North Carolina, 
South Carolina, Georgia and 
northern Florida. The Mc- 
Duffy company maintains 
headquarters at 92 14th St., 
in Atlanta. 

The Ed T. Locke Co., Cin- 
cinnati, Ohio, will handle 
Glamorene products in the 
states of Kentucky, West 
Virginia, eastern Tennessee 
and the western part of Vir- 
ginia. The Locke firm main- 
tains headquarters at 1612 
Main St., in Cincinnati. 





Kelly & Associates To 
Represent Armstrong 


Alfred M. Kelly & Associ- 
ates, Brooklyn, N. Y., has 
been named to cover the Met- 
ropolitan New York and 
New Jersey area for the 
Armstrong Products Corp., 


| Huntington, W. Va. 


The Kelly firm, with head- 


| quarters at 1522 E. 14th St., 


| in Brooklyn, is composed of 


Mr. Kelly, George Bratnyk, 
Brooklyn, and Frank J. 
Battersby, New Canaan, 


| Conn. 


McKee Glass Appoints 
Cahill & Galbraith 


Cahill & Galbraith, Seattle, 
Wash., has been appointed 
northwestern representative 
of the McKee Glass Div., 
Thatcher Glass Mfg. Co., 
Inc., Elmira, N. Y. 

Cahill & Galbraith, with 
headquarters at 205 Terminal 
Sales Building, in Seattle, 


will operate under the direc- 
tion of McKee’s Pacific Coast 
territory manager, John B. 
Miller, of Los Angeles, Calif. 

Under this new appoint- 
ment, Cahill & Galbraith, who 
formerly handled McKee 
sales only in the western por- 
tions of Washington and 
Oregon, will now add the 
eastern part of these two 
states, as well as Montana 
and Idaho. 


Enterprise Appoints 
Sanford Co. in West 


The D. E. Sanford Co., 
San Francisco and Los An- 
geles, Calif., has been ap- 
pointed by the Enterprise 
Mfg. Co. of Pa., Philadelphia, 
Pa., as West Coast repre- 
sentative for the full line of 
Enterprise hardware and 
housewares products. 





Chicago Nipple Names 
Jim Lamont's Lamco 


Jim Lamont’s Lamco, Sims- 
bury, Conn., has been named 
to handle the territory con- 
sisting of Connecticut, west- 
ern Massachusetts and Ver- 
mont for the Chicago Nipple 
Mfg. Co., Chicago, Il. 


Bender Co. Appointed 
By Gries Reproducer 


The Bender Co., Buffalo, 
N. Y., has been appointed to 
represent the Gries Repro- 
ducer Corp., New York, in 
Ohio, western Pennsylvania 
and New York State, ex- 
clusive of the Metropolitan 
area. 


Winkenweder & Ladd 
Named in Midwest 


Winkenweder & Ladd, Inc., 
Chicago, Ill., has _ been 
named to cover Illinois, In- 
diana and Wisconsin for the 
Snap Products Corp., also 
Chicago. 
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7 Buy Quality 
Security Hardware 
that will bring you 





additional profits. 














SAFE 


PADLOCK AND HARDWARE CO. 
LANCASTER, 
PENNSYLVANIA 





€ AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


i 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


BRIGHT NICKEL FINISH 
PACKED WITH SCREWS 





SIZES AVAILABLE 
No. 10-18’’--Extends 18”’ to 30” 
No. 10-30’’-- Extends 30” to 48”’ 
No. 10-48’’--Extends 48’ to 78” 
No. 10-72’’--Extends 72” to 108’ 


TYPaY i 


MANUFACTURING CO. 
































[]% 


DISCOUNT 


on Accuracy Warner Tools 


WHY not make a generous 40% every 
time you sell painting and decorating 
tools to your “do-it-yourself”’ customers? 

Bright orange-and-black Warner 
tools catch the eye...their quality and 
usefulness are easy to see. And they’re 
surprisingly low priced! 

Ask your jobber or write direct for 
information. 














ROCKWOOD, PENNA. 
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FREE DISPLAYS 


Natural-finish hardwood displays boost sales — 
come free with small assortments. No. 1010 
Putty Knife and Scraper unit... dealer cost only $9. 
No. 1012 Wood Scraper assortment...dealer cost 
only $8. 





“ARNE 





WARNER MANUFACTURING CO. 


ah TOOL RNEp 802 16th Ave. S. E., Minneapolis 14, Minn. 











Alfred B. Sloan 


Alfred B. Sloan, 71, retired 
vice-president and director of 
Northwestern Steel & Wire 
Co., Sterling, Ill., died June 5 
at his home in Little Rock, 
Ark. 

Mr. Sloan became asso- 
ciated with Northwestern in 
September, 1923. He was 
continuously in the firm’s 
employ until three years ago 


OBITUARIES 


when he voluntarily assumed 
a semi-retired status. Since 
that time Mr. Sloan has main- 
tained a very active interest 
in the company and actually 
represented the firm in the 
Arkansas area. 

His service with the com- 
pany had continuously been 
in the sales division, having 
started as a field salesman 
and advancing to sales man- 


—_—News of the Trade- 


ager, in 1932 to vice-presi- 
dent in charge of sales, and 
in 1933 he was made a direc- 
tor of the company. 


P, C. Frayser 


P. C. Frayser, 79, former 
merchandise manager of the 
Martin-Senour Co., Chicago, 
Ill., died June 8 at Mont- 
gomery, Ala. 

Mr. Frayser was associ- 
ated with the paint and hard- 
ware industry for his entire 
business career. 

He was a salesman for the 
Acme White Lead & Color 
Works, president of the 


Mound City Paint & Color 
Co., and vice-president of 
the Simmons Hardware Co. 

He joined Martin-Senour 
in 1933 as a special repre- 
sentative, later was made 
eastern district manager, 
and, in 1947, became mer- 
chandise manager. He retired 
in 1948. 

Mr. Frayser 
president of the National 
Paint, Varnish & Lacquer 
Association and was a mem- 
ber of the Union League of 
Chicago. 

He is survived by a 
daughter and a grandson. 


was past 





Hoover Co. Re-Names 
Kingston-Conley Div. 


The Hoover Co., North 
Canton, Ohio, has announced 
that henceforth its Kingston- 
Conley Div., with headguar- 
ters in North Plainfield, 
N. J., will be known as the 
Hoover Co., Electric Motor 
Div. 

The new title is intended 
to be more descriptive of the 
Division’s operation as man- 
ufacturers of all types of 
electric motors in the range 
from 1/6 through 7% h.p. 

Founded in 1934, in Jersey 
City, by two former Hoover 
employees, F. S. Kingston 
and B. L. Conley, the organi- 
zation was originally known 
as the Kingston-Conley Elec- 
tric Co. During 1936, the 
operation was moved to its 
present location in North 
Plainfield and subsequently 
was purchased by the Hoover 
Co. in 1945. Since then there 
has been a diversification of 
the product line of a new 
manufacturing plant at Cam- 
bridge, Ohio. 


American Machine Opens 
Chicago Branch Office 


American Machine & Foun- 
dry Co., New York, has 
opened a Chicago branch of- 
fice at 520 N. Dearborn St. 

The two-story, 20,000 sq. ft. 
building leased by AMF will 
group in one building the 
sales offices of the greater 
Chicago area. of _ several 
American Machine & Foun- 
dry company divisions and 
subsidiaries. 

AMF divisions maintaining 
sales offices in the building 
are: AMF Leland Electric 
Div., AMF Lowerator Sales 
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Div., AMF Bakery Div., and 
Wahlstrom/Float-Lock Sales 
Div. AMF subsidiaries rep- 
resented are: AMF Pinspot- 
ters, Inc., DeWalt, Inc., Cleve- 
land Welding Co., Sterling 
Engineering Co. and Union 
Machinery Co. 


Bristol Brass Forms 
California Subsidiary 


The Bristol Brass Corp., 
Bristol, Conn., has an- 
nounced the formation of a 
wholly-owned subsidiary com- 
pany, the Bristol Brass Corp. 
of California. 

In addition to a complete 
line of brass mill products, 
the new California subsidiary 
will also carry aluminum and 
stainless steel. 

John H. Smith, formerly 
vice-president and general 
sales manager of Continental 
Metals, Los Angeles, Calif., 
has been named vice-presi- 
dent and general manager of 
the Bristol Brass Corp., of 
California, and will direct its 
activities from its offices and 
warehouse at 1217 E. Sixth 
St., Los Angeles. 

Mr. Gay is president of the 
new company; the other offi- 
cers are: Carl A. Gustafson, 
treasurer; and Frederick W. 
Beach, secretary. 


Majestic Gift Boxes 
Win Packaging Award 


At the 1953 annual con- 
vention of the National Paper 
Box Manufacturers Associa- 
tion, the Majestic Silver Co.’s 
M6 and M4 gift boxes won 
the highest award in the 
housewares field. 

The Paper Box Competi- 
tion award was based on at- 
tractiveness, end use, ease 


and utility of handling for 
shipping and sales stimulat- 
ing value. 

The Majestic Silver Co. is 
located in New Haven, Conn. 


Anderson Machine 
Moves To Chaska, Minn. 


Anderson Machine & Tool 
Works, Inc., Chaska, Minn., 
has moved to a new building 
on U.S. Highway 212, on the 
outskirts of Chaska. 

The approximately 200x100 
ft. brick faced, cement block 
building provides the com- 
pany with facilities for gen- 
eral offices and factory. 


Continental Can Co. To 
Get Packaging Business 
The sale of the flexible 
packaging business of Shell- 
mar Products Corp., Mt. Ver- 
non, Ohio, to Continental Can 
Co., Inc., New York, has been 
approved by the directors of 
the two companies, it was 
announced by General Lucius 
D. Clay, chairman of the 
board of Continental. 
Confirmation of the trans- 
action is subject to ratifica- 
tion by Shellmar’s_ share- 
holders at a special meeting 
which will be called for that 
purpose later this month. 





Officers of Carolinas Hardware Group 


Shown above are officers of the Hardware Association of 
the Carolinas at the group's convention, June 9 and 10, 
held at the Ocean Forest Hotel, Myrtle Beach, S. C. The 
attendance at the convention was approximately 535. 
Front row, left to right, are: Junior director, W. 


Trotter, 


Southside Hardware, Greensboro, 


N. C.; 2nd 


vice-president, Abel Warren, Warren Tractor & Appli- 


ance Co., Garland, N. C.; president, T. 


roce, Jr., 


Citizens Hardware Co., Asheville, N. C.; Ist vice-presi- 
dent, H. E. Wilson, Jr., Chesterfield Hardware Co., Ches- 
terfield, S. C. Back row, left to right, are: Past president, 
J. T. Owen, Jr., Arthur Hardware, Elloree, S. C.; past 
president, L. V. Huggins, Huggins Hardware, Chapel 


Hill, N. C.; past president, 


J. M. Rivers, J. M. Rivers 


Hardware, Hampton, S. C.; senior director, Banks Glad- 
den, Valley Hardware, Chester, S. C. 
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Luther A. Breck, Jr., president 
of Breck’s of Boston, hands Ben 
D'Agostino, firm's veteran truck 








driver, copy of booklet detail- 






ing recently inaugurated com- 
pany wide Profit Sharing Retire- 
ment Plan for employees. Hold- e 
ing copy of booklet are Mae 








Flynn, left, personnel director, 







and Evangeline Bernard, assistant 






housewares buyer for the firm. 















HA Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 















Some 60 lawn mowers powered 
by Clinton engines operating at 
one time around a huge May 
Pole was a feature of a demon- 
stration of 218 products, power- 
ed by Clinton engines, held re- o 
cently by Clinton Machine Co., 
Clinton, Mich. The demonstra- 
tion took place at the farm of 
Don Thomas, president of Clin-. 
ton Machine Co. 



















Here is the sales force of the 
RPM Mfg. Co., Lamar, Mo., at 
the firm’s recent Spring Sales 
Meeting held at the factory in 
Lamar. During the two-day 
:meeting, the salesmen were ac- » 
quainted with new developments 
in design and engineering on the’ 
Lawn Boy, rotary power mower, 


for 1954, 













H. Louis Rolfes, center, is shown 
receiving a check from Samuel 
C. Slaymaker, president of Slay- 
maker Lock Co., Lancaster, Pa., 
to cover expenses for a trip to 
New York City. Mr. Rolfes won » 
a recent contest among the Slay- 
maker salesmen. Mrs. Rolfes 
looks on as the first prize check 
is being presented. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 
Conference Board. This survey re- 
views the price situation in 10 
major United States cities each 
month. 

The Board’s index for April, 
1953, stood at 177.5. In March, 
1953, it was 177.7 and a year ago, 
April, 1952, the index was 178.4. 
Base date of the series is January, 
1939, as 100. 

The purchasing value of the 
dollar was 56.3¢ for April, 1943. 
Over the year, purchasing value 
was up 0.4 pet. The dollar in April, 
1952, was worth 56.1 cents in 
terms of the base figure. 


All April Retail Sales 
Gain 7 Pct Over 1952 


Sales of retail stores in the 
United States were 7 pct higher in 
April, 1953, than for the same 
month last year, according to the 
Department of Commerce. 

The dollar volume of April, 1953, 
sales were estimated at $14.3 bil- 
lion compared with $13.4 billion in 
April, 1952. 

An increase of 2 pct was shown 
from March to April this year, and 
sales in the first four months of 
1953 were 8 pct higher than sales 

‘in the like period a year ago. 


60,000 New Homes 
To Be Air-Conditioned 


More than 60,000 new homes, 
6 pet of the total expected to be 
built, will be equipped with year- 
around air conditioning this year, 
predicts Cloud Wampler, president 
of the Carrier Corp. This is an in- 
crease of 300 pct over the 1952 
total of 15,000 newly-built air-con- 
ditioned homes, he says. 

It now seems probable that 
within five years one out of every 
two homes being built will be con- 
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structed to take advantage of 
year-around air-conditioning, Mr. 
Wampler predicts. He estimates 
that 750,000 room air conditioners 
will be sold this year, an 82 pct 
increase over 1952. He adds that 
universal adoption of air condi- 
tioning might mean contraction of 
such businesses as home screens, 
slip covers and others. 


Private Building Gains 
13 Per Cent in April 

A spurt in private housing starts 
pushed April building activity 13 
pet over the March total, reports 
the Bureau of Labor Statistics. 

The nation’s builders started 
work on 110,000 new non-farm 
homes in April, 13 pet more than in 
March and 4 pct more than in the 
same 1952 period. 

The entire gain came in private 
housing, which spurted 21 pct above 
the March level to 106,500. Pub- 
lic housing starts declined sharply 
from the 8,800 units started in 
March—down to 3,500. 

Total housing starts for the first 
four months of ‘1953 came to 356,- 
100, slightly above the 352,700 for 
1952, but well below the 412,300 
peak reached in 1950. Private 
starts so far this year total 334,- 
900, while public starts have totaled 
21,100. 

B. L. S. says on an annually ad- 
justed basis, April starts were at 
an annual rate of 1,174,000, com- 
pared with 1,114,000 in March and 
1,227,000 in February. 


Consumer Credit Total 
Rises to $26 Billion 


Outstanding consumer credit at 
the end of April rose to a record of 
nearly $26,200,000,000 as consum- 
ers plunged $501,000,000 deeper 
into debt that month than in 


March. This is more than $5,200,- 
000,000 above a year ago, reports 
the Federal Reserve Board. 

The April figure topped the pre- 
vious high set in December. At 
that time, under the impetus of 
Christmas buying, consumer cred- 
it reached $25,700,000,000. 

Instalment credit in April in- 
creased for the twelfth straight 
month. It reached a new high of 
nearly $19,700,000,000. This was 
$399,000,000 higher than at the 
end of March and about $4,900,- 
000,000 above a year ago. 

New instalment credit was used 
chiefly to buy automobiles. Auto 
credit jumped $295,000,000, to 
bring the total to a little over 
$9,000,000,000. This is about $2,- 
900,000,000 higher than a year ago. 

Non-instalment credit in April, 
which includes charge accounts 
and single payment loans, rose 
$102,000,000 from a month earlier. 
This brought the total of such 
credit up to $6,500,000,000, about 
$302,000,000 over April, 1952. 


U. S. Birth Rate 
Continues Rise 

The Public Health Service re- 
ports the number of births in the 
United States continues to rise. 

In the first three months of this 
year there was an estimated total 
of 971,000 registered and unregis- 
ter births, about 29,000 more than 
in the same 1952 period, or a gain 
of 3 pct. Also, for the eighth, ninth 
and tenth consecutive months, the 
number of births topped corre- 
sponding monthly figures for the 
previous year. 

In 1952 the total of births set a 
record of 3,889,000, the Service re- 
ports. The number had risen con- 
sistently after the war from 2,958,- 
000 in 1945 and 3,817,000 in 1947. 
It dropped in the next three years 
but reached 3,883,000 in 1951. 


April Inventories 
Amount to $77 Billion 
Total business inventories at the 
end of April amounted to $77 bil- 
lion, reports the Department of 
Commerce. During April, inven- 
tories rose approximately $100 
million, with an increase in dura- 
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American Home, Cosmopolitan, Good Housekeeping, Household, 
Ladies’ Home Journal, McCall's, Parents’, Redbook, House Beautiful, 
Saturday Eve. Post, Sunset, Family Circle, Today’s Woman, Woman's 
Home Comp., Better Living, Woman's Day, Better Homes & Gardens, 
Capper’s Farmer, Country Gentleman, Farm Journal, Successful Farming. 
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ITEM ADDED SALES 
—CHECKOUT SPEED 


¥: OU RS with a 


Mc CASKEY 
CASH REGISTER 


“ CUSTOMER'S 
PRINTED 
RECEIPT 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 

® hardware, paint and sport 
goods Itemized, Item-Added, 
Explained! 

You register any number of items 
in the same way — McCaskey 
modern, item-adding, hardware 
sales checkout. Self-Service- 
Checkout is coming fast in the 
hardware business. 


Model 

D-81, one 

of many de- 

signed to pro- 

vide complete, 

accurate rec- 

ords adapted to 

hardware stcre @ Make certain 


needs, you know what 
McCaskey has for you in mod- 
ern cash registers, 

in charge account 

control, in sales 

books and printed 

forms for modern 

record permanence 

—check your inter- 

ests, mail coupon. 


> eeatentetememion 


CUSTOMER'S 
Printed Receipt 

C] CHECKOUT item-adding 
cosh register systems 


Modern Charge 
Account Control 


Sales Books and 
Printed Forms 


NAME 








city ZONE STATE 





THE McCASKEY REGISTER CO. 


ALLIANCE, OHIO 
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| allowances 
| lion; manufacturers’ were up $200 
| million and wholesalers’ 


ble goods’ stock more than offset- 
ting a less-than-seasonal decline 


| in nondurable goods. 


After adjustments for seasonal 


| variations, the book value of in- 


ventories rose approximately $600 


| million, with two-thirds of the rise 


occurring in the durable goods 
sector. 
Retailers’ stocks after seasonal 


increased $400 mil- 


stocks 


were little changed from the end 
of March. 

Retailers’ inventories at the end 
of April were valued at $22.3 bil- 
lion. Holdings of home furnish- 
ings were almost $100 million 
above the end of March. Other 
durable goods showed little or no 
change. 

Among nondurable goods, gen- 
eral merchandise stocks increased 
nearly $100 million from the pre- 
vious month. 


Too Much Credit May Cause a Bust; Too 


_ Little May Cause Recession, Economist Warns 


Basil Wapensky, trade economist 
of the Federal Reserve Bank of 


Atlanta, warns the National Retail 


Dry Goods Association that if con- 
sumer credit goes up there is danger 
of a big bust; if it goes down 
there’s likely to be a recession. 
Noting that outstanding con- 


| sumer credit stood at $25.7 billion 


dollars last December, he contends 
the figure doesn’t appear to be ex- 
cessive—at least on the surface. 


| But he says the retailer and busi- 


nessman should note that about half 


| the nation’s families have no con- 


| sumer debt at all. 


This leaves the 
debt concentrated in the $3,000 to 
$7,500 a year group, which now 
holds about 65 pct of the debt with 


| about 60 per cent of the income. 


Since 75 pct of the middle income 


| families spend more than 70 per 


cent of their incomes for food, 
clothing and other essentials, it is 
clear that not much is left over for 
servicing the consumer debt, Mr. 
Wapensky points out. Some con- 
sumers, he reports, are having 
trouble meeting the periodic pay- 
ments. 

Consumer credit seems safe at 
present levels in relation to liquid 
assets, the economist states. But 
such a belief ignores the fact that 
the top fifth of the income bracket, 
with minor debts, percentagewise, 
hold 50 pet of liquid assets. 

“Any reduction in income could 
create a distinctly unfavorable 
situation,” Mr. Wapensky says. 
“Since this is a real possibility in 
the not too distant future, I cannot 
feel complacement about the cur- 
rent level of consumer credit.” 


Good Assortments, Advertising, Credit 
| Hold Customers for Country Retailers 


The village retailer who keeps 


| up-to-date, who runs a good store, 


is not likely to lose his regular 


| customers to merchants in larger 


communities, a University of Illi- 


| nois study shows, although the 


general trend is still toward trad- 


| ing in larger shopping centers. 


A bulletin, “Trends in Rural Re- 
tailing in Two Illinois Districts, 


| 1988 to 1950,” recently issued by 


the University’s Bureau of Eco- 
nomic and Business Research, in- 
dicates that the few rural stores 
reporting decreases in the period 
covered did not change their op- 
erations policies and could not 
meet the competition of those who 
did. 

The neat-appearing store that 


carries a well-rounded assortment 
of goods, advertises frequently, 
and extends credit apparently has 
been more successful in retaining 
the patronage of its customers, 
the survey points out. 

Remoteness from a principal 
trading center is no longer an as- 
set to the retailer in villages of 
under 1,000 in population. Retail- 
ers in towns of from 1,000 to 2,499 
population did not gain sales, dur- 
ing the period the study covered, 
as fast as those in towns of 3,500 
or over. 

In addition, a decline in num- 
bers of stores in all towns under 
2,500 population affected business 
adversely in the remaining stores, 
since buyers tend to patronize 
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DIAMALLOY 


DIAMOND 


Groove-Joint Pliers 


NOW AVAILABLE IN BOTH 6” AND 9'4” SIZES 


Drop forged of special 

analysis Diamalloy steel. 

Hardened and tempered to ex- 

treme toughness. Teeth designed 

to give maximum grip on any ob- 
ject. Five-point position groove - joint 


provides a parallel opening. Jaws positively 
lock in position. Plier is ideal for automotive 


SOLD BY 
LEADING JOBBERS 
EVERYWHERE 


CHROME 
PLATED 


and electrical conduit work, and is also widely used 


in the home. 


"There is nothing finer than a Diamond" 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVENUE 











NEW! SELF-SERVICE ISLAND 
300% More sBiscsin Space 


FLEXO - SPACE, 
the new Low- 
Priced Self - Ser- 
vice Island gives 
you 300% more 
selling space than 
the conventional 
flat-type counter 
in the same floor 
area. With 
FLEXO - SPACE 


through Self-Ser- 
vice, Mass Dis- 
play, Increased 
Selling Space 
and Fixture Flex- 
ibility. SALES 
INCREASE 25% 
AND MORE. 
FLEXO-SPACE is a complete Island. No obstruction on 
the ends to prevent customer shopping. Your customers 
shop on all 4 sides from 5 large Self-Service shelves. 
FLEXO-SPACE takes only 12% Sq. Ft. of floor area, yet 
you get 50 Sq. Ft. of selling space. You sell more mer- 
chandise because you can display more. The middle 
shelves can be raised or lowered every 2” within the 
13 adjustments. Heavy steel tubular supports for rigidity. 
Neutral finish to blend in or match other fixtures. Shipped 
K. D. for lowest freight rate. Write for FREE catalog on 
FLEXO-SPACE and other Self-Service Fixtures — Today! 


ADD SALES COMPANY 


724 Commercial St. Manitowoc, Wis. 
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DULUTH, MINNESOTA 


For the past 2 1 years experienced 
hardware men have always sold 
HARRY SALL & C0.'s profitable _ 
PUSH BARS 


~S 


ws 


AVAILABLE FOR IMMEDIATE DELIVERY 


You, too, can enjoy these 
profits with quality products 


HARRY SALL & CO., Inc. 
Manufacturers 


602-04 W. GIRARD AVENUE PHILA. 23, PA, 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


GRAPHITED 
LOCK FLUID 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, al 

rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 


staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display — 
box, asshown, _ 

or on individ- /4 

ual cards. Al- 

so large : 
39c sell- 
er, push- 
bottom 
metal container, 

packed six to display box. 





AMERICAN 


DRIPLESS OF 


pT 


Penetrates, 

lubricates, 

rustproofs 

—the finest 

oil on the 

market for 

home and 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 





160 





towns having a_ representative 
group of stores which stock many 
varieties and types of goods, says 
the study. 

Increased use of farm machin- 
ery, seeds, and feeds, on the other 
hand, was of advantage to farm 
supply and implement dealers in 
rural areas because of the ten- 
dency to purchase these products 
nearer home than consumption of 
goods such as clothes and gro- 
ceries. 


NRHA Distributes 
Accounting Catalog 


Copies of a new accounting for 
sales catalog, which lists, illus- 
trates and describes hundreds of 
specialized hardware store ac- 
counting systems, is being distrib- 
uted by the National Retail Hard- 
ware Association to its members. 

Each different system has par- 
ticular application in the hard- 
ware operation and this instruc- 
tive sales catalog points out its 
intended specialized use. 


Enterprise Adopts New 
Full Freight Policy 


Nationwide growth of volume 
sales is reflected in a change of 
policy announcement by the En- 
terprise Mfg. Co. of Pa., Philadel- 
phia 33, Pa. 

From now on full freight will 
be allowed on shipments of 100 lb. 
or more, in order to maintain uni- 
formity in prices throughout the 
United States. The company’s an- 
nouncement applies to al] Enter- 
prise hardwares and housewares, 
including the No-Clamp food chop- 
per and the new Home Aid auto- 
matic ice cream freezer. 


Producers’ Deliveries 
Increased in April 


Manufacturers’ deliveries dur- 
ing April increased over the 
March rate, on a seasonably ad- 
justed basis, and inventory book 
values rose slightly, reports the 
Department of Commerce. 

April sales by manufacturers, 
estimated at $26.4 billion, were 
$3.5 billion over the year-ago total. 
After seasonal adjustment, deliv- 
eries were 5 pct higher than in the 


previous month, with both durable 
and nondurable-goods shipments 
expanding at approximately the 
same rate. Most manufacturing in- 
dustries registered sales gains 
over the previous month with 
fabricated metals, transportation 
equipment and textiles showing 
the largest percentage increases. 


Wholesalers to Handle 
Perfection Heater Line 


Perfection Stove Co., Cleveland, 
Ohio, is currently appointing 
hardware wholesalers throughout 
the United States to handle its 
line of kerosene portable heaters. 
For the past several years, these 
heaters have been sold direct to 
dealers. 

More than 13,000,000 of these 
multiple-use heaters have been 
sold since Perfection first started 
making them in 1890. 


Sees Color TV in March 
At $750 Minimum Cost 


Dr. W. R. G. Baker, vice-presi- 
dent of General Electric Co., pre- 
dicts color television will start 
shortly after March 1, 1954. He 
also predicts the first color TV 
sets will cost at least $750. 

Dr. Baker says the cost of the 
color tube would add from $325 to 
$350 to the cost of a 21-inch con- 
sole set, bringing the cost to $750 
or more. 

“T am confident the standard 
black and white receiver will con- 
tinue to be the backbone of televi- 
sion sales for at least five years,” 
he adds. 


Business Plan Outlay 
May Exceed $27 Billion 


Business outlays for new plant 
and equipment this year may ex- 
ceed the $27 billion which was 
forecast last April, according to a 
survey by the Commerce Depart- 
ment and Securities Exchange 
Commission. 

One official estimated such ex- 
penditures might reach $28 bil- 
lion. That would be $1.5 billion 
above the previous high set in 1952. 

The survey said plant and equip- 
ment spending would attain new 
records in the second and third 
quarters. Manufacturers expect to 
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ter PROFIT and SALES 
Ornth the TOP QUALITY 


SURE-GUIDE 


iv N | @:7 Vee 


THE SURE-WAY TO 
STOP TOILET LEAKS 


Made of the finest quality rubber 


to prevent swelling or distortion 


COMPLETE 
WITH 


Id through Authorized Jobbers and Distributors Or Write to: 


FRANKLIN METAL & RUBBER C0. 


2701 N. BROAD STREET ¢ PHILA. 32, PA 











NEW! Lavatory Stal! Door 
Spring Hinges for Plywood Doors 


SPRING HINGES 


@ ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 











Type HS2142 


This spring hinge, with clamp flange, is specially 
designed for use with Plywood Doors. The door 
flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
with washers and flat hexagon nuts will be furn- 
ished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 


Polished Brass Metal, Nickel 





or Chromium Plated 


“Spring Hinges of Quality” 























Chicago Spring Hinae Co. 


CHICA U.S.A. NEW YORK 
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DEMPSTER 


setting sales 


RECORDS . 


the DEMPSTER complete 
















Shallow-Well 
Reciprocating 


Deep-Well 
Reciprocating 













Multi-Stage 
Jetmaster 





Jetmaster 


Shallow-Well 
Jetmaster 





Flowmaster 
Hydrant 








Windmill 
Powered Pumps 


Centrifugal 
10-3600 GPM 


For 75 years Dempster’s reputation has been a sales- 
producing guarantee of reliability for Dempster Water 
Systems. From windmill-powered pumps to the latest 
multi-stage and submersible models, each new Demp- 
ster Pump has won instant acceptance because thousands 
of customers knew they could depend on Dempster 
design, engineering, quality 
materials and workmanship. 






Dempster’s 75th Year! 
DEMPSTER MILL MFG. CO. 


Ka 







WATER SUPPLY cn SUPPLY EQUIPMENT 








RvUGGeg 
UNIVERSAL 


PUMPS 






































AND WATER SYSTEMS 





CONVERT -I- JET. 
Shallow well, self- 
priming, city pres- 


sures, convertible to 

deep well. - = 
A Universal is easy to sell 
because it’s really rugged 
... Stands up under tough 
demands of 24-hour serv- 
ice... gives user more wa- 
ter at lower cost. 


Universal 
builds 300 
models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 


MULTI-STAGE 
larger volumes of 
water at high dis- 
charge pressures 
. . . delivers large 
volumes from 
depths to 300 feet. 








A? TROUBLE 
| FREE” 


HA-6 
#131 














1440 San Pablo 2114 South 41st Strect 
Berkeley 2, Calif. Lovisville 11, Ky. 


‘LN enaa There's a Universal for youll} adil 
nA 


i) 

1 ar} 

UNIVERSAL MFG. CO. 
{ 
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spend 7 pct more this year than 
last, with a larger increase for 
nondurable goods industries than 
for durable. 


Industry Output in May 
Up 15 Pct Over 1952 


The Federal Reserve Board esti- 
mates the nation’s industrial out- 
put in May at about the same 
level as in April—a near record 
level—and about 15 pct higher 
than in May, 1952. 

' The Board’s industrial produc- 
tion index showed a slight drop in 
April, reversing an eight-month 
rise. The measure of output by the 
nation’s factories and mines stood 
at 242 pct of the 1935-39 average. 

The Board sees the 242 pct pro- 
duction figure as a leveling off in 
production, but at a high rate. The 
242 pct figure is within five points 
of the U.S. production high, which 
was set in November, 1943, when 
the average hit 247 pct of the 
1935-39 average. 

The Board reports output of du- 
rable goods was maintained in 
April “at the advanced March 
level.” Production of household 
durable goods declined in April 
with slowing of major appliance 
production, the Board reports. Tel- 
evision set production declined 
substantially from record of last 
winter, the Board finds. 


Department Store Sales 


Sales in the nation’s department 
stores for the week ended May 30 
were unchanged from the same 
period in 1952, reports the Federal 
Reserve Board. The week before 
there had been an increase, re- 
vised, of 7 pct. In the latest week, 
eight districts had decreases and 
four had gains. Boston had the 
sharpest drop—9 pct, and St. 
Louis the biggest gain, 17 pct. 


TV Production Gaining 


Production of television sets in- 


creased 70 pct in the first four 


months of 1953 compared to the | 
same 1952 period, reports the Ra- | 
dio-Television Manufacturers As- 
sociation. For the period, radio set 
output was up 38 pct. Television 
set production through April was 
estimated at 2,827,821 units and 
radio output at 4,993,720 sets. 

















@Bright, 2-Color 
Printing 


@Clear, Selected 
Wood 

@Easy, Depend- 
able Action 


@Automatic or 
Slot Set. 


McGILL METAL PRODUCTS CO. 
MARENGO- ILLINOIS 























\ \ \ New England 
| \\ _ Since 1879 





21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a ful! 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 
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You can scoop up the sales this year 
with the Easy-Dip ice cream and kitchen 
scoop in its colorful three-color counter 
display carton. The need for the home 
dipper is greater than ever because of the 
tremendous increase in half-gallon 

ice cream sales. It is guaranteed against 
breakage. Easy-Dip is a natural volume 
item, for its established 79¢ retail price 
makes it available for every home. 
Write for information and prices. 


; LLOYD DISHER 


COMPANY 
DECATUR, ILLINOIS 

























The Easy-Dip Disher is gg 
bright red and yellow fam & 


plastic. I has “eye appeal” 
and “want appeal” for 
every homemaker. 


Majestic 
UNDERGROUND GARBAGE - RECEIVER 


Buries The Garbage Can Problem! 








Does away with that unusable, 
pest-attracting corner of the 
yard. With a Majestic Under- = 
ground Garbage Receiver, odors 
are locked in, pests are locked 
out —refuse is stored below | 
ground level where it won't 
freeze, won’t ferment. Your cus- 
tomers will like the convenience 
of an Underground Garbage Re- © 
ceiver — the toe-tip lid lift, the ' 
easy can removal, the way it can 
be placed near the kitchen door, 7 _ 
saving thousands of steps while | 
keeping the yard neat and sani- 
tary. Outer shell is guaranteed 
for 10 years. Inner shell lasts 
four to five times as long as 
ordinary cans. 



























Write for name of your distributor! 


The Majestic Co., Inc. 
304-C Erie St., Huntington, Ind. 
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UI wy 
Ausiiaiiin Your 
PROFITS 

by Selling 
FLOWER BULBS 


Flower Bulbs carry a good margin of profit for 
you. Cash in, now, on the increasing demand for 


these bulbs. 


YYNYNYNNYNYNYNY 
WW WY, UIE UU, 






Because we carry in stock over 800 different 
varieties of imported flower bulbs grown in our 
own nurseries in Holland, you no longer have the 
problem of pre-ordering and the possibility of over 
stocking is eliminated. Bulbs can be ordered in any 
quantity for immediate shipment as you need them. 


Complete advertising and merchandising helps 
are available for your use—colorful catalogs which 
give your customers complete information about 
the many types of bulbs—newspaper mats—bril- 
liantly colored posters and streamers for your Lawn 
and Garden Section. 


Write today for complete information and prices 


VANHOF & BLOKKER Ine. 


In Business 85 Years and Still Growing 


8 COGSWELL ST... IPSWICH, MASS. 


P. O. BOX 231 TELEPH. IPSWICH 6 
Nurseries at Limmen, Holland 
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TUDOR 


MAILTAINER 
Meets the Trend 
FOR 
BETTER MAIL BOXES 
Superb quality in every de- 
tail — its matchless beauty 
and modern design blends 
with any type of architec- 
ture — enhances the entrance of the finest 





home. 

Fabricated from heavy galvannealed rust re- 
sisting steel. Available in four attractive, dur- 
able baked enamel finishes. 

Equipped with combination latch and key lock, 
with two keys. Packed individually. 


Write today for literature and 
price list on “The Fulton Line.” 


PATENT NOVELTY CO. 


Dept. HA Fulton, Illinois 
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WE'RE ALL DRESSED UP... 
and going places / 





SANDING BLOCK 
* ct wou't clog / 


KWIKSAND, the modern way to sanding 
speed and ease is its own sanding block. 
Conforms naturally to ANY surface— 
regular or irregular. Sells because it saves 
time and energy! BIG PROFITS! 


SEE YOUR JOBBER 
OR WRITE 


529 MERCHANTS ROAD 
ROCHESTER, N. Y. 























ae 
seus 
BETTER... 
BECAUSE — 
iT IS 
BETTER 


Wolo Hle Gy? 
NERO z 


a 
e All Brass Chrome Finish 
e Compact Streamline Design 
. 
. 


ALL FAUCETS 


Adds Only An inch To Faucet 
Positive Grip Internal Adapter 


STOPS SPLASH 
SILKY SOFT FLO 
SAVES SOAP sya5 


MELARD MFG. CORP., 
37-25 32nd Street, k. 1. C. 1, NM. ¥. 
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Promotions 





Manufacturers’ New Merchandising Plans 


Hodell Offers Chain 
Merchandising Program 


David J. Gemmell, director of 
sales, Hodell Chain Co., Cleveland, 
Ohio, has announced a new pro- 
motion and merchandising pro- 
gram designed to aid the hard- 
ware dealer increase his chain 
sales, 

Supplementing a series of full- 
page, two-color advertisements, 
the new program uses specially 
devised and tested point-of-pur- 
chase retail sales aids. These in- 
clude the Hodell chain sales mer- 
chandiser and the Hodell Pailette. 

The Chain Merchandiser and as- 
sortment, for an original outlay of 
$62.15, has a retail value of 
$118.37, providing a profit of 
$56.22. The all-steel Pailette, with 
lug-type lid, was designed to mer- 
chandise 100-lb quantities of elec- 
tric welded proof coil and BBB 
Coil Chain. 


Fall Promotion 
For Baby Tables 


Beginning September, the Ham- 
ilton Mfg. Co., Columbus, Ind., be- 
gins an extensive consumer adver- 
tising-merchandising campaign for 
its new Cosco Feed-N-Play table. 

The promotiow will be spear- 
headed by a full-page, two-color ad 
in Parents Magazine, with national 
advertising scheduled throughout 
the remainder of the year in that 
and four other publications, total- 
ing more than 5,900,000 circulation 
among parents. 

Merchandising material is avail- 
able to retailers wishing to capital- 
ize on the national advertising. 


West Bend Aluminum 
Pushes Outdoor Dining 

A summer sales promotion keyed 
to outdoor dining has been launched 
by the West Bend Aluminum Co., 
West Bend, Wis. Full color maga- 
zines ads, supported locally by radio 


and television publicity, newspaper 
ads, four-color counter cards, and 
newspaper feature stories will 
carry the company’s program to 
consumers. 

A picnic table spread with an 
assortment of favorite foods is 
featured in the full color ads, local 
newspaper advertising, publicity, 
and counter cards. 


Arvin Heater Promotion 
Gets Under Way 


Beginning Monday, June 1, and 
continuing through Sept. 1, the an- 
nual Early Bird promotion of Arvin 
Industries, Inc., Chicago, is being 
applied to the entire line of 9 heater 
models, including two automatics, 
two newly designed models, and two 
Cool-R-Hot fan heaters, and three 
1320-watt heaters. 

By ordering 9 heaters totalling 
100 Ibs. shipping weight, the dealer 
receives free an Arvin flash-fold, 
multi-purpose utility chair in the 
new “rocker” style. Two chains go 
with 18 heaters and 200 Ibs. weight. 

In addition, a special bonus offer 
gives the dealer one Model 5530 
Arvin automatic heater, $29.50 re- 
tail value, upon the purchase of the 
new Merchantman all-metal tripod 
display. 

Available for local dealer promo- 
tions is a five-piece display kit, 
newspaper mats, radio scripts, and 
envelope enclosures. 


Hotpoint and Congoleum 
Join on Special Deal 


A major appliances manufacturer 
and a major floor covering manu- 
facturer have joined forces in a 
single product promotion. Hotpoint 
Co. and Congoleum-Nairn have an- 
nounced, that starting around June 
1, Hotpoint dealers will give away 
free with every purchase of a Hot- 
point EG-95-6 refrigerator a com- 
pletely installed Gold Seal Nairn 
inlaid kitchen floor. 

While Hotpoint dealers are fea- 
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SOUTHINGTON 
f AR OWARE 


with these two new Moline Products 


















PULL UP 
YOUR PROFITS! 







GIN BLOCK 





Insist on 
Moline Winch (Rope Puller). Made of high strength Grade 
A air furnace malleable iron. Improvements include: Quick, SO-HARD 
safe thumb release . . . 8-tooth ratchet . . . sleeve on handle ary 
revolves with operator's hand. Reels up to 90 ft. of %” wire 
rope. Rugged construction. Handy for a multitude of moving 
and pulling jobs. 


Moline Gin Block (Well Wheel). Has 









for dependability, 
uniformity and 
wide size 






genuine Hyatt Roller Bearings. Made for range 
heavy duty. Diameter of wheel 10”. Pop- 

: : Send for 
ular with painters, roofers, farmers and woop SCREW 






industrial users. Catalog 


. 


SOUTHINGTON HOWE. MFG. COMPANY 





Write for catalog page and prices on 
these new Moline items. 





Since 1867 + Southington, Conn 


EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 





DISTRIBUTED BY JOBBERS EVERYWHERE 








| 





ACE Sets the Pace | 
REESE MATTING MCMC 40, 
pe enndats tk aa A ute | For floors and stairs | Ss ce) R fb F j 4 T Ty RES 


Actual poke \ er Ben i 
xture » ‘. . 
ha ch aes Beautiful 
-_ Comfortable 


Texto Tred rubber 
matting, with “ripple 
twist" texture, gives 
the appearance of 
carpeting at fraction 
of carpet cost. Smart- 
ly styled. Resilient 
and durable. 





















Increase 
your sales and 
dollar profits with 
Texto Tred Matting. 
Cash in on popular 
demand for homes, 
apartments, hotels, 
offices, clubs, thea- 
ters and stores. 





27" or 
36" wide 







COLORS: Gray, 
Rose, Green and Black. | 

At Better Jobbers Everywhere 
ACE RUBBER PRODUCTS, INC. Montpelier, O} 
100 Beech St. Akron 8, Ohio 


. HELLER & COMPANY 
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‘4 


4 ! ‘ Pocket-Sized 


‘ \\ 1 
[Wl 3 
/ Screwdriver Set 


for all Homeowners 


& HANDY— 


| along with a display of the refrig- 





AMALITE’S 4 in 1... 


Only 4" long when not in use. Yet sturdy 
and durable. The cavity of the transparent, 
non-inflammable plastic handle stores four 
interchangeable blades ('/'' and 3/16" dia. 
slotted, No. | recessed, and 3/16" dia. 
punch). The "SPECIAL SWIVEL CAP" opens 
and closes easily. All blades made of hard- 
ened and tempered tool steel. Ideal for 
quick sales to the general public. 


SET Zp, Individually carded 


or packaged bulk, 
SIGHT On” 2 dozen per box. 





mr 
1884 PITKIN AVENUE, BROOKLYN 12, N.Y. 








PIPE 
NIPPLES 


Steel, Brass 
Copper, Chrome 
Long Screws, Tank Nipples 
Gauge Siphons 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
6H 


NW 











Ball 
METAL FLOATS 
F te 12” diameter 
ball floats of cop- 
per or stainiess 
steel he open 
tank to | 
Pressure In Heck 
—speciais of 
various metals 
ma to 
Catalog on request. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 








turing the promotion, Congoleum- | 


Nairn dealers will be advertising 
the same promotion in their stores, 


| erator. 























Dealers will be supplied with 
window streamers, special Gold 
Seal Certificates, newspaper ads, a 
booklet from Congoleum-Nairn, and 
other promotional materials. Addi- 
tional material will be supplied as 
the promotion progresses. 


Dealer Specials On 
Westinghouse Items 


To help dealers do extra promo- 
tion on electric housewares and 
electric bed coverings during the 
summer “off-peak” season, West- 
inghouse Electric Corp., Mansfield, 
Ohio, is offering dealer specials on 
five items—steam and dry irons; 
the Grill-N-Waffler, pop-up toaster, 
and warming pads. 

By purchasing three irons, toast- 
ers, or waffler sets, dealers may 
purchase a fourth of any of these 
items at a reduced price, resulting 
in a dealer profit of 40 pct on four 
of any of these items. By purchas- 
ing seven deluxe model and four 
standard model warming pads, deal- 
ers get one deluxe model free, rais- 
ing the dealer profit on all 12 pads 
to 43.5 pet. 


Shipment Date Extended 
For Eterna Assortments 


The display assortment promo- 
tion offer on Eterna kitchen cutlery 
made by Ekco Products Co., Chi- 
cago, has proved so popular the 
stocks, even though augmented by 
50 pet over the original quantity 
ordered by the company, were sold 


| out by May 15. 


The promotional offer was an- 
nounced as effective until June 30. 
Even though it will not be possible 
to get more of the display units for 
immediate shipment, the offer, in- 
cluding the display and the free 
goods, will be continued until the 
announced date, with the under- 
standing that shipment of the ad- 
ditional units will be made in Au- 
gust and September. 


(Resume reading on page 15) 





GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 
In Stock for immediate Delivery 
GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, IHinots 














MANUFACTURERS AGENTS WANTED 


TOPPER 


TRADE MARK REGISTERED 
NON-PENETRATING—WASHABLE 


FLAT OIL PAINT 
The tops for all porous and rough surfaces and ceilings. 
Stands up to 50% reduction. The greatest value on to- 
day's market. 


GILLESPIE VARNISH CO. 
131 DEY ST., JERSEY CITY 6, W. J. 
By the Makers of Bulldog Remover 











CHAMPION ALL-METAL 
ELECTRIC ¢ 

SPRAY GUN 

ithe single unit that plugs 

in and sprays everything! 

FOR HOME & INDUSTRY 


Nationally advertised ; 
world’s best selling all 


WRITE TODAY 

for literature and 

dealer discounts. 

CHAMPION IMPLEMENT CORP. 

8th Fl., 175 E. 87th St., New York 28 











Folding Banquet Tables 


Masonite or Plywood Tops. Various lengths and 
widths. Benches to match. Write for Catalog 
-53. 


HARRY M. WOLFE, 666 Lake Shore Drive, Chicage 11 











Bewildered ?? 


o » oe Mie feed « « « « 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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Now demand 
ardens. Proc 
jealer 33147, 

lorate, ts clea 


Retails 
1-oz. pkt. 
3-oz. can 
7-02. can 
1-Ib. can $ 


Also pa 
If 9 
0 


HARDWA 





ELECTRIC SOLDERING TOOLS 
MERCURY | 
No. 4, 80 watts aed | : 
1. Standard Hole- 
i =<" 
Plastic Nozzle* for 


STCUTLY BUILT. Rarely come back for ser- a! Other Guns 
vicing. 
DURABLE. Will give years of WG = _o wee At last . . caulking 
use to the home mechanic or : : 2 compound cartridges to fit 
shop man who has occasional every oype gun! So easy to use. . either way 
soldering jobs , ; there's no after-cleaning required. CALBAR 
DISPLAY BOARD. Free with , . Caulk-O-Seal is non-hardening, non-staining and 
an order for one each of the meets all specifications! 
three sizes. ye ne *Plastic Nozzle supplied with each 

ASK YOUR JOBBER = cartridge at no additional cost 


VULCAN ELECTRIC COMPANY SIMPLIFIES INVENTORY... 
panne te | ANSWERS ALL NEEDS! 

Electric Soldering Tools—Screw Tip, Plug Tip, Pygmy 

and Mercury. Electric Solder Pots, Glue Pots, Branding 
Irons and Heating Units. CALBAR PAINT AND VARMEEE EEE 


vufacturers of Technical Products 





Write today for complete details 


FEPPA DIRTY HANDS moon cleon prof 
with VIMAEE aac ILES ss PROBED IS TANGING 


WATERLESS HAND CLEANER ODF ue” YOUR PRODUCT? 


ent’ Paint, grease, grime, adhesives, caulking 


HAND 


CLEAWER and roofing compounds disappear in 17 





SL eneaieeme 
<< 


Be tsisitie 


Many small Housewares Items having 

great potential merit are unable to prove 

themselves due to distribution, sales and 

: | i manufacturing problems. With the right 

There's a fortune in QUICKEE. Order today. | 1/7 \\. tie-up the product could possibly be a 
N \\ huge success. 


seconds—a dab, a wipe-off—that's all. 


“TUDOR CHEMICAL SPECIALTIES INC. vonxers 2, 





La A Large Nationally known Housewares 
WANTED Manufacturer wishes to buy or consoli- 
date additional Housewares Items into 
PREDOMINATE his already successful Nationally dis- 
HOUSEWARES tributed line. Your products of merit 

ITEMS may really ‘‘Go Places’’ pushed by our 
For Manufacture Sales Organization and Advertising Pro- 
or Incorporation gram through our National Distributive 
into ovr Present set up. 
» aa line 














Contact us stating the nature of your product 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
om. Produces vigorous, beautiful growth in all plants quickly. Pays or products and gine. full GeovrGrn of your 
jealer 331%, profit. Attractively packaged for display. Does not deter- manufacturing facilities, Dies, Etc. 
lorate, ts clean, odorless and SAFE. Dissolves instantly in water for use Past Sales and Sales Rok 
1-oz. makes 6 gallons liquid plant food. 
Retails Your Cost u 
io. pkt. 25¢ 7 80 oa Pocatoct by * 
g. Gan q $ Sod Housekeeping 
4 ‘ att Ya 


7-02. can 
a tN AN bul_ jy dhe Veh 





50c 
1-Ib. can $1.00 
Also packed in 10-ib., 25-Ib., 50-Ib. and 100-ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. P. 0. BOX 15, Madison Square Station, New York City 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........... $5.00 
Each additional word........- “a 


Positions Wanted 
Rate) set solid, maximum, 
Dh iecatetiadeaditidederesntes ovebese 
Each edditional word........... 05 
Allow Seven Words for Keyed Address 
or Your Address 


(Special 
50 word 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











| 
| 


Representatives Wanted Representatives Wanted 


Accounts Wanted 








Well established, nationally known manufacturer 
whose product is sold to wholesale hardware distribu- 
tors is interested in receiving applications from man- 
ufacturers representatives who cover the Southeast- 
ern States. We prefer a man between 30-40 who has 
no more than three lines. 


Address Box B-298, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








| 
| 
| 
| 
| Territory. 
| 


BRASS FLARED FITTINGS—CCPPER TUBING 


Salesmen working retail Hardware and allied 
trade. Staple item. Good Repeater. Low 
prices. Top Quality. Fast shipment. Protected 
territory. 10% Commission. Write us. State 


SUN BRASS & COPPER CO. 


5514 Easton St. Louis, Mo. 











MANUFACTURER OF FINEST QUALITY 
INSECT Wire Screening has several territories 
open for high calibre Representatives who have 
established, old line, accounts with Hardware 
Wholesalers and Jobbers. Screening is priced com- 
petitively, in line with the trade. With reply give 
full particulars, territory, lines carried, etc. Ad- 
dress: Box B-315, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 








SALESMEN WANTED 


Wholesaler of standard brands of Mechanics’, 
Carpenter, Mason and Electric tools, Builders’ 
& Shelf Hardware, Garden teels and equip- 
ment, desires experienced men only with fol- 
lowing in New Jersey, Long Island, New En- 
gow. Pennsylvania, Westchester, Washington, 
. C., Baltimore Areas. | 
Address Box 8-310, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











SALESMEN—YOU CAN ADD TO YOUR 
income selling full line gas and oil space heaters 
to jobbers and dealers. Write in detail. Ad- 
dress: Box B-299, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


EXCLUSIVE PROTECTED TERRITORIES 
OPEN ON nationally advertised Mak-O-Washer 
to agents calling on hardware distributors, dealers 
and plumbing supply houses. Unique demonstra- 


for opening new accounts and high volume re- 
peat business. Address Box A-870, care of 
Harpware Ace, 100 E. 42nd St., New York 17, 





WANTED—MANUFACTURERS AGENTS 


Profitable, exclusive territories available to 
men now calling on retail outlets handling 
home workshop and light factory machinery. 
We have a wonderful new product for your 
customers. In reply, give details about your- 
self and territory. 

VONJONKER CORPORATION 

Irvington Station, Box 5656 

Indianapolis 19, Indiana 











WANTED MANUFACTURERS’  REPRE- 
SENTATIVE TO WORK Strictly on a com- 





DIRECT FACTORY REPRESENTATIVE 
FOR MANUFACTURER of paint brushes. One 
with kindred line for paint, hardware, etc. stores. 
Liberal Commissions. Please write fully. Address: 
Box B-312, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





. MANUFACTURERS AGENTS with _follow- 
ing among Jobbers and Wholesalers of paint, 
hardware, houseware and chains to sell volume 
line of celors in oil, aluminum and gold paints. 
Several choice territories . National Color 
Works, 1013 38th St., Brooklyn 19, N. Y 





SALESMAN WANTED: FINE OPPORTU- 
NITY FOR MEN with active following among | 
ang, ee heating contractors and hardware | 
stores. ell established New York firm. Terri- 
tory protected. Real future for right man. Draw- 
ing against commission. Bonus arrangement. Re- 
oe Confidential. Address: Box B-313, care of | 
a aneane Ace, 100 East 42nd Street, New York | 





DISTRIBUTORS FOR CHEVRONS, ities 


ing new wood fasteners with countersinking 
tool. Protected territories. E. B. Packard Co., 
Inc., manufacturers, 139 Cedar Street, New 
York 6, N. Y. 
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| salesmen 


building trade, selling, a 
and tubular lock and latch sets. Address: 
B-302, care of Harpware Ace, 100 E. 
Street, New York 17, N. f 


Box 





MANUFACTURER OF CAST BRASS AND 
TUBULAR products, Built-in-Shower-Lavatory 
and Sink Faucets—Globe, gate and stop and 
waste valves—Ballcocks “P” and “S” Tubular 
Traps, Sink Strainers, Etc., desires commission 
to sell Plumbing Outlets, Territories 
open. Write full Particulars and References. 
Address: Box B-303, care of Harpware AGz, 
100 East 42nd Street, New York 17, N. Y. 





Accounts Wanted 


MANUFACTURERS REPRESENTATIVES 
TRAVELING 4 MEN DESIRE an additional 
line in the hardware field, covering states of 
Wisconsin, Illinois, Indiana and Kentucky, ealling 
on hardware jobbers, electrical jobbers, automo 
tive distributors, mill supplies, mail order houses, 
chain organizations and large retail dealers. Ad- 
dress: Box B-212, care of Harpwargz Ac8, 100 
East 42nd Street, New York 17, N. Y. 








basis, calling on the retail lumber and | 
line of conventional | 


42nd | 


| 


NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York © Philadelphia ©@ Detroit 
Cleveland ® Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











MANUFACTURERS REPRESENTATIVES 








tion sells eight out of ten on first call. Excellent | of 


TRAVELLING TWO MEN WELL ss estab- 
lished variety chains, dept. stores, experienced 
wholesale & retail hardware desires complete 
line metal waste baskets, canister sets for States 
Oklahoma, Ark., Louisiana, Texas. Inter- 
ested only in quality merchandise. Have proven 
record of preduction. Address Box B-301, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 





ALABAMA—FLORIDA—GEORGIA 


Manufacturers Agent representing leading belt- 
ing manufacturer desires one additional non- 
conflicting line sold through hardware whole- 
salers and/or industrial distributors. 


Address Box B-285, care of HARDWARE AGE 
100 E. 42nd St., New York 17, N. Y. 











MANUFACTURERS REPRESENTATIVE 
COVERING CLEVELAND AREA. NOW han- 
dling well known manufacturers paint specialty 
line. Calling on retail hardware and WP. & 
Paint Stores looking for new allied line. Address: 
Box B-249, care of Harpware AGez, 100 E. 42nd 
Street, New York 17, N. Y. 





MANUFACTURERS REPRESENTATIVE 
SERVICING THE WHOLESALE 


Hardware & Industrial Supply Distributors in 
the Southeastern States desires one additional 
line of Hardware. (No Imports) am only in- 
terested in Standard Merchandise, and a well 
rated Mfg. Address reply to Eugene B. Cald- 
well, P. O. Box 3151, Greensboro, N. C. 











MANUFACTURERS REPRESENTATIVE 
DESIRES QUALITY LINES in the hardware 
field, covering the state of Michigan calling on 
hardware, electrical, automotive jobbers and mail 
order houses. Address: Box B-296 care of Harp- 
wart AGE, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS AGENTS ESTAB- 
LISHED 25 YEARS CALLING on Hardware, 
Mill supply and Paint Jobbers also industrials in 
States of Missouri, Iowa, Kansas and Nebraska. 
Would like to hear from reputable manufacturers 
on quality lines. H. G. Pommerenk Co., 4700 
Roanoke Mee Kansas City, Mo. 
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Classified Opportunities Section 








Accounts Wanted Positions Wanted 








OFFICE AND CREDIT MANAGER COMP 
TROLLER. 32, College grad, married, 10 years’ 
| experience. Top reference with company presently 
employed. Prefer New York City area. Address: 
| Box B-300, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 


Manufacturers representative can 
give aggressive promotion to hard- 
ware and housewares lines in Flor- 
ida and Georgia. Will Call on 
Wholesalers and retail hardware 
outlets and instruct sales personnel 
in techniques of selling your line. 
You are assured of intensive effort 
and greater sales quotas. Commis- 
sion Only. 


Address Box B-307, care eof HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





MAN 37 YEARS OLD, MARRIED, WITH 
10 years’ experience as salesman, purchasing 
agent and store manager for wholesale and retail 
hardware store, handling plumbing, paint, heating, 
electrical, builders supplies, mill supplies, and 
misc. hardware. Desires position in Eastern U. S. 
Address: Box B-304, care of Harpware AGE, 
100 East 42nd Street, New York 17, N. Y. 





| HARDWARE MAN TWENTY YEARS’ EX. 
PERIENCE BOTH SALES and Purchasing de- 
sirous of permanent connection with aggressive 
Wholesaler. Previously connected with Southern 
| Jobber. Can furnish excellent references from 
former employers as well as finest character ref- 
erences. Age 48 years, married and in excellent 
health. Address: Box B-316, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y. 








Want one substantial additional line for lowa, 
Missouri, Nebraska, Kansas. Seventeen Years back- 
ground. This area with Hardware and Mill Supply 
Distributors. Welcome full examination my con- 
tacts and ability. 


Hiram A. Myers Co., Manufacturers Representatives, 
21 Lincoln Place Drive, Des Moines 12, lowa | 





MANUFACTURERS REPRESENTATIVE 


in sales of Automotive, Wholesale Hardware and 
Sheet Metal Building Products. Desires full long 
time association with reputable manufacturer. In- 
timately acquainted with accounts in Wisconsin 





Would relocate only for long established concern. 
Address: Box B-305, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 





COVER EASTERN 
CANADA THOROUGHLY | 


Experienced agent in Hardware and House- 
ware Products seeks good lines to represent 
in eastern Canada. Well connected with whole- 
sale outlets. References upon request. 
Address Box B-309, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. | 





ATTENTION HARDWARE MANUFAC. 
TURERS! Ambitious family man, 29, College 
graduate has ability and experience to help you 
develop lines and sales policies to assure your 





operation, sales management. Address: Box 
306, care of Haroware Ace, 100 East 
Street, New York 17, N. Y. 














Help Wanted Business Opportunities 











HARDWARE BUSINESS FOR SALE: CEN- 
TRAL OHIO town, good agricultural community, 
old established business, doing nice yearly volume. 
Building can be leased for Long Term. Stock 
| Clean and Well Balanced. Will Sell Inventory at 
Cost. Address: Box B-314, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y 


HARDWARE SALESMEN 


Several openings for experienced men with wholesale 
hardware background, We sell all Best Line Tools & 
Shanday 100% pure Chinese bristle paint brushes to 
retail Hardware trade. ighest commission or draw 
to qualified men, No objection to one non-conflicting 


ideline. 
ee SHANE & HAYS, INC. 
5300 21st Avenue Brooklyn, N. Y. 














FOR SALE: 1951 BURROUGHS BILLING 
MACHINE — Model #720431B100235 for 
$1200.00 F.O.B. destination packed and crated. 
Excellent condition—Burroughs serviced since 
original purchase. Your local Burroughs repre- 
sentative will verify condition and model through 
their organization. W. W. Conde Hardware | 
Co., Watertown, New York. 





Positions Wanted 








HARDWARE MAN, 42, FIFTEEN YEARS’ 
EXPERIENCE, builders, shelf, cabinet hardware, 
mill supplies, house furnishings, tools, garden sup- 
plies, etc., thoroughly experienced in all phases 
of business, College education, good appearance 


NEW YORK’S MOST MODERN HARD- 
WARE STORE FOR SALE: 30 years main 
thoroughfare. New building, 35 x 68. Grossing 








and well spoken—capable of full supervision, | $105,000, can be doubled. Full line hardware, 

inside or outside position, New York Metropolitan | paints, housewares, lawn furniture, garden sup- | 

district. Address: Box B-317, care of Harpware | plies. Stock & Equipment, $60,000 asking 

AcE, 100 East 42nd Street, New York 17, N. Y. | $70,000. Excellent for partners. Owner has 
other interest. Address: Box B-308, care of 
Harpware Ace, 100 East 42nd Street, New 

— York 17, N ‘ 
_ COLLEGE GRAD. 27, Vet, Married, Account: | | 
ing Background desires to learn hardware sales, FOR SALE: SACRIFICE, HARDWARE, 


No previous experience, but willing and eager to 

learn. Interested in mechanical products. Will : “ 

are Saeee or =. bY Box B-311, care a —_ Paget ¢ HaRpwaae 
ARDWARE AGE, 100 t 42 Street, quired. ress: Box 5-200, Care oO 

York 17, a Be = - a ow | Acz, 100 E, 42nd Street, New York 17, N. Y. 


FURNITURE & Appliance Store. Excellent | 


Part Cash sa | 
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success at consumer, retail, and wholesale levels. | 
Trained in merchandising, sales promotion. Retail | 


B- | 
42nd 


WITH 15 YEARS’ Experience and Background | 


and Illinois territory, including metropolitan areas. | 


No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just 
as good,” or whatever you call 
them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turnover and over to 
increase your profits. 


That’s why you make your business 
stronger when you keep the force 
of famous brand names behind 
your selling. Let your customers 
know they can get from you the 
brands they know and want. Why 
be content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—it's bad business to substitute 








Brand | = es 
hi da tion 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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Hurricane quality pays off in sales! 

Why else would jobbers double and 

triple their orders year after year? 

Three great Hurricanes — each one 

designed for specific customer 

demands — make for easier 

selling, happier customers. 

Find out the money-making facts 

on Hurricane today. 
Write: . 
NATIONAL METAL PRODUCTS co., INC. 
Dept. H, 2722 oe St. Kansas City 8, Mo. 


See Your 
Jobber 


ca Electric 
Lamp 


There’s profit for you in this new and highly 
popular Big Beam model with the hermetically 
sealed beam bulb. It’s ideal for sportsmen, 
motorists and home owners. The entire line of 

Big Beam portable hand lamps is advertised 750 


in America’s leading consumer magazines. LESS BATTERY 


U-C LITE MFG. CO., 1036 W. Hubbard St. + Chicago 22, Ill. 


MODEL 166 





Beaver Caulking Guns 








For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. © work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 
caulking materiols—handles light oils. © Posi- 
P tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE sizes—6!/2", 10" and 15". List prices—$6.50. 
$7.50, $8.50. Write for discounts. 

WESTERN RESERVE MFG. CO. 

3718 E. 93rd St. Cleveland 5, Ohio 


Sold with 








| Brooks & Sons, M. S. 
| Brown Corp., W. R. 


| Campbell Chain Co. 


| Champion awe. 
| Ch i Impl nt Corp. 

















COLUMBIAN VISES 


p sales 
ofits! 


for 
nd pr 


sold through 
wholesalers only 


THE COLUMBIAN VISE & & 
CLEVELAND 4 OH'C 


Crescent Tool Co. 


| Dearborn Stove Co. ............. 129 





| Eagle Lock Co., 





Index to Advertisers 





Ace Rubber Prod., 
Add Sales Co. ... 
Allen Mfg. Co. 


Aluminum Co. of America, Screen 
Cloth Div. 


Amalite, Inc. 


| American Grease Stick Co....... 


Anchor Wire Corp. 
Arrow Fastener Co., 
Atlas Tack Corp. 


F 


Fairbanks, Morse & Co. 
| Fairmount Tool & Forging, Inc.... 
| Faultless Caster Corp. .. 


Ferry Cap & Set Screw Co. 


| Fletcher Enamel Co. 
| Franklin Metal & Rubber Co. 
| Fuller Tool Co., Inc. .... . 


G 
Geuder, Paeschke & Frey Co 


| Gibson Good Tools, Inc. 


B & L Tool & Machine Co., The.. 110 | 
Bassick Co., The 
Belf & Lustig 
Bennett-lreland, Inc. 
Bethlehem Steel Co. ............- 26 | 
Billings & Spencer Co. 

Black & Decker Mfg. Co 

Blair Mfg. Co. 

Boker & Co., Inc., 

Bommer Spring Hinge Co., 
Bridgeport Hdwe. Mfg. Corp.... 
Brink & Cotton Mfg. Co. 
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Calbar Paint & Varnish Co 
Cal-Dak Co., Inc., The .......... 


Capewell Mfg. Co. 
Carlisle Mfg. Co. 
Capen B Ge, Be Bc cccsccssses 
Ced-Air Products, Inc. ......... 





Chattanooga Impl. & Mfg. Co... 

Cheney Hammer Corp., Henry... 

Chevrolet Motor Div. ........... 101 

Chicago Latrobe Div. of United 
Twist Drill Co. 43 

Chicago Spring Hinge Co. 

Clemson Bros., Inc. 

Coburn Prod. Div. 

Colonial Brush Mfg. Co., Inc.... 

Colonial Moulded Plastics, Inc... 145 

Colorado Fuel and Iron Corp. 6, 147 

Columbian Vise & Mfg. Co...... 170 

Cooper Thermometer Co. 

Copperweld Steel Co. 

Council Tool Co., 

Crescent Plastics, Inc. 


D 
NN i a ainesnnccaeuneren 157 


Dempster Mill Mfg. Co. 

Diamond Calk Horseshoe Co 
Diamond Expansion Bolt Co., Inc. 133 
Disher Co., Lloyd 

Domes of Silence 

Drake Electric Works, 


duPont deNemours & Co., Inc., b 
Plastics Div., Nylon Filament.. 121 


Durham Co., Donald 


Edwards Co., Inc. 





Embree Mfg. Co. 


Gibson-Homans Co., 


| Gillespie Varnish Co. .... 


Goodell Co., 
Goodyear Tire & Rubber Co., 
Inc. Mechanical Goods 


Goulds Pumps, Inc. 
Graham Co., Inc., John H. 
Grainger Inc., W. W. 
Grand Specialties Co. 
Greenlee Tool Co. 

Griffin Mfg. Co. ... 
Gustin-Kramer Co. 


H 


Hall-Wessel Co. . , 
Harris & Co., Arthur .... ... 
Heller & Co., W. C. 

Hodell Chain Co. 
Holthouse & Hartup 
Hopkins Mfg. Co., L. 
Hoppe, Inc., Frank A. ... 
Horrocks-Ibbotson Co. 
Huenefeld Co., 

Hungerford Plastics Corp..... .. 
Hydroponic Chem. Co. 


Independent Lock Co. 
- ~ ae Nail & Packing 


Ives Co., 


Jenkins Bros. 
Jones & Laughlin Stee! ‘Corp. 


K 


Keil Lock Co., Inc. .. 

Kellogg Brush Mfg. Co. ~~ 
Kerr & Co., Inc., Alexander H.. 
Keuffel & Esser Co. 

Keystone Wire Cloth Co. . 
Klean-Strip Co., Inc. 

Kleer-Vue Mfg. Co. 
Knickerbocker Rubber Co. .. ... 
Kwiksand, Inc. 

Kwikset Sales & Service Co.... 
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Landen Putty Works, Inc. 


Landers, Frary & Clark 
Lansing Company 
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National Lock Co. 

National Mfg. Co. ... 

National Metal Prod. Co 
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Oster Mfg. Co., The 
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P & C Hand Forged Tool Co. 
Patent Novelty Co. 

Penn Metal Ware Co. ..... 
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Pittsburgh Nipple Works, Inc. 


Pittsburgh Plate Glass Co., 
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Red Jacket Mfg. Co. — - 
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Twix Manufacturing Company.... 
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| 
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115 | Vulcan Electric Co. 
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w 


Warner Manufacturing Co. 

Warren Tool Corp. .. 
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25 | Washington Steel Products, Inc... 
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Western Reserve Mfg. Co. 
Wickwire Spencer Steel Div...... 
| Wilcox, Crittenden & Co., Inc... 
| Wolfe, Harry M. ... ; 


} 
| 
153 Y 


159 
141 | Yale & Towne Mfg. Co. 
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Tudor Chemical Specialties, Inc. 





SEE THIS CONDENSED CATALOG 


Wa 
CASTERS 
and GLIDES 


on Pages 215, 216, 217, 218 
of July 24 issue 


HARDWARE AGE DIRECTORY 
and Order From Your Jobber Today 
FAULTLESS CASTER CORPORATION, Evansville, Ind. 


B~ Cima: 





Priced right for fast turnover, big- 
ger profits. A wide variety of jaw 
openings and throat sizes. Frames 
of heat-treated malleable iron for 
strength, elasticity and toughness. 
Ask your Jobber. 


tue BRINK & COTTON mrc 


PREET @ BR OGEPOR 


FREE 
QUICK REFERENCE FILE 
GREENLEE HAND TOOLS 


Gives facts on the complete 
GREENLEE line of Chisels, 
Bits, Drills, Spiral Screw- 
drivers, Automatic Push Drills 
and other fine tools. 


GREENLEE 





GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 








BOLTS 
WITH SQUARE NUTS 


ye M4 HO HOKE Kee qm Vee oe 


EYE BOLTS 


No. 113 
DISPLAY ASSORTMENT 


Popular Sizes 
Fast Turnover 


THE WASHBURN COMPANY 








Gutld SALES / 


) ) with the FASTEST SELLING LINE of SAFETY GATES 





Fa 





NO-MAR GATE 
MOUNTING 

A unique accessory, pat- 
~ ‘ " ented by us, holds gate 

FREE CATALOG! Our 1953 edi- ‘te ' safely without wood 
tion featuring Play Yards, Doll screws. Adjustable. Easy 
Bassinets, Swings, Toy Blocks. to mount. Will not harm 
any surface. Sold as 

extra. Ask Your Jobber 


Che Perfection Line L. HOPKINS MFG. CO., DEPT. HA-63 North Girard, Pa. or Write us. 


FOR: The nation’s most complete caulking and sealing service, 
ie c see the STERLING catalog Pages in the 1953 WWho Makes lt 


STERLING PAINT & VARNISH CO. 
«(184 Commercial St. Malden, Mass. 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 


o fle Fyunctl, Jool¢ 


DISTRIBUTION THROUGH JOBBERS 























[re Ont OU oye Lite = ita ay Hardieare 


ee flee 
THE H. B. IVES CO. NEW HAVEN. CONN., U.S.A. 


DOMES oF 
SILENCE 


Best-known, quickest-selling 


FURNITURE GLIDES 
Bakelite Fur- BLACK WHITE 
REMCO [30° 5: a 


and Caster Cups; Upholst ils; RUBBER CRUTCH TIP ' 
ps pholstery Nails CR H TIPS Base diam. 2” and 2%" 


Thumb Tacks; Screw Bumpers. Live Rubber—Fast Colors 
8 sizes—15 to 23 

















Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 








HARDWARE AGE, JUNE 25, 1953 
BD. PER. eth. 











® 


